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Number 22 


What She Shall Buy----Regulated by Legislation 


E are going to let you in on one of the joys of 
W the man who is forced to sit in on all sorts of 
meetings and none so boring as “‘a legislative 
session.” Likewise we are going to put imto your 
hands a handful of fool’s bells that may be useful in 
your state. So here goes: 
Social welfare legislation cometh after the prohibi- 
tion victory. By legislation, impractical reformers 
hope to “‘save the race.”’ Just as a starter let’s con- 


sider in twenty states “‘a law penalizing the wearing of 


heels over one and one half inches in height.”’ Idiotic, 
you say; impossible to enact and so forth. The same 
was said of prohibition. s 

Who is it that has not seen year after year a return 
of ‘‘pure shoe bills?’ Well—so-help-us—by the pow- 
ers of ridicule we have nailed one bill. 

Read the report of the High Heel hearing in this 
issue and especially the work of Mr. Smith—the Re- 
corder Joseph of the occasion—for his deeds that day 
were inspired by us, unbeknownst to the shoe com- 
mittee. Let us hear what the Worcester Telegram 
says: 

“Following an hilarious hearing on the pro- 
posed bill which would limit the height of 
heels on feminine footwear, the Legislative 
Committee on public health has reported 
‘leave to with draw.’ Protests against the pro- 
posed bill were made by shoe manufac- 
turers of course seriously. Protests also were 
made by Joseph Smith, familiar figure in 
state politics, humorously. Smith rose and 
spoke, and the room rose with him. Smith 
cast quips, and the room collapsed in 
laughter. Smith snapped the whip of satire 
and the room re-echoed crackles of ap- 
plause. Smith roared and raged in forensic 


frenzy ridiculous, and the chairman was 
forced to threaten postponement. Smith is a 
professional humorist of parts. Perhaps 
when he introduced himself as ‘a representa- 
tive of the great American people’ he wasn’t 
strictly serious. Be that as it may, he per- 
formed a public service by laughing the pro- 
posed bill out of committee. 


Maybe if more of us stood up: in legislative halls in 
opposition to muddle-headed bills there would be less 
business insanity. 

Even the staid old Transcript in Boston gave a half 
column editorial to the topic and emphasized, ‘The 
question is, shall the individual be left no chance for de- 
pendence on his or her own experience or judgment. If 
the wisdom of the State is called in to regulate such 
things, where shall it stop? The next demand would be 
for a bill against stockings too thin; or skirts too 
short; for protection against stays; against bands: 
against burdensome headgear, and other features of 
fashion.” 

Is it not high time to call a halt to an overburdening 
grist of 50,000 laws in the making in legislative halls 
of forty-eight states plus Congress? With a few more 
laws per legislature we defy any man, woman or child 
to escape the charge of being a criminal through the 
multitude of statutes created yearly. 

We have said a whole lot on this one topic in this 
one issue but it is such a key-topic in timeliness that 
we spread it on the industrial records for no one to 
escape. 

We leave you with the summary of thé hear- 
ing al Washington of the shoe men before the Ways 
and Means committee—‘‘not a hearing; not a lis- 
tening; but a heckling.” 
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. Setting Up Exercise 


(To be observed by the trade until further notice) 
i—Rise between three and 6.30 in the morning. 
2—Stand in the middle of the room. Raise arms 

slowly overhead. Inhale. and say ‘““Damn the 
weather.’’ Exhale and say “Damn the buying 
demand.” Repeat 15 times. 
3—Extend body flat, face upward on the floor. 
Cover eyes with hands. Kick heels violently. 
Think of all the profits you could be making if 
somebody would only buy. Weep until tired. 
t—Kneel. Wring hands. Meditate upon labor, 
closed shops and inflated wages paid. Groan 149 
times. 
5-—Assume sitting position, hands on hips. Sway 
gently to and fro. Concentrate on pessimistic 
business conditions, the railways and postal serv- 
ice until a generous frothing at the mouth sets 
in. Continue until exhausted. 
6—Collapse on floor. Growl vigorously. Think of 
income tax. Gnash teeth as in anger and despair. 
7—While cooling off try to get a telephone number, 
8—Suddenly think of the stimulus of style. Assume 
position of a man. Body erect, head up, chin 
drawn in slightly, chest lifted and arched; weight 
of body equally distributed on balls of the feet. 
Breathe deeply, emitting snorts of encouragement 
and regained pep. 
9—As mental attitude approaches normal, stride to 
window and dpen wide. Remark the sunshine 
and repeat 20 times, “Business is picking up.” 
10—Bathe, dress, take a brisk five-minute walk and 
think about those competitors whom you know 
to be good fellows. 
11—Eat a hearty breakfast. Remember that ALL 
the shoe men whom you know have confidence 
in the future. 
12—Remember that the slogan of the Recorder is 
“Getting More Shoes Sold Right’ and resolve to 
make it your own. 
13—Go down to the office in fine humor. Take off 
coat and stimulate the feeling of “Better Busi- 
ness” by working hard yourself. 


14—Then radiate optimism all the day long. 


Is Collective Thinking Possible? 


T behooves the merchant and business man to 
be .on: guard now that the taxation season is in 
full swing in town, city, State and nation. The 
elemental dictates of wise self-interest should keep 
him alert. We have said so often ‘““The power to tax 
is the power to destroy” that by the very irritating 
insistence of our emphasis on the subject we have 
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done much to stir the minds of shoe men in this 
direction. The truth has hit home with many a 
concern “that taxation actually destroyed when the 
liquidation period came after all the money that 
was not in goods” was paid over to the revenue 
collector. 


Are business men going to allow wastage to in- 
crease taxation until the indemnity of incompetence 
swamps the industrial ship? A New York banker 
sounds a warning in which he says: 

“Upon every American who would see his country 
prosper there is imposed the obligation of learning 
all he can about industrial, commercial and financial 
affairs; economic illiteracy must be lessened.” 

What do you think of the sense of proportions of 
the House of Representatives which wrangled for 
40 minutes over an appropriation of $55 for a public 
improvement on the Island of Guam when it had 
previously passed under suspension of the rules and 
practically without debate a bill calling for ‘he 
expenditure of $100,000,000? 

Is it not time for examination of ‘The costs of 
government”? No thinking man need be told of 
the vicious upward spiraling of public costs under 
such methods of spending. 

What you are seeing come to pass is the acquisi- 
tion by a portion of the voting population of a back- 
of-the-head belief that an immediate division of 
other people’s property is a commendable and states- 
manlike program to pursue. If this idea is spread 
by demagoguery, it may demand drastic action. 
There is no question that this sudden realization of 
great possibilities in tapping reservoirs of ready 
money for public use fits in with a vast amount of 
socialistic-anarchy current in this country. Look 
out for all sorts of measures reaching out for the 
accumulations of savings of merchants and business 
men. The appetite for such benefactions grows by 
what it is fed on, 

Have you ever examined a typical “labor journal” 
of the radical sort? Actually the young men, readers 
of these irresponsible organs, are being educated in 
ignorance. How long do you think you can hold 
out with so large a proportion of new voters think- 
ing such ideas? 

The offering of warvings is always an unpopular 
task. Mayor Creamer of Lynn must have a few 
private opinions on public support now. that a recall 
movement has been started to remove him from 
office because he consistently advocated protection 
of property. We can’t very well shout it out that 
the only time action will be taken, on any phase of 
taxation, is when it is absolutely forced upon you. 
In your business, you individually don’t let the sore 
develop into a dangerous cancer. Why should you 
adopt indifferent tactics when it is a case of col- 
lective interest. 
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Congressional Committee Urged to Impose Tariff 


Washington, February 14. 

ARIFF hearings were held by the Ways and 

Means Committee of the House of Representa- 

tives last week on the schedules having to do 
with leather, hides, boots and shoes. There was a 
representative showing of men prominent in the vari- 
ous branches of the industry, although only a few of 
them were actually heard. In a number of instances 
it was deemed sufficient and equally effective to place 
the case before the committee by means of filing a 
brief. The Tanners’ Council adopted this method, as 
well as presenting oral evidence. The same was true 
of the National Boot and Shoe Manufacturers’ Asso- 
ciation and the New England Shoe and Leather 
Association. 

No Pool in Industry 


The brief of the latter association sets forth that the 
shoe manufacturing industry is one in which no trust 
or pool has ever existed. The largest single concern 
of the 1300 separate concerns making shoes in the 
country turns out not over six per cent of the total 
product. The industry is anxious to preserve this 
status. The whole country is interested from the 
manufacturing point of view, there being shoe manu- 
facturing plants in almost every state of the Union, 
and in twenty of them the industry forms an impor- 
tant part of the state’s business. 

Competition has resulted in the consumer receiving 
maximum values for his money, and in progressive 
manufacturing and scientific study of manufacturing 
methods and problems of distribution. 


Fifteen Per Cent the Minimum 


The brief confesses that the industry is just now 
without adequate information as to costs of produc- 
tion abroad, to serve as a basis for a proper protective 
tariff. But it was pointed out that, with hides free, 
the shoe and leather industry was safe with a protec- 
tive tariff of 15 per cent under old conditions. This, 
however, was felt to be the isinimum. In present 
conditions such a tariff would not be protective, be- 
cause of exchange condition, although European man- 
ufacturers may require some time to readjust them- 
selves to successfully enter the American market and 
the delay might serve, with the aid of a tariff of 15 
per cent, to help the American manufacturer until 
normal exchange rates be restored. 

The Association therefore recommended to Con- 
gress the 15 per cent tariff on leather and shoes, if 
hides remain free, but asked for a compensating in- 
crease on leather and shoes if hides were subjected to 
a tariff duty. 


on Leather and Shoes----Hides to Come in Free 





Duties Proposed by H. I. Thayer 


Harry I. Thayer, representing the Tanners’ Coun- 
cil, filed a brief asking for increased duties on leather 
and in answer to questions stated that since the war 
imports had not increased. In his brief is set forth the 
fact that American tanners desire duties sufficient to 
protect their product against inroads by foreign com- 
petitors. The Underwood tariff law offered an oppor- 
tunity for European and Canadian tanners to invade 
the American markets. These foreign manufacturers - 
are now engaged in an attempt to revive their business 
in the United States. Canada has been sending in 
large quantities of harness, sole leather and upper 
leathers. Mr. Thayer proposed the following duties: 

Sole leather, 8 per cent ad valorem; rough leather 
from cattle hides, tanned, not finished, 8 per cent ad 
valorem; grain, buffed and split, finished, 25 per cent 
ad valorem; rough grains, split from tanned leather, 
20 per cent ad valorem; upper leathers, dressed, 25 
per cent ad valorem; calf skins, dressed and finished, 
25 per cent ad valorem; patent, japanned, varnished 
or enamelled leather, 5 cents per foot specific or 25 per 
cent ad valorem; sheep and lamb leather, other than 
glove, 20 per cent ad valorem; glove leather, 30 per 
cent ad valorem; goat, kid, and kangaroo skins, 
dressed and finished, and all other dressed and finished 
hides and: skins, n.s.p.f., 25 per cent ad valorem; 
leather cut into shoe uppers, soles, vamps, or other 
forms suitable for conversion into manufactured form, 
30 per cent ad valorem. 


Dangers of Germany’s Low Wage Scale 


To emphasize the need of protection, Mr. Thayer’s 
brief points out that wages paid in the industry in 
Germany are from 500 per cent. to 900 per cent below 
those paid in this country. He also pointed out the 
discriminatory duties in the British possessions. 

Fred A. Vogel, of Milwaukee, filed a brief setting 
forth that free hides were essential to the tanning 
industry. 

W. S. Anderson, Philadelphia, Pa., said that a duty 
on hides would make it impossible for American tan- 
ners to compete in world markets for hides. 


Competition Is Employed 


John S. Kent, Brockton, Mass., representing the 
National Boot and Shoe Manufacturers’ Association, 
told of the importance of the industry, and the severe 
competition in it. With free hides the industry could 
get along with 15 per cent, although that rate would 
not take care of the exchange situation. The re- 
enactment of the Payne law rates was suggested. 
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Window Trim Contest Prizes Announced 


Milwaukee, Wis., February 17—The Committee in charge of publicity for the recent N.S. R. A. 
convention announces that the following prizes have been awarded for the window trimming contest: 


First Prize, Mr. Jack Shenker of I. Miller 
& Son, New York City. 

Second Prize, Mr. R. J. Fullerman, Gerret- 
son Company, Milwaukee, Wis. 
Third Prize, Mr. Raymond T. Whitnah, 
Crosby Bros. Company, Topeka, Kans. 


The Hurley Shoe Company of Brockton, Mass., has been awarded the cup for the most beautiful 


display of men’s shoes. 


F. A. Miller, Columbus, Ohio, said that in 1914 
English manufacturers sold shoes’ in the United 
States at from 35c to 50c per pair less than the Ameri- 
can cost. Congressman Garner brought out that a 
15 per cent duty as suggested by the witness would 
mean an additional shoe cost to the American people 
of 75 million dollars. Congressman Oldfield quoted 
figures showing that in 1919 imports were less than 
$800,000, while exports were over 54 million dollars. 

Charles H. Jones, Boston, Mass., said that due to 
competition a duty on shoes would not increase the 
price, but a tariff on hides would increase the price of 
shoes. No civilized nation had a tariff on hides. As 
hides were a by-product a tariff would not be protec- 
tive, and due to drawbacks the government would get 
practically no revenue. In such a highly competitive 
industry as the shoe industry a duty on the raw mate- 
rial would be reflected to the consumer. Shoes were 
never so high as when they were on the free list. A 
tax on hides would limit the export business in leather 
and prevent the expansion of such export business. 
In urging the necessity for protecting the farmers 
Congressman Young said the witness and those who 
came with him should remember there were other 
people in the country. The packers tanned more than 
half of the leather produced in the United States, and 
were constantly increasing the percentage. The next 
step would be for the packers to control the shoe in- 
dustry. Danger of such control was the chief argu- 


ment for free hides. 


Action Not Expected Before June 


There is much division of counsel among the Repub- 
lican leaders about tariff legislation, both as to sub- 
stance and the time when it shall be enacted and put 
into effect. They are all awaiting some indication of 
the desires of President-Elect Harding and it is not 
probable that he will take a definite stand on the 
matter until after his Cabinet shall have had an op- 
portunity to consider the questions involved. What 





seems to be absolutely assured is that there will be no 
new tariff law until next Summer, whatever else 
happens, and the bill is not apt to be presented to the 
House before June 1. There is a feeling in the Ways 
and Means committee that the hearings which are 
just closing have not been satisfactory, in that they 
did not disclose all the essential facts upon which the 
Congress must rely in framing a scientific law. Many 
witnesses lacked important information about com- 
petitive conditions abroad. : 

The serious conditions confronting some industries, 
however, is recognized and the probability of some 
emergency legislation grows. This is particularly true 
with reference to the woolen trade, concerning which 
there have been some important private conferences 
in which Chairman Fordney took part. A special 
wool tariff bill may be introduced at the opening of 
the new Congress. 





Shoe and Leather Report Ready 


Washington, D. C., February 18—While officials 
of the Federal Trade Commission refuse to discuss the 
situation it is understood that the shoe and leather 
report which was requested by Congress at the last 
session has been completed by the Commission. The 
completed report, it is understood on good authority, 
is now in the hands of one of the commissioners for 
final revision before it is laid before the full Commis- 
sion and forwarded to Congress. 





Rhode Island Merchants to Meet 


Providence, R. I., February 19—The annua! din- 
ner of the Rhode Island Shoe Retailers’ Association 
will be held at the Turks Head Club on Tuesday eve- 
ning, March 1. The dinner will be served at 6.45 
o'clock. The President, George E. Pierce, and secre- 
tary, William M. Monroe, are active in urging every 
member of the association to be present. 















ials 
the 
her 
last 
The 
ity, 
for 
nis- 





Feb. 19, 1921 





BOOT AND SHOE RECORDER 


Are Packers to Control the Shoe Industry? 


Dangerous Advantage Conferred by Proposed 


Hide Tariff, Says 


(The following article was taken from an address made 
by Charles H. Jones, president of the Commonwealth 
Shoe and Leather Company, before a recent meeting of 
the ‘Vew England Shoe and Leather Company. This 
meeling was held just prior to the departure of a com- 
mittee to attend the tariff hearing held in Washington, 
Feb. 11, before the Committee of Ways and Means. An 
account of the hearing appears elsewhere in this issue.) 


tectionists, and I believe most of us want to see 

an adequate protective tariff passed. We are not 
going down there to oppose this ~ _ 
duty because it is a_ protection 
measure. We are going to oppose 
it because it is not a protection 
measure. No industry in this coun- 
try can be protected by this duty 
or any other duty levied on hides, 
because the production of hides is 
not and cannot in its nature be an 
industry. 

A hide is a by-product of an 
animal killed for beef. The value 
of a hide in proportion to the animal 
on the hoof is in the vicinity of seven 
per cent. It varies, of course, with 
the prices fluctuating for both hides 
and cattle, but anywhere from five 
to seven or eight per cent of the 
value of the beef creature is the hide. 


[actions the bulk of our membership are pro- 


Price of Animal Not Affected 


A tariff of fifteen per cent or any 
other per cent on six per cent of the 
value of an animal cannot affect the 
price of that animal. The moment 
hides are taken off and become a 
commodity, an article of merchan- 
dise, then a tax of fifteen per cent is extremely impor- 
tant; but when a hide is a part of an animal and the 
tax will raise the value of the hide perhaps a dollar, 
when the steer that wears the hide is worth $100 to 
$125, you can see that that dollar is not going to affect 
the value of the steer to the extent that will enable the 
farmer to get anything out of it. 


The Valuation of Hides 


There are arguments and facts and conditions that 
0 to prove that proposition that are simply innumer- 





Boston 





CHARLES H. JONES 


Whose address on the dangers of the 
proposed tariff on hides was a feature 
of a recent meeting of the New Eng- 
land Shoe and Leather Association. 


Manufacturer 


able. Anyone familiar with the method in which 
hides are handled and sold, and with the methods in 
which cattle are purchased from the drovers and feed- 
ers in the stock yards for slaughter, does not need to 
be told the absurdity of the proposition from that 
point of view. 

For instance, we will assume that a lot of steers 
came into the stock yards for sale this morning. The 
buyers from the packers go through the stock yards 
to make their selections. It is common knowledge 
and common sense that these people base their price 
upon the beef value of the animal. 


Based on Price of Beef 


Everyone knows that if an ani- 
mal or a group of animals come in 
there in a thin condition they will 
bring the price of inferior beef, or 
canners, as they are called. 

If they are fat or half fat they 
bring another price, if they are stall 
fed and in prime beef condition they 
bring another price. But if among 
those fine beef cattle that bring the 
highest possible price some of them 
are branded they don’t bring any 
less price for beef than they would if 
their hides were clear, and the brand 
on such an animal takes off more of 
the value of the hide than the duty 
puts on. So if that buyer wanted 
to, how is he going to discriminate 
and give that farmer or drover the 
benefit of that 15 per cent duty? 

As a matter of fact, he offers the 
man what those cattle are worth 
for beef, and then he gets out of 
the hide, the bones, the hoofs and 
all the other offal, every cent that 
he can get out of them. That is his business and 
his profit. 


Tariff Gives Farmer No Additional Profit 


For years this country exported live cattle in large 
quantities. Those cattle were sold in the stock yards 
and brought exactly the same price that cattle of the 
same grade and the same condition brought for domes- 
tic slaughter. They wore their hides out of the coun- 
try. The farmer got the same price for both. One 
of them had a tariff on, and the other did not. How 
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are you going to reconcile that statement with the 
claim that the farmer gets the benefit of the tax? 


Pro-Tariff Man Proves Opponent’s Case 


You can go on all day and multiply circumstances 
and instances that show that there is actually no basis 
for the claim, and I was fully convinced of that when 
the advocate of the hide tariff, a man named Cowan, 
President of the National Live Stock Association, from 
Texas, came up and put in a brief in favor of it. I 
_ have taken the brief, and it proves our case abso- 
lutely. He says in his brief that we are all wrong, and 
then he goes to work to prove that we are right. Il 
wish [ had brought the brief here, I would like to have 
read it to you, but I can give it to you substantially. 

He says that everyone knows that cattle are pur- 
chased principally for their beef value and the price 
is based on the condition and finish of the cattle. 
That is just what we say. There is no disagreement 
there. Then he goes on to prove this. He says: 


Hides From Thin Animals Equally as Valuable 


“Take a group of five-year old Texas steers from 
Texas. If you send them to Chicago half fat they will 
bring but three or four cents a pound. If you take 
part of them out when they are two years old and send 
them to Montana and keep them on the ranches up 
there two years, they will bring another cent a pound, 
because it makes better beef brought in in that way. 
Then,” he says, “if you want to take another part of 
them and take them from this Montana ranch and 
give them to the feeders in Iowa and Illinois and feed 
them for three or four months, they will bring a still 
higher price.” We know that. Everybody knows 
that. There is nothing strange about that. 

But the price that he names that they will bring 
is the difference in the price of the beef, and the 
hide from the half fat Texas steer is just as valuable 
and will bring just as much in the market as will 
the hide from one of these fat cattle that have been 
fed. And hide men will tell you that when those 
hides are taken off from the fat cattle and taken off 
from the half fat steers from Texas they all go into 
the same bin and are sold to tanners at the same price. 
So the baseless and it seems to me almost stupid claim 
that the farmer gets the benefit of this tariff can be 
shown to the satisfaction of any disinterested and 
fair-minded man. There is no question about that. 


Packer Is Only Beneficiary 


Consequently what is the argument? Who wants 
it? Perhaps I can answer that question better by 
saying that the fellow that has the goods to sell gets 
the benefit of the price. Everyone I think knows 
that, while hides are a world commodity and the 
prices of hides are made in the markets of the world, 
there is of course more or less fluctuation in different 
places. Hides may be low in this country today. 
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If they are, hides come in from all the world until 
that price is levelled up. Consequently the hides of 
this world have a world value. 

A tax of 15 per cent on hides imported by this 
country means that the hides in this country bear 
the world’s price plus that 15 per cent duty. They 
cost the tanner in this country 15 per cent more than 
they cost in every country where the hides are free, 
and hides are free in every country. 

A mere tax like that, if that was all thine’ s was to 
it, would not interest any of us for a moment. But 
here is the situation. I presume every person in 
this room is familiar with the fact that the packers 
take off over 65 per cent of all the hides taken off 
in this country. They control through subsidiaries 
and agents and purchasing representatives quite a 
large lot more. Right in New England, as I under- 
stand it, one of their subsidiaries controls practically 
every hide that is taken off in New England So 
there is no question, without going into statistics or 
detail, but what they have very much the larger 
part of all the valuable hides that are taken off in this 
country. 

The Cost to the Packer 

And what do they pay for those hides? What do 
they cost them? Of course you know they cost them 
just what they pay for the animal. If beef is 10 cents, 
and they pay 10 cents for the animal, that hide costs 
them 10 cents. Of course the price of hides that day 
may be a lot more. It generally is. In fact, I think it 
invariably is. I don’t recall any time in the last 
20 years when the price of hides has not been higher 
than the price of beef the same day. Consequently 
they get their hides under the market price for hides. 


_ Now, there is an advantage. 


I am a manufacturer of shoes. If I can get my 
raw material at less than my competitor can, I don't 
ask anybody to guarantee me that in the run of. 
years I can put him out of business. 


The Advantage to the Packer-Tanner 


Now, a packer starts right there, with his hides 
less than anybody else can own them. If he sees fit 
to tan them himself, of course he has got his raw 
material less than the tanner, and everyone here 
knows that they are not only tanning them, but they 
are tanning them in large quantities. They are 
tanning them in significantly increasing quantities. 
I feel it is perfectly safe to say today that the packers 
are tanning more than 60 per cent of the sole leather 
tanned in this country at this moment. You also 
know that they tan large quantities of upper leather 
and calfskins through their different. subsidiaries. 

We should not object to that as shoe men if they 
gain that superior position, because they are better 
tanners or better beef men, because we want the 
best men to win. But they did not get their advan- 
(Continued on page 48) 
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The Throat of the Shoe in Particular Prominence 

















The looped throat. above’is decidedly new, as is the divided tongue 
on the all suede gray colonial. 


FTER suede the 
Paris trade 
turns to patent, 
with colored insets 
on the left—gray 
and patent on the 
right. 














The ingenuity of the style maker knows no bounds these days. Keeping pace with him is the 
leather man—creations in leathers this week as follows: A light shade of cordovan for men’s shoes 
—gray patent leather for women’s shoes, a suede finished kid of glove tannage showing an almost 
imperceptible nap; a painted suede in foliage design, and an importation from Japan of a printed 
Dresden design on a field mouse suede. Truly the trade is on the first stepping stones of style. 








AND SHOE RECORDER 


~—— ft om 
l WoilsB Scat S 


4 fy Naw Y's 


Feb. 19, 1921 


Killed by Ridicule 


High Heel Bill Laughed Out of Massachusetts Legislature---Do the 


Same Thing in the Twenty States Having Similar Bills 


HE public hearing at the Massachusetts State 
House brought over 300 opponents to the 
proposed Anti-High Heel Law, and although 

these people spent a morning’s time, they enjoyed a 
legislative session worth the price of admission. 
From Room 450, the meeting adjourned to Room 433 
and then to a still larger room, No. 446. The men 
and women present occupied all of the seats and the 
standing room available and the corridor was jammed. 
We tried our best to get the name of the blind man 
who appeared. His reticence prevented our ascertain- 
ing whether he was for or against the bill. Was it a 
case of eyesight lost or sight regained? 


Dr. Smith Proponent of Bill 


The proponent of the bill, Dr. R. Kendrick Smith, 
president of the Massachusetts Osteopathic Society, 
threw a bomb shell into the meeting by calling for 
an amendment, throwing out the words, “display,” 
““possess’’ or “‘wear’’ and limiting the unlawful prac- 
tice to the manufacture and sale of shoes bearing 
heels of a greater height than 11% inches. The 
learned doctor gave medical facts to support his 
theory, and quoted the Y. W. C. A., Paris Academy 
of Medicine and the New York Medical Journal. 

(Dr. Smith is remembered by the newspaper fraternily 
as having once been a reporter on the Boston Herald, 
perhaps this lets a little daylight in on the possibilities 
of a good story). 


‘wore heels today 11% inches or lower. 


Next appeared Dr. Samuel Appleton, who quoted 
facts back as far as 1882 and none as near as 1900. 
There is no question but what he advocated low 
heels, but he wanted footwear without heels and at 
the utmost 3-8 inches, and in extreme cases one inch, 
and he left the floor with a parting shot, ““We are 
dying slowly physically and this is one of the worst 
epidemics” (whatever that means). 


Unanimous Shoe Craft 


Sturdy Henry E. Hagan, city father and shoe 
merchant, nationally known as “Brother Hagan” 
gathered his family around him and after addressing 
the chairman of the committee with some of that 
oratory that implied ‘we are on the inside” in this 
legislative stuff. Henry may have taken off his coat 
at the Massachusetts Association meeting in violent 
attack at this bill, but before the legislative com- 
mittee, he had all of the polish of addressing the 
United States Senate. The case could have rested 
with his first sentence: ‘“This is the worst of freak 
legislation that has come out of the hopper in years. 
It should be laughed out of court; it is a matter of 
education and not of legislation.” 

Hollis B. Scates, speaking from the economic side 
of the bill stated that not more than 15 per.cent of 
women’s footwear bore the extremely high heel; 


25 per cent, a heel of 134 inches; whereas 60 per cent 
Mr. Scates 
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also paid tribute to the medical fraternity by saying, 
“Lock 10 medical men in a room to argue what are 
the right heels and they would talk each other to 
death, not one of them would come out alive. This 
bill is like throwing a monkey wrench into the shoe 
machinery of New England.” 


Option of Heel with Woman 

Harold F. McNeil, in behalf of the retail shoe 
merchant emphasized that it was a matter of educa- 
tion that any woman could get low heels if they 
wanted them, for the option of style- was her own. 

Senator Henry G. Wells spoke in behalf of the 
Haverhill trade and Mrs. Florence C. Durney, a 
practical shoe fitter and selecter of women’s styles 
for years, testified, ““Women’s feet vary as much as 
their faces. No legislation can be enacted to fit all 
feet, some women would not dream of wearing high 
heels and others can wear nothing else. Having 
fitted thousands of women to shoes, I find that more 
women who have foot trouble are wearers of low 
heels than wearers of high.” 


a 
A **Recorder’’ Hoax 


And now we have a confession to make, we realized 
before the meeting that nothing kills freak legislation 
better than ridicule. The “Recorder” asked Joseph 
Smith, nationally known as a brilliant satirist, to 
appear at the meeting and here is what happened: 
Not a shoe man was in on the stunt. Joseph Smith 
rose and was recognized by Mr. Hagan and the 
chairman of the Public Health Committee and 
when the chairman asked for his name and whom he 
represented, in a flash came the answer: “Joseph 
Smith, representing the American public, who are 
so seldom heard in legislative halls.”” And here we 
give to our subscribers the words that convulsed the 
committee with mirth and made possible the laugh- 
ing out of this idiotic legislation now presented to 
20 legislatures. If 
there are hearings in 


. bughouse. 


- the laying on of heels. 
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is the place they come to year in and year out— 
the legislative calendar is congested with silly bills 
by Silly Billies, and,there appears to be a mania in 
America for meddling with the people’s business, 
an incessant badgering of the peaceful citizen, a 
constant effort to make him more be-deviled and 
The busybody having no business of his 
own butts into the business of everybody else. 

In Utah, you can have all of the wives and dope 
you crave, but smoke cigarettes at your peril. Down 
South you must change your residence to change 
your breath. Up in New Hampshire they want to 
lengthen bed sheets and skirts and shorten the 
hours of labor. Every State has a Sneak and Smell 
Society which is designed to measure our morals 
and meter our breaths; we save daylight and waste 
time; we penalize pleasure and condemn comfort; 
we are held down by law and held up by the saints, 
and the nuts are emulous to reform and regulate 
what man eats and wears. Fifty thousand new laws 
are added to our codes every year; no man knows 
whether -he is a criminal or a law-abiding citizen; 
some want to revive the blue laws, others wish to 
enact black-and-blue laws; ignorance of human nature 
is no bar to legislation and ignorance of legislation 
is no bar to punishment and so we are between the 
devil and the deep sea. 

The nuts not only try to strangle freedom and 
gag freemen, but they make the legislature ridiculous 
and the State a laughing stock and ridicule is as 
hard to suffer as oppression. 


More Uplifting Laws Proposed 


Now come the osteopaths to regulate the heels of 
women and the health of the sex. Only the other 
day the profession was outside the law, the laying 
on of hands was legalized and now we are to have 
We are to have an army of 

saints and scientists 
to measure the heels 









your State, just read 
these pages to the 
committee, and the 
deed will be done. 
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and manipulate the 
ankles of the ladies 
on our streets, but 
will they stop there 
in their passion for 
uplifting? The idea 
that high heels are 
injurious to feet and 
ruinous to health is . 
based apparently on 
the same brand of 
medical misinform- 
“4 ation and anatom- 
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Indiana Association Ready for Big Convention 
Will Depart from Established Custom and 


Indianapolis, Ind., February 15. 
r NHE [Indianapolis committee on arrangements 
for the Indiana Association convention, has 
devoted its time unsparingly to making 
Tomlinson Hall both practical and attractive-as a 
convention meeting place. President Edgar Hart 
and Secretary C. E. Young have kept the forth- 
coming convention, to be held February 21, 22, 23, 
constantly before the merchants of the Hoosier 
State by various forms of publicity. From responses 
received by merchants from every 
section of the State the indications 
are that the attendance will be 
larger than at any previous meeting. 


Few Set Speeches Scheduled 


The convention program will con- 
sist of fewer set speeches than has 
heretofore been the custom of the 
State association convention com- 
mittee and will be devoted more 
largely to an open forum discussion 
of the various problems facing retail 
shoe merchants today. 

The declining prices of leather and 
shoes, price changes and market 
conditions of other commodities, 
the uneasiness of labor and_ the 
problem of unemployment, the con- 
troversy between the railroads and 
employes and the general unsettled 
condition of business generally 
throughout the country are all 
topics which necessarily have a 
bearing on the future conduct of retail shoe stores 
and the discussion of which is vitally important to 
retail merchants of the country generally. 

The following program has been announced: 


Sunday, February 20 
1.00 P. M.—Registration—Retailers and Travelers (Main 
entrance Tomlinson Hall, open all afternoon). 2.30 P. M.- 
Conference of Association Officers and Directors. 


Monday, February 21 
9.00 A. M.—Registration. Review of displays. 2.00 P. M.— 
’ Call to order by President Hart; Invocation, Rev. T. R. 
White, Indianapolis; Official Welcome, Mayor Charles W. 
Jewett of Indianapolis; Traveler’s Welcome, Homer Beal, 
President I. S. T. A.; N. S. R. A. Program 1921, Victor 
Vaile, Kokomo; Appointment of Committees. 


Tuesday, February 22 


10.30 A. M.—Meeting uf Officers and Directors. 2.00 P. M. 
—Call to Order. Roy Kanouse, Chairman of the day; 


Devote Major Portion of Time to Open Forum 





EDGAR HART 


Head of the Live Association of 
Indiana Shoe Merchants 


‘a new meeting place for these gatherings. 


Address—‘‘Business Conditions and Business Methods,” 
Charles T. Coffin, President Indianapolis Chamber of 
Commerce; Address—‘‘America’s System of Economics,” 
Howe S. Landers, Special Council for United States 
Fidelity & Guaranty Co.; Open Forum—E. C. Logan, 
Western Editor for ‘‘Boot and Shoe Recorder’; New 
Business. 


Wednesday, February 23 


10.30 A.M.—Meeting of Committees with the President. 
2.00 P. M.—Call to Order by President Hart; Address— 
“Service Plus Appreciation,’’ Dick Miller, President City 
Trust Co.; Open Forum—H. L. Kis- 
ker, Western Editor of The Shoe 
Retailer; Report of Committees; Elec- 
tion of Officers. 

The entertainment program is as 
follows: 

8.00 P. M.—Monday Evening—Conven- 
tion Hall. “A Jazz Festival.” Bring 
the Ladies. 8.00 P. M.—Tuesday 
Evening—Convention Hall. “The 
Dark Night.” 6.30 P. M.—Wednesday 
Evening—Banquet and Dance (infor- 
mal). Riley Room, Claypool Hotel. 
A program has been arranged, as well, 

for the women. It includes: 

“A Jazz Festival,” Monday evening; a 
luncheon on Tuesday; and- an auto 
tour on Wednesday. 





Carrying Shoes to Boston 


Boston—W. B. Faulkner of Faulk- 
ner & Son, South Molton Street, 
London, leading custom shoe and 
boot makers, has been at the Parker 
House, Boston, this week meeting his 
customers and taking orders. It is 
rather unusual to come over to this country and sell 
the individual trade direct, but Mr. Faulkner is taking 
away a large number of orders for custom work from 
patrons in Boston, New York, Philadelphia, Montreal 
and Toronto in spite of the fact that business has been 
none too good on this side of late. Faulkner & Sons’ 
customers in this country represent a portion of the 
public which does not question the matter of price. 


‘Their models contain some features which would be 


new to the American trade, but are for the most part 
typical of English lines and all are bench made. 





Boston Club to Meet March 2 


Boston, February 19—The next meeting of the 
Boston Boot and Shoe Club will be held on Wednesday 
evening, March 2, at the Boston City Club. This is 
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Ideal Arrangement Achieved in I. Miller Store 


Handsome Retail Establishment Opened 
on Upper Fifth Avenue, New York City 


tail merchant who can if he wishes, and prob- 

ably will, take a shower bath on Fifth Avenue. 
The gentleman who is in a position to perform this 
novel feat is I. Miller. All this is merely by way- of 
illustrating the completeness and modernity of the 
new I. Miller retail shoe store, opened on Fifth Avenue 
at the corner of Forty-sixth Street, in an 11-story gray 
stone building erected by the Miller concern, which 
now occupies the basement, first floor and. mezzanine 


N | EW YORK has a shoe manufacturer and re- 


with a-retail store and one of the upper floors with © 


executive offices. 


Dance Marks Opening 


The store was thrown open to the buying public on 
Tuesday, February 15. A private opening and cele- 
bration in honor of the in- 
auguration of the new estab- 
lishment was held in the 
store and in two of the upper 
floors on Monday night, 
when about 1,600 invited 
guests helped the large fam- 
ily of Millers commemorate 
the occasion. One of the 
upper floors ‘was given over _ | 
to a buffet for alleviating the 
pangs of hunger and thirst 
induced by strenuous danc- 
ing to the strains of a ten- 
piece orchestra, which sup- 
plied music until along in 
the small hours of the morn- 
ing. During the evening 
many prominent shoe mer- 
chants, manufacturers and 
leather men were seen trip- 
ping the light fantastic and 
doing their best to create 
more business by helping 
their fair partners wear’ out 
more sole leather. 


Handsome Interior 


Finish 


Close to a hundred floral 
tributes attested to the 
friendship and esteem in 
which the Miller family is 
held in New York. One of 
the most interesting of these 








Reproduced from Architect’s Drawing of New 1. Miller 
Building, New York City 


was a large floral and electric horseshoe, standing 
about five feet high, the gift of the Millerites, a social 
benefit club composed of Miller employes. An in- 
scription on the horseshoe read “‘From the Miller-ites 
to Our Daddy, I. Miller.” 

The main floor and mezzanine balcony of the store 
are paneled in dark oak, with a grilled stairway and 
balcony rail to match. The chairs are of oak, up- 
holstered in leather and finished with cane backs in 
Louis XV period style. 


Color Scheme of Blue and Brown 


The wall cases are of oak and the stock boxes are 
of the usual type with blue labels which match the 
leather upholstery on the chairs. The hosiery depart- 
ment which lies right at the Fifth Avenue entrance has 
transparent cases, which add 
greatly to the efficiency in 
handling this stock. The 
main floor of the store is 
devoted exclusively towom- 
en’s novelty street pumps, 
while evening slippers and 
cuban and walking heel 
bootswand oxfords are car- 
ried on the mezzanine floor. 
The basement is given over 
to the ‘“Millerkin-Shop,” 
where only infants’ and chil- 
dren’s shoes are carried. 
This basement is finished in 
ivory, tastefully decorated 
with nursery rhyme illus- 
trations and containing a ‘ 
number of novel features 
which will be elaborated 
upon in a separate article. 


Big Window Display 
Space 


The store has a larger 
amount of window display — 
space, it is said, than any- — 
other shoe store in the city. 
There are seven windows on 
the 46th Street side of the 
building and two large win- 
dows with an entrance be- ~ 
tween on the Fifth Avenue ~ 
front. The windows are ~ 
paneled in walnut and glass © 
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with white curtain which admit the light into the store. 

For the opening, Jack Schenker, display manager, 
who won the cup at Milwaukee for the best window 
display, and also the cup for the best display at the 
style show, used many of the shoes that the firm ex- 
hibited in Milwaukee, grouped around the display cup, 
which formed a centerpiece for one of the Fifth Ave- 
nue windows. The other windows were given over to 
novelty pumps, with the exception of one window 
which was reserved for infants’ and children’s shoes. 
On the opening night the crowds often reached three 
and four deep in front of the windows. 


Back to the Shower Bath 


A small store elevator connects the basement, first 
floor, mezzanine and the fourth floor where the execu- 
tive offices are located. Now, we come back to that 
shower bath on Fifth Avenue. Few business men in 
the country will have a 
more luxurious private 
office than I. Miller. The 
room, about 20 feet 
square, is paneled in wal- 
nut and has large win- 
dows opening on the 46th 
Street and Fifth Avenue 
sides of the building. One 
of the panels on the Fifth 
Avenue side opens into 
a private bath room, with 
shower bath and other 
appurtenances of modern 
plumbing, while another 
opens into a roomy 
clothes closet. 


H. J. Haskin Is Mana- 
ger 

Back of Mr. Miller’s 
private office is a large 
general office and back of that opening into the corri- 
dor, served by two elevators which run to all the 
floors in the building, are the private offices of Joe 
Michaels, who recently went from Saks & Company to 
the Miller organization, Maurice Miller, Miss Levin, 
assistant to Mr. Michaels, and Irving Miller. Here 
also is located the telephone switchboard and informa- 
tion desk. Further along in the corridor are rest 
rooms and locker rooms for the employes. 

Harold J. Haskin will be the manager of the new 
store, with Messrs. Cummings and Nichols as assist- 
ants and Miss Ida Bosch in charge of the Millerkin 
Shop in the basement. 








KILLED BY RIDICULE 
(Concluded from page 41) 
legs and thirst is cured by abolishing drink. 
An ability to knead flesh and rub bones or pull legs 





Miller Family Group Before the Miller Stronghold 
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is not a proof that Achilles wore high heels and 
thereby expedited his funeral orgies. 

Possibly this bill is designed to give our osteopathic 
friends some needed publicity and perhaps they will 
get it. 

They forget that in fathering such a bill they 
are trespassing upon the preserves of that saintly 
band of reformers, the Boston Sneak and Smell 
Society, the special guardian of our morals. More- 
over, it meddles with the business of the most im- 
portant industry in New England, the shoe trade, 
injures its name, seeks to restrict its activities and 
add its employes to the big army of the idle. Only 
the other day, the osteopath was outside our law, 
and now that he has been legalized he is forgetful 
of his past and seeks to join the Uplifters’ Brass 
Band. He should be more modest, more mindful of 


hi ] pl i iety- 
aS FORE PURSS ES SOME All the Reform We Can 


Stand 


Is it not time to put a 
crimp in the _pestilent 
activities of our pseudo- 
reformers and refer them 
and their measures to the 
alienist and the asylum? 
Our backs are to the wall. 
We have had a-plenty. 
Good liquor ‘is banned, 
tobacco is to be tabooed, 
nature curses us with 
catarrh and the law for- 
bids us to spit. We are 
reformed, uplifted and 
propagandaed to death. 
Now the shoe industry is 
attacked under false pre- 
tenses, the underpinning 
of the sex is threatened 
and the feminine scenery 
of Tremont Street is menaced. We have all the re- 
form we can stand and more than we can digest. 

This bill should be thrown out and the osteopaths 
and other meddlers made to understand that Massa- 
chusetts is not Prussia. Save us from the saints— 
and the quacks. 





Slater Holding February Sale 
New York, February 15—J. & J. Slater, New York, 
are holding an annual “February Sale” of women’s 
footwear. Boots are priced from $10.00, upwards; 
oxfords from $8.00, and pumps from $6.00. Evening 
slippers are also offered at $5.00. 












The moral tide is rising. Utah, which allowed 


you all the wives you could stand, makes cigarette 
smoking a misdemeanor. Hurrah for democracy, 


morality and chewing gum. 








eo 2... em of 


Geen” 


a 


- wm st oe oie 











Feb. 19, 1921 





BOOT AND SHOE RECORDER 45 


Wide Range of Subjects Chosen for Discussion 


Barre, Vt., February 15. 


EBRUARY 22 and 23 are the dates of the 

annual convention at Howland Hall, Barre, 

of the Vermont Shoe Retailers’ Association, 
which, it is predicted, will outdo all other conven- 
tions held by the association. 

Tuesday, February 22, at 9 A. M. the session will 
open with registration followed by inspection of 
footwear exhibits. At 1.30 P.M. the convention 
will be called to order by the president, George N. 
Tilden, and an address of welcome will be delivered 
by Mayor Frank E. Langley, Barre, followed by a 
response by Hon. C. H. Barrows of Barton. Com- 
munity singing, led by Bert Shepard, 
will add to the spirit of good fellowship 
always found at the Vermont associa- 
tion gatherings. 


List of Speakers Announced 


The appointment of committees by 
the president will then take place, after 
which remarks will be requested from 
Mr. Tilden. The following guests are 
to address the convention: 

Floyd M. Dearing, formerly United 
States Chief Field Deputy, will take for 
his subject, ““The Income Tax Law’’; 
J. T. Haviland, Philadelphia, Pa., 
“Shoe Insurance for Shoe Dealers’’; 
Arthur D. Anderson, editor of the 
“Boot and Shoe Recorder,’’ Boston, 
Mass., “The Spirit of the Times”; and 
Henry E. Hagan, director N.S. R. A., 
Boston, Mass., “The N. S. R. A.— 
What it Has Done and What it Is 
Doing” (Mr. Hagan will conduct an open forum at 
the close of his address). 

Inspection of shoe exhibits is then scheduled until 
6 P. M., when an Italian banquet will be enjoyed at 
Clan Gordon Hall, while Landi’s orchestra furnishes 
music for a cabaret. 

At 8 P.M. everyone is invited to make gay at 
Howland Hall, music being furnished by the orches- 
tra, and “Cuddy” Duncan, Montpelier, Vermont’s 
popular entertainer, will be “half the show,” not for- 
getting the sparring exhibitions which are expected 
to be closely contested and full of action. 


Business Meeting Wednesday 


Wedhesday’s program will be: 
Inspection of footwear exhibits at 9 A. M.; business 
meeting at 10 A. M., including community singing, 


by Vermont Merchants 





GEORGE N. TILDEN 


President of the Vermont Shoe 
Retailers’ Association 





reading of minutes, report of secretary, report of 
treasurer, reports of Finance Committee, Resolution 
Committee and Nominating Committees, closing 
with election of officers for the coming year. The 
remainder of the day will be given over to inspection 
of exhibits. 

A fine entertainment has been arranged for the 
women guests as follows: 

Nine A. M., registration and inspection of footwear 
exhibits; 2.15 P. M., a Colonial party at Knights of 
Pythias Hall, as guests of the Barre Woman’s Club; 
6 P. M., Italian banquet at Clan Gordon Hall, closing 
the ‘“‘end of a perfect day’’ with a theater party 
at 8 P. M. 

The officers are George N. Tilden, 
president; W. W. Hartwell, first vice- 
president; J. C. Amey, second vice- 
president; L. P. Clough, secretary, and 
F. J. Shea, treasurer. The Executive 
Committee consists of Charles A. 
Davis, F. 8. Ralston, T. W. Ray, C. R. 
Boyden, B. M. Shepard, G. F. Kent 
and F. T. O’Roarke. 


Assumes Control of Mid- 
~ west Shoe Company 


Minneapolis, February 16— The 
Midwest Shoe Company is now under 
the sole direction and management 
of Max Ellenstein, dating from Jan- 
uary 1. The Midwest Shoe Company 
is two years old, having been organized 
to distribute shoes in the Northwest 
Territory for which Twin Cities served 
as the distributing point. During this two years 
it has developed an annual business of around half 
a million dollars. They deal exclusively in women’s 
high-grade shoes. Mr. Ellenstein said: 

“We will continue our efforts to give the shoe 
dealers merchandise of a quality and style that will 
not only help them to develop business but ourselves 
as well and we shall concentrate our efforts for busi- 
ness in Minnesota, Wisconsin, North and South 
Dakota, Montana, Nebraska and Iowa. Our ship- 
ments during 1920 were $477,000.” 

Mr. Ellenstein is well known as a shoe traveler 
because of his long connection with Cincinnati 
houses, having for several years traveled the North- 
western Territory for the Holters Shoe Company. 
No better known or better liked traveler covers the 
Northwestern Territory than Mr. Ellenstein. 
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EXECUTIVE 
COMMITTEE 


of the 


Texas Shoe Retailers 


9th Annual Convention 


AT HOUSTON 
Feb. 28, Mar. 1-2 


W. C. MUNN 1921 W. E. BUCKLEY 
General Chairman Style Show 














Rk. E. PATTERSON HOUSTON AUDITORIUM SAM BECKER 
Entertainment Where the Big Show Will Be Staged Entertainment 
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Booth Display Window Display Reception 











Unusual Features Are Being Arranged for the Texas Convention This Year. The Program Committee Promises an Interesting 
Discussion of Subjects Just Now Engrossing the Aliention of the Shoe World 
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Reduction of Cost of Distribution Is Aim of 


Washington, February 14. 
EDUCTION of distribution costs and the 
R working out of improved methods of distribu- 
tion will be two of the most important aims 
of the new Department of Domestic Distribution of 
the Chamber of Commerce of the United States which 
has just begun to function. “More practical and 
sensible methods by which we as a nation can dis- 
tribute our products, and help to bring about a 
reduction of the price of commodities,”’ are the objects 
to be achieved, according to Alvin E. Dodd, mana- 
ger of the new department, formerly director of 
the Retail Research Association of New York. 


Schedule of Activities Announced 

While not prepared to announce definitely the 
nature of all the activities which the department will 
undertake, Mr. Dodd outlined the following impor- 
tant problenis which will be taken up: 

Establishing an Information Service to answer 
questions on Domestic Distribution for Chamber of 
Commerce members and others. 

Studying the activities of Trade Associations at 
present in the field of distribution. 


To Outline Educational Campaigns 

Analyzing methods of distribution followed by all 
the important industrial groups covered by the De- 
partment, and contributing data as a definite attempt 
at clarifying and making more efficient our processes 
of distribution. 

Cooperating with Trade Associations in outlining 
educational campaigns, disseminating a better knowl- 
edge of the problems and economics of distribution to 
the general public and to those within the field of 
distribution. 

Analyzing the requirements of the distribution field 
for facts and trade statistics which could be reasonably 
collected and given wide distribution. 


Items in Cost of Distribution 

Analyzing of and cooperating with schools, colleges 
and universities having courses in business adminis- 
tration, etc. 

Merchandise, according to one definition, has not 
been “produced’’ until it is in the hands of a satisfied 
consumer. But the Domestic Distribution Depart- 
ment of the United States Chamber must regard 
merchandise as having been “produced” when it 
leaves the factory, ready to be shipped to the jobber, 
to the retailer, or to the consumer; in other words, 
when the merchandise is ready to go into a warehouse 
or freight car or some other place in which it will be 
kept until ready for distribution. 


U. S. Chamber of Commerce 


Costs of distribution are represented by the follow- 
ing items: 

(1) Storage, insurance, interest on the 
money, transportation, and other 
charges between the time that the 
merchandise leaves the factory and 
goes to the wholesaler or other 
middleman, or to the retailer or 
direct to the consumer. 

(2) Sales department of the manufac- 
turer, including the cost of adver- 
tising. 

(3) Profit and expense added by the 
wholesaler, if there is one. 

(4) Profit and expense added by the re- 

tailer. 
Keeping Pace With Prices 

One of the constant purposes of the Department of 
Domestic Distribution will be toward the reduction 
of these expenses, wherever they are discovered to be 
unnecessary, by the suggestion of common-sense 
practical methods. It is, of course, evident that these 
problems will be attacked in a manner not to conflict 
with or duplicate the work of other organizations, but 
rather in the spirit of being of the largest possible 
service. 

Already the new Department has begun an inquiry 
to discover practical methods by which the expense of 
doing business may be reduced so as to keep pace with 
the cuts in sales prices. 

This inquiry will deal with the actual readjustments 
being made in meeting price declines and will result 
in giving American business men a summary of the 
most practical and successful plans which have been 
used to meet this situation. 


Convention of California Merchants 


San Francisco, February 14—Very elaborate plans 
have been made for the convention of the California 
Retail Shoe Dealers’ Association which meets here 
June 13, 14 and 15. The affair will take place in the 
Colonial ball room of the St. Francis Hotel, while the 
Italian ball room will be used for lectures to be de- 
livered during the course of the convention. A. Kat- 
chinski, president of the association, says that at 
least 80 per cent of the retail shoe merchants of the 
state will be in attendance. Among the speakers will 
be Arthur D. Anderson, editor of the “Boot and Shoe 
Recorder’; and James P. Orr, president of the Na- 
tional Shoe Retailers’ Association. 
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ARE PACKERS TO CONTROL THE SHOE 
INDUSTRY? 
(Concluded from page 38) 

tage that way. They got it because they had an 
unfair advantage in the cost of their raw materials. 
I believe that the best interest of. the American 
people as a whole and the best interest of the industry 
is served by having a number of independent opera- 
tors rather than having one or two enormous operators 
and all the rest of us hired men. 


The Danger of Monopoly 


The biggest tanner of sole leather in the United 
States told me when we were engaged in the contest 
before, “If we cannot get this duty off we are handi- 
capped too heavily. We cannot carry on this fight 
on such an unequal basis, and we shall make the 
best terms we can and go in with them.” Now, 
that was the very largest tanner, a very wealthy 

* concern, able amply to handle their business, and 
such people as have every right to live. They know 
the tanning business from A to Z. They make the 
best leather that is made. They frankly said that if 
this handicap went on they would be put out of 
business. 

I believe every man who stops to think will realize 
that it is an uphill game for the independent because 
the actual advantage that the packers get in this 
cost is not quite the whole story, there is a little 
more to it. They have such a big advantage in their 
large ownership of hides that it operates, so to speak, 
to increase their advantage. That is, when hides 
are weak and won’t bring the price that they think 
is fair, what do they do? Do they meet the market 
and sell those hides? Not on your life. 


Tanners’ Offers Refused 


I know within the last six months that first-class 
concerns have been to them and made definite offers 
for thousands and hundreds of thousands of hides at 
a price that-seemed to them the fair market, and the 
packers turned them down, would not sell them. 
What do they do? They run them into their own 
tanneries. They stock tanneries. that have never 
had their hides before. And I want to tell you that 
when they once get a man tanning their hides for 
them his soul is mortgaged. He is out from that 
time on—I mean as a valuable factor in the produc- 
tion of leather independently. 

Of course they are selling now. They have sold 
one or two very large blocks, because the thing got 
so low that their views and the other people’s views 
got together and they sold them; but they have 
got enormous quantities of hides now in process of 
making into leather. Just as soon as business starts 
up and the hides begin to go up, what will happen 
then? Hides will go up so fast that any man who 
competes with them has got to pay a lot more than 












their hides stand them that are in their vats. They 
can come out later on with this leather that they 
have got out of cheap hides, and undersell him in 
any market and make money, and he cannot make a 
cent until they have sold all their stock. 


Still Another Peril 

There is another advantage. That means with 
their manipulation and their skill in handling these 
things they will certainly put the other fellow out 
of the running, and when they do, and have got the 
sole leather business and the upper leather business 
largely in their hands, they can say to my friend 
Mr. Drake, or they can say to me, or they can say 
to the Endicott-Johnson Company or the McElwain 
Company, “Boys, let’s swap a little stock and work 
together. We can put sole leather and upper leathe: 
and calfskins into your plant at less than your com- 
petitor can get them.” And it will be true. 

How long are the shoe manufacturers going to be 
independent? Won’t there be within a few years 
20 or 30 of the big, leading manufacturers con- 
trolled and operated through these packing fellows, 
and the rest of the chaps, the little fellows, hanging 
on the outside, paying the highest price for every- 
thing they buy and trying to eke out a miserable 
living, and trying against heavy odds to hold their 
trade on what they can make independently? 





No Exposition With Costly Booths 
For St. Louis Convention 

St. Louis, February 15—The announcement of 
those in charge of the preparations for the conven- 
tion of the retail shoe men of Missouri, Kansas and 
Nebraska at St. Louis, February 28 and March | 
and 2, that there would be no exposition with a 
charge for exhibit space has been received by the 
shoe trade in a most favorable manner and the 
hotels report that an interesting number of sample- 
room reservations began to come in as soon as the 
manufacturing and wholesale trade learned of it. 

The traveling salesmen covering the three States 
named as holding the convention as well as those 
covering Southern Illinois, Arkansas, western Ten- 
nessee, Iowa and Oklahoma have been advised of the 
plan and the efforts of those in charge of the conven- 
tion are being directed to drawing as representative a 
line of samples to the St. Louis convention as possible, 
partly for the benefit of the merchants who will attend 
and partly to show that it is not planned to make 
the convention solely a St. Louis shoe house boost. 
Not only are members of the associations of the three 
States being urged to come to the convention, but 
the printed invitations are also being sent out to the 
mailing lists in the three States named of the whole- 
salers and manufacturers of St. Louis so that the 
attendance may be as broad as possible. 


Feb. 19, 1921 
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Store Efficiency 


Depends 
on 


Arrangement 


SHOE RECORDER 


Location No. 1021 Main Street, Kansas 
City, Mo. Length 105 feet. Selling sec- 
tion 66 feet, width 22 feet, 6 inches. Height 
of ceiling 15 feet. Rear of room given over 
to stock department and work room with 
office, lighted by skylight, provided with 
lockers. Goods brought in at rear are sent 
into basement by gravity chute. The win- 
dow is very large, being 14 feet, 6 inches by 
5% in center and 7 feet atends. The back- 
ground is in the standard Bostonian green 
with light green striping, the handsome 
fixtures are in the same color as are the 
chairs (36) and the ten fitting stools, shine 
stand, ladders, cases and cashier’s desk and 
wrapping section. Height of window is 9 feet, 
the shades being of light green with heavy 
green band at bottom lined with gold stripe. 
Shelving provides for single cartons and 
the wall display cases are lighted with 
tilted mirror in base section. The hosiery 
section is taken care of in the rear of the 
display window at front, the drawers having 
plate glass fronts. The shelving, walls, 
cases, desks, etc., are equipped with 
marble base, the shining stand having 
marble top and step. The cashier’s desk 
and wrapping counter is designed to take 
care of book work as well as plenty of space 
for parcels, stationery, etc. This sec- 
tion also provides space for the large safe 
which holds the filing system, all books, — 
records, etc. The heating arrangements 
are steam, the radiators being concealed 
in the shelving with cane panels in front. 
Handsome rugs and runners cover the 
brown linoleum on the floor. The color 
scheme is very restful, the green enamel 
being rubbed to a dull finish. 
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The Doctor’s is a patient profession. 


* * * * 


The shoe factory is the place for sole mates. 
* * * * 


’ Berlin has had exceptionally dry weather for a 
year. There is no Kaiser there now to reign. 
* * * * 

“I know business is picking up,’’ said Mr. 
Wiseman.. “The unions are threatening to 
strike.” 

* * * * 

“I want action,” said the angry client. ‘You'll 
get it,” said the smiling lawyer. A bill for $500 
proved it. 

* * * + 

The homely girl sighed and remarked: “I have 
had many unkind things said about me, but no- 
body ever called me a man-trap.” 


* * * * 


When the new broom :weeps clean after 
March 4, a good many payroll patriots will sigh 
for the old discarded broom. No matter who 
sighs. or sings the rest of us settle. 


* * * * 


What has become of all the daylight we saved? 
Don’t you wonder when you get your lighting 
bill if it isn’t in that somewhere? 


* * * * 


Puzzle to solve. Why do so many people in 
Boston who oppose European immigration to 
New England favor Japanese immigration to 
California? 

* + * * 

The dying hero who exclaimed: “The iron has 
entered my sole,’ should have worn Good year 
Welt shoes. 

* * * * 

It was the Hobo spending a pleasant Winter in 
the county jail who said, “Better to have loafed 
and lost than never to have loafed at all.’ 

* * * * 


“They wanted ideal conditions and two dollars 
an hour,” growled Gradgrind. ‘I want carpen- 
ters, not idealists. I am building sky-scrapers in 
Boston, not castles in Spain. I threw them 
out.” 

*” * * * 

To the ordinary every-day American, whose 
ears are being bombarded with European hard- 
luck stories, it would seem that if there were 
fewer soldiers fighting over there and more men 
working, less money spent on war and waste 
and more on production and construction, there 


Watch Your Step 


_ 


would be fewer hungry mothers and babies in 
Europe. 
7” * ” 

When the Chief of Police of Milwaukee stepped 
into the restaurant of the Shoe Convention, 
spotted the bathing suits of the waitresses and 
fainted away exclaiming “‘This is too much,”’ did 
he refer to the girls or the shoemen, the costumes 
or the conduct, the prices, or the people? Won't 
some returned pilgrim enlighten us. 


* * * * 


Dr. Christian of Boston says he can tell the 
temperament of a woman by the way she walks. 
Most of us make our diagnosis by the way she 
talks. Domestic experience is really more 
illuminating than side-walk observation. 


* * * 


When the newspapers announce a strike in a 
factory that hasn’t turned a wheel for weeks for 
lack of orders, is that remarkable announcement 
a discovery or a scoop? Some of our enterprising 
contemporaries can aiways find a China egg in a 
mare’s nest. 

* * * 

Sometimes ladies in exile agree. Mrs. Leeds of 
Chicago, now the Princess Christopher of Greece, 
declares that she would rather be a lamp-post on 
Broadway than a Queen in Esthonia; and 
Emma Goldman, late of New York, the lady with 
the lung, says she’d rather be in jail in America 
than be free in Russia. Perhaps absence makes 
the heart grow fonder—of America. 


* * ok 


When Mr. Abel Panner heard Henry Peck 
congratulating Ezra Fathead on his marriage 
with the Widow Tonguelash he grinned and 
grunted, ‘‘Misery loves company.” 

* * * he * 

To the anxious man who wanted to know 
whether the President-elect was for Capital or 
Labor, we can tell him this:—Warren Harding 
is the best paid Cabinet maker in America and 
he is in favor of the One Big Union of which he 
will be the head after March 4, 1921. 

* ¢ # & 


Because a man has his name and portrait in 
the papers is really not a proof that he is famous 
and popular. The man who is attending to 
business every day, supporting his family and 
paying his bills is never in the news; he is too 
common; but let him break the Ten Command- 
ments, a bank safe, the Volstead Law, or his own 
neck, and in he goes to the paper, top of column 
next to pure advertising matter. 
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“Merchants Should Buy as They Need the Goods” 


By C. G. SHARP 


[This article is taken from an address delivered by Mr. 
Sharp before the annual training school for merchants at the 
University of Minnesota. Lack of space prevents us from 
publishing the entire address. The omitted portion dealt 
with conditions during the war—overpayment of labor, ex- 
travagant buying of high priced merchandise, enormous ex- 
ports to foreign countries which ceased when the war stopped, 
and the period of deflation, to which all of this was an eco- 
nomic prelude. The remainder of the address, published 
herewith, deals with what the future promises.—Editor’s 
Note ] 


\ N TE now come to the Spring of 1921. Con- 
fidence, as I mentioned before as so essential 

in any phase of life or business, has been 

lacking, but is now fast returning. Loans from 


banks are largely made on confidence in the borrow- 
er’s ability to repay. 


Salesmanager of the F. Mayer Boot and Shoe Company 





about days gone by, remark “Those were the good 
old days!” But when I look back, I am not so certain 
that they were such good days, at that. Humanity 
has risen to a far higher plane. You have had more 
comforts than your parents: so have I. You have 
enjoyed more luxuries than your parents, and your 
children will no doubt surpass you. 

In years past you have taken the bitter with the 
sweet, and by the Laws of Average you will perhaps 
continue to take the bitter with the sweet. I wish 
for you more sweet than bitter. 

Shoes were always sold too cheap. -In the good 
old days referred to, you bought shoes for $2.25 or 
$2.35 and sold them for $3.00. After paying freight, 


_ overhead and other expenses, there couldn’t have 


been much left for 
profit. There are some, 





In passing on credits 





confidence plays a great | 
part. Manufacturers 
have many accounts on 
their books on which, 
upon receipt of the first | 
order, tangible assets 
were not strong, but by || 
virtue of the fact that | 
the merchant bore a | 
good reputation for | 
honesty and integrity, 


And I°ll Get Mine 


“T have no use for the guys that swat their luck 
And daily bemoan their lot, and that when 
Spring a whine. 


“Just gimme a shirt and a pair o’ pants, an 
Open field and an even chance 
And I'll get mine.” 


perhaps, who would like 
to see men’s calfskin 
shoes sell for $3.50, but 
please bear in mind 
calfskin 
shoes sell at $3.50, your 
customer will only have 
$3.50 to pay for them. 
Personally, I would 
rather see them sell for 
$7.50 to $10.00 and the 














customer have the $7.50 





goods have been readily 
sent out on open ac- 
count. A doctor will tell you that the confidence of 
the patient is one of the biggest factors in recovery. 
Confidence in your own ability in a measure accounts 
for your success in business. Without confidence, 
business cannot be successfully transacted, and the 
lack of confidence is largely responsible for the past 
and present conditions in the shoe world. 

We have shipped Spring orders on today’s prices, 
although the shoes were purchased last August and 
September, at higher prices than what we ask for 
them today, and some merchants, I won’t say many, 
but there are a few, do not believe that they have 
been given bottom prices. Lack of confidence has 
undermined man’s better judgment. 


Shoes Always Sold Too Cheaply 


At a gathering of this kind and in a situation such 
as this, the hearer lives in hopes that the speaker will 
reveal the future. Gentlemen, I am not a fortune 
teller, only a plain human being. I can only tell you 
from my point of vision what I personally can.see in . 
the future. 


I have often heard people, in talking 


u to $10.00 to. pay for 
them. Let the laboring man make a high wage and 
use it to good advantage. Let him send his children 
to school and not into a factory. In other words, 
let’s be prosperous, and not just barely get by. 


The Return of Confidence 


A few weeks ago, in Milwaukee, the N. S. R. A. 
held their tenth annual convention. At these con- 
ventions manufacturers spread their samples and 
solicit business. Merchants came, not knowing what 
to expect in the price situation. I think, without a 
question of a doubt, some came expecting to see men’s 
calfskin shoes back to $2.85; others, of course, were 
better posted. The stocks of the merchants attend- 
ing this convention were depleted, and they were 
needing goods. They looked over the goods on dis- 
play, and saw the uniformity of the scale of prices. 
Confidence. commenced to return, and with the re- 
turning of confidence, there resulted the biggest 
buying convention of its kind that has ever been 
held.. More shoes -were -bought at the Milwaukee _ 
convention than at any other three of the national 
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conventions combined. Something like over $3,- 
000,000 worth of orders are reported to have been 
placed. 

“James P. Orr, recently re-elected president of the 
N. S. R. A., issues a statement that the tremendous 
volume of orders placed at the Milwaukee convention, 
just closed, indicates that retail shoe merchants be- 
lieve wholesale shoe prices are now at the bottom. 
‘Orders approximating $3,000,000,’ says Mr. Orr, 
‘were placed during the four days of the Milwaukee 
convention. Business is a gigantic organization 
kept alive and active by trade coursing through its 
veins. When trade stops circulating, business dies. 
The big buying movement which opened up at the 
Milwaukee convention January 10th-13th inclusive, 
is very encouraging to manufacturers and retailers 
alike. Retailers will now anticipate their require- 
ments and shée factories will open up. Steady em- 
ployment for workers will result. Retailers will now 
average their losses as have tanners and manufactur- 
ers, and business will proceed on even keel.’ ” 


Prices May Advance Slightly 


Shoes today are figured on the basis of the cost of 
replacement, that is, the cost of leather on today’s 
market. About four weeks. ago, a factory went in 
and bought green calfskins at 14 cents. A few days 
later, they returned to the same hide company to 
find that the same selection was 19 cents. 

Prices will perhaps advance in the Spring, but not a 
great deal, and not enough to warrant any specula- 
tion. Speculation at any time is not good judgment. 
Merchants should buy as they need the goods, and 
buy often, and the falling or rising market will not 
injure such a buyer in any way. No merchant should 
lose business on account of waiting for prices. The 
merchant’s predicament in the last months rests in 
the over-buying, speculating and the purchase of too 
many high priced goods. In a great many cases he 
has made no preparation for declines, and we find in 
some instances, instead of cutting the prices of the 
shoes on his shelves, a merchant bought inferior 
priced goods in order to supply his trade with cheaper 
shoes. The result is that the cheaper shoes have sold 
and now he finds himself with all his high priced 
merchandise left. This I do not say is a general con- 
dition, but we do find it in a great many instances. 


The Best Buying Policy 


If that merchant had bought his goods as: he 
needed them, or just enough to have them in time, 
he would not have been cramped in the past months. 
If he had followed this policy, and set aside a reserve 
for the reconstruction period, he would not have had 
to resort to cancellations and returns and unbusiness- 
like practices. But on the other hand, he could have 
gone safely through this period, perhaps not making 
the money he did before, but at the same time he 
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could have retained a high reputation and good 
business practices, which is a fundamental factor in 
every business. 


Prosperity Headed This Way 


I have tried, in a brief way, to review the situation 
from the cause and effects to the results. I believe 
that in the new period of prosperity, of which we are 
now on the threshold, business is going to be done in 
a more businesslike way. I think that everything 
happens for the best. I believe that we are better 
merchants for having gone through the period just 
passed. I do know that the period of prosperity has 
taught many a merchant how to get a profit who did 
not know how before. 

I believe the remedy lies within the power of each 
one of us. Let us deal fairly with one another, let 
us be optimistic. Spread optimism and people will 
like us the better for it. I am a disciple of the doctrine 
I preach, I couldn’t be otherwise if I desired. 


When I think of the vast farm products raised this 
year, wheat, cotton, wool, and in fact, everything 
that comes from the farm, and when I think that 
our country is the money center of the world, and 
that all the world is in our debt, I wonder how we 
can help feeling optimistic, and how we can keep 
from prospering. 


Europe Needs American Goods 


All our surplus is needed in Europe. They are 
crying for it: the rate of exchange has kept them 
from buying our products, but the rate of exchange is 
fast improving. Now comes the Edge Act, providing 
for a bank to promote this foreign trade and finance 
the problem. A few weeks ago, in Chicago, there was 
a meeting of business men, chiefly bankers, and tem- 
porary plans were made to organize this bank, with 
an authorized capital of $100,000,000, and empow- 
ered to issue debenture bonds to ten times their 
capital or $1,000,000,000. Not a great deal of 
publicity has been given to this plan, but I do under- 
stand that it is a reality, and not a rumor, today, and 
will function in the very near future. The minds of 
big men are thinking on this problem, and no prob- 
lem has ever been too big for this country to solve, 
and it will solve this one. 

As I said in the beginning, it is coincident that all 
depressions commence either around the Spring or 
Summer, and end in the same period of the next year. 
The present situation started just about a year ago, 
and with confidence returning, we can predict that 
we are through this one. Of the three factors essential 
to prosperity, we have an abundance of labor and 
material: and money is becoming easier. It may be 
the survival of the fittest, but let us be up to the 
minute and remain among the fittest. And so I say 
I am an optimist. 
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“If Every Man Should Spend So Much a Day---” 


Novel Way to Restore Prosperity Is 
Proposed -by T. G. Rhodes of Chicago 


(The following article is taken from a letter written re- 
cently by Mr. Rhodes to the Chicago Shoe Travelers’ Associa- 
ion. Mr. Rhodes is salesmanager of the H. F. C. Doven- 
nuebJe & Son.—Ed. Note.) 


WOULD like to call your particular attention to 

the fact that the newspapers, periodicals, etc., have 
“~ discontinued asking the public not to buy and they 
ipparently have at least arrived at the conclusion 
that they went beyond all reason and have done a 
creat deal more harm than they can possibly correct; 
in other words, they have destroyed the goose that 
laid the golden egg. 

It seemed that nearly every news- 
paper and periodical made it their 
special occupation to attempt to 
influence every consumer that he 
should not buy anything from any- 
body. In their efforts to do this, 
they overlooked the conditions 
that might result from this 'prop- 
aganda. 


What Has Been Achieved? 


Now let us sum up what they 
have achieved from their efforts to 
please a clamoring public for some- 
thing that ultimately would be the 
worst thing that could possibly 
happen to the country in a finan- 
cial way. 

With every reduced purchase 
there was a corresponding re- 
duction in production. With 
every reduction in production 
there was a_ corresponding. de- 
crease in the help required in each enterprise, and 
as fast as the decrease in consumption increased, the 
corresponding decrease in help required in all fac- 
tories was necessary. In each case where help was 
laid off, buying power from this source was entirely 
eliminated. 

In this way, the consumer and _  consum- 
ing public’s ability to consume that which was 
produced was continually decreased until it was not 
necessary for the papers to further spread their 
calamity propaganda because they have accomplished 
more than they anticipated being able to accomplish 
for lack of orders causing manufacturing establish- 
ments to shut down everywhere. 





THOMAS G. RHODES 


Salesmanager of H. F. C. Doven- 
muehle & Son of Chicago 





The Start of Depression 


These factories had accumulated large supplies of 
raw material bought at high prices which under new 
conditions could not be sold at any price. 

At the same time, the wholesalers occupied the 
same position, having large stocks of high priced mer- 
chandise on their hands and the retailers in a like 
condition. This left all manufacturers, wholesalers 
and retailers with large stocks of goods on their hands 
bought at prices that compelled them to go to the 
banks and borrow-money to pay for them, because 
of the high prices they had not 
money enough in their business 
to finance high priced merchan- 
dise. 

This produced a condition that 
never existed in this country be- 
fore—resulting in the consuming 
public had apparently decided not 
to buy anything from anybody. 
This immediately forced manufac- 
turers and merchants to use drastic 
measures to dispose of their mer- 
chandise or material to meet bank 
indebtedness which as a rule was 
greater than ever existed before. 
To meet this when there was no 
consumers’ demand compelled all 
merchants and manufacturers to 
sell at whatever price they could 
get regardless of cost. Often 
times this sacrifice was so great 
it not only consumed the profits 
made in the business for the last 
three or four years, but often 
times used up a greater part of 
the capital invested in the business. 


The Best Method 


Now with these new conditions existing, caused by . 
the desire of newspapers to satisfy a clamoring public, 
what is the best method to overcome the depression 
when we alleknow that a continuation of this con- 
dition will ultimately bring about lower wages, poorer 
living conditions, and in general work out to the 
detriment of all. 

Now the writer suggests that we immediately 
start to correct this existing condition. We can do so 
if we will, and as the motto of Chicago is “I WILL” 
let us start out right now to spread a wave of optimism 
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Group of Men Posed Before Entrance to St. Louis Exhibit at Milwaukee Convention 








and a means by which all can help to undo the great 
injury that has been done. 


Prices Cannot Go Lower 


The facts are, that under present wage conditions 
prices cannot be much lower than they formerly were 
because we all must realize that in order to produce 
at a low cost, the wage being the most important 
factor and has most to do with the cost, must be 
considered in the price of all goods produced. 

If we wish to satisfy the general clamor for lower 
prices wages must assume the big share of the re- 
duction because it is the big cost of the production. 

I recommend as a means to overcome the present 
buyer’s strike that every salesmanager, salesman, 
manufacturer, wholesaler and merchant start an 
endless chain in which he agrees to try to influence 
at least three people every day to spend an amount 
equal to 25c., 50c., $1.00, $2.00 or $5.00 a day every 
week more than the ordinary or usual amount that 
he has been spending in the last six months. 


Up to the Travelers 


My plan is to start this through the Chicago Shoe 
Travelers’ Association and start it right now and 
have each member of the Chicago Shoe Travelers’ 
Association start at once to sell this idea to everybody 
that he comes in contact with morning, noon and 
night, and we will show the world thatethe salesmen 
(in a country that is blessed with everything under 
the sun to make life comfortable for humanity) can 
better the condition of mankind if he wills. 

Influence everybody to wear a prosperity club 
button, spend more, earn more, but our motto should 


be, “AID THE UNIVERSE AND HELP OUR 
FELLOWMAN.” 


F. L. Heim & Son, Inc., Open New 
Store in Oakland, Cal. 


Among the conspicuous successes in the field of ex- 
clusive retail representation on an. advertised trade- 
mark line of shoes is the firm of F. L. Heim & Son, Inc., 
San Francisco and Oakland, Cal. Nine years ago the 


Heims established themselves in San Francisco as ex- 
clusive dealers for the Dr. A. Reed Cushion Shoes for 
men and women. The San Francisco store on Powell 
Street expanded right from the start and today it is 
one of the finest retail establishments in the Golden 
Gate city. ’ 

The illustration here shown is of the new Oak- 
land store of F. L. Heim & Son, Inc., at 524 Six- 
teenth Street. : 
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The widening of transportation by rail and water, by automobile and motor truck, the development of the use 
of electricity, the growth of the industrial world—all these have called upon the full resources of the rubber 
industry until rubber in its manifold uses is an essential part of countless factors entering into our daily lives. 


E TRIUMPH OF RUBBER 


Sa INCE the founding of the com- 

mi pany in1870Goodrich has taken 

an active and prominent part in 

the upbuilding of the rubber in- 

‘ Rae dustry. It has produced and is 
producing a hostof things which effect a saving 
of time, labor and materials for other industries. 


Hundreds of thousands of people may think 
of Goodrich principally in terms of tires—yet 
tires are simply one division of the work of 
the organization. Some others are mechanical 
‘rubber goods, rubber footwear, druggists’ rub- 
ber sundries and hard rubber products. 


The growth of Goodrich is indicated by the 
fact that from the original output of fire hose 
and mechanical goods the list of Goodrich 
wares has increased until now more than thirty 
thousand different articles are being manu- 
factured and distributed throughout the world. 


The progress of the company from the be- 
ginning has been markedly influenced by the 
firm belief of every member of the institution 
in its plans, purposes and products. Harmony 
of effort, intelligent work, confidence in the 
company and in one another—these influences 
have combined to build Goodrich to its pre- 
sent great proportions. 


The rounding out of its first half century 
finds the organization full of youth and deter- 
mination, alive to the promises of the future 
and strengthened by the good will and good 
faith of customers whose patronage has been 
earned and held through merit. 

AN INTERESTING BOOKLET—Few persons realize 
the interesting side—even the romance—of the rubber 
industry and its history. We have published a bookl:t 
commemorating our fiftieth anniversary. It t2lls the story of 
rubber. This book, “The Golden Year of Goodrich,” will 
be sent in response to a request on your business stationery. 


THE B. F. GOODRICH COMPANY: AKRON, OHIO 
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The Reyco Line 


at Houston and Indianapolis 


HOE dealers who visit the Houston or In- 

dianapolis conventions will find the Reyco 
line—the shoe ornament hit of the Milwaukee 
show—among those present. A big display of 
novelties in buckles, straps and novelties will 
give you many a good idea for making this 
Spring season one of the biggest ever. 


Buck-El-On Instep Protector and Ornament Holder 


Butt-N-On Straps for oxfords and pumps 
Buck-El-On Shoe Ornaments in endless variety 


At Indianapolis At Houston 
in Booth A-14 in Booth 25 
February 21-22-23, 1921 February 28—Mar. 1-2 





William Reynolds, Jr., Ine. 


PROVIDENCE RHODE ISLAND 






















Styles They Will Wear-—In Stock 







Snappy 
Quick Selling 


Styles 


In Stock— Order 
Now for Immediate 


Business. You can 








SIZES IN STOCK 


order sizes as needed 


3 to8 No. B243—All Black Ooze Calf, Dae te Model. <_ 
¢ Black Ooze Covered Wood Louis Heel, Turn....... $6.7, 


No. B245—All Brown Ooze Calf, One-Strap Model. Ly 
Brown Ooze Covered Wood Louis Heel, Turn...... $7. 


No. B250—All “‘Lawrence’s Color R” Gray Ooze 5 
One-Strap Model. 16-8 Gray Ooze Covered Wood Lou 
ey, Wa os Ridaebeceviddgbesthdacpheseentdada $7. 75 


TERMS: NET 30 DAYS 


JOY, CLARK & NIER, INC., 





Rochester, N. Y. 
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| UNIONAS\STAMP] - 


Fact 




















enor & SHOR 
WORKERS UNION 











HAT retailer would think of hanging 
out a sign: “Keep Out---We don't 
Want Your -Trade’’> Yet, just for the 


absence of the little stamp at the top of this page, 


many retailers are, In so many words, telling the 
hundreds of local Union men and women that their trade is not 


desired. Union men and Union women look for the little stamp 
before they buy their shoes. If you carry it on your shoes you are making 


the real appeal to the Union trade. 


It’s so easy to get the kind of shoes that you want, bearing the Union Stamp. Without it, 
hundreds of possible customers are lost; with it, you are removing all possible barriers to 


successful, profitable business. 


Boot and Shoe 


Workers’ Union 


Affiliated with the American Federation of Labor 


246 SUMMER STREET BOSTON, MASS. 
COLLIS LOVELY, Gen’l President CHAS. L. BAINE, Gen’! Sec’y-Treas. 
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HOTEL 


G ssex 


ATLANTIC AVE end ESSEX ST. 
400 Rooms-500 Baths 129 Aday and up 


ABSOLUTELY FIREPROOF 


Location, service, rates are 
the big three things that do 
much to help make this hotel 
popular with shoe and leather 
men. What everybody wants 
in the line of comforts and con- 
veniences when traveling can 
be found at the Essex. 


THE HOTEL ESSEX CO. 
BOSTON 
McCARTHY BROS. 


PROPRIETORS 


























THE ADVANTAGES OF 


P erfection 


Circlettes 


2) 


With the Sharp Shoulder and Broad Wear- 
. ing Surface 
They don’t scratch floors § They do protect 


They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 
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F. W. Whitcher Co., 23. 
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Shoe Retailers are commencing - realize that 
SNUFT COLORED SIDE LEATHERS 


produce better wearing and more uniform 
shoes than can be made from calfskins. 


Ask your manufacturer about this 


a7Te-) C. D. Kepner Leather Co.. 
139 South St., Boston, Mass. 


ReoGusa 


SIDE LEATHERS 223 W. Lake St., Chicago, Ill. 


OUI eT oMMIeMiiiiitieniiiiittetiiiiiite iii st ittite 


STM MUM eM Minin mime tt ett tts 
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Juvenile Turns 


In the Better Grades 






































FULL BROGUE CORDOVAN “Factory Stock Service” 
BAL WITH RUBBER DOUB- Up-to-the-Minute 


LER, ON THE HAGUE LAST. 
H. H. FREELAN D 


Manufacturer 
Established 1896 ROCHESTER, N. Y. 








You Witt Prortt by waiting for our salesman. 


Stock Catalog on Request 


UBL EREALD INGTON | 


MANUFACTURERS 


=~ ~—s BROCKTON, MASS 
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Announcing KREIDER SPORTS 








—— FOR GIRLS 


FOR BOYS 
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— ! 
Se | 
1 service ’ 
tr ee 
Sucre purchased, ACCOMPANIED BY THIS TAG and new GENUINE ! 
Nedlin Soles will be’ applied free GOODYEAR WELTS i 
DO NOT LOSE THIS TAG es 
in accordance with the above guerantee 6-8 84-11 1144-2 i 
ft mE ng eg pepe go te $2.00 $2.25 ga. 59 ! 
asta odie DYEAR TIRE & RUBBER CO. ! 
be OT ceed 10-1314 = 234-534 
\ $2.15 $2.40 = $2.60 
a 
Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON, MASS. ST. LOUIS, Mo. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 1408 Washington Ave. 
PITTSBURGH, PA. PHILADELPHIA, PA. 
123 Penn Ave. 51 North Third St. 
Annville - Middionees Lebanon No. 2 
Lebanon No. 1 Palmyra Elizabethtown 
PENNSYLVANIA 
J 
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LOW CUTS SELL WELL 


Boots, However, Are a Drug on the 
Market 


Merchandising of boots and shoes at 
liberal discounts remains the favorite 
method of sustaining trade in Milwau- 
kee, as in practically all other cities of 
the country. The retail trade is thereby 
continuing to penetrate the resistance 
which consumers offer, but not so 
strongly as before. Climatic condi- 
tions show little or no change from those 
which have been the rule almost since 
the beginning of Winter. There was a 
light snowfall during the past week, but 
it lasted less than twenty-four hours. 
At the same time, daily temperatures 
have ranged between 25 or 30 above 
zero to 35 and 40 degrees above. As 
might be expected, this is not conducive 
to active movement of high cuts, but 
there is no question that it has helped 
the sale of low cuts, which are moving 
surprisingly well. The new Spring 
styles are making a decided hit and 
Spring buying is much earlier than 
customary. 


Wholesale Business Improves 


The manufacturing situation grows 
more and more hopeful as dealers con- 
tinue to fill in their stocks with orders 
for immediate shipment for Easter sell- 
ing. Only five weeksvemain before the 
holiday, and. business so far’in retail 
stores generally has been so good that 
the trade is increasing its purchases. 
The trend of the demand runs strongly 
to the novelty lines, and the lack of any 
considerable business in the staples indi- 
cates that dealers are still fairly well 
stocked and need only small quantities 
to keep lines complete. Local factories 
are running at 40 to 50 per cent of 
capacity, on the average, and are stead- 
ily increasing their working forces. 
Traveling representatives report that 
the response of dealers is better than at 
any time since last Summer, and they 
say that the attitude of the trade is 
growing better every day. 


i in Goes Markets 
Manufacturing, 


ments in America’s Shoe 


and Merchandisi 


Milwaukee 


Daylight Saving Assured 


Daylight saving on a definite, legal 
basis is now assured for Milwaukee. 
The special committee of business men 
created some time ago to campaign for a 
local ordinance similar to that in effect 
in Chicago, New York and other large 
cities has secured more than 30,000 
signatures to a petition, or 61 per cent 
more than the number required to force 
a referendum. This procedure will be 
invoked if the common council refuses 
to adopt the proposed ordinance. Day- 
light saving is much desired by retail 
merchants as well as manufacturers and 
other business men, consequently the 
campaign is being watched with keen 
interest by all. 


Labor Shows Decrease 


A special report of the Industrial 
Commission of Wisconsin relative to 
the labor situation says in part: ‘‘Tan- 
neries, boots and shoes, chemicals, ho- 
siery and clothing factories reported 
practically the same number of em- 
ployes in January as in December, al- 
though as a general average there was 
a decrease of about 30 per cent in the 
total number of employed in Wisconsin 
on the same comparative basis. The 
industries which have shown no loss 
give new evidence of recovery, espe- 
cially during the early part of February. 
The employment offices throughout the 
state experienced a larger number of 
calls for help in January than in any 
month since October, 1920.” 


Walk-Over Store Established 


Although the Stover Shoe Store at 
137-139 Grand Avenue in Milwaukee 
reverted to the Walk-Over Company 
early last Fall, no official public an- 
nouncement was made until the past 
week, when an enunciation of policy 
was made by Manager Charles Helm- 
bacher. It was a year ago early this 
month that F. H. Stover discontinued 
the sale of Walk-Over goods and 


TELE 
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Develop- 
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adopted the policy éf buying in the open 
market. The store was established 
originally as an exclusively Walk-Over 


~ shop. 


Pleads for Interest in Politics 


A plea for more interest in the busi- 
ness of politics by business men was 
made before the monthly dinner of the 
Milwaukee Association of Purchasing 
Agents by former Governor E. L. 
Philipp, a big business man of Milwau- 
kee who recently retired after: serving 
three two-year terms as the chief execu- 
tive of Wisconsin at a salary of $5,000 
a year. Because the average business 
man manifests no interest in govern- 
ment, said Mr. Philipp, the efficiency 
of the Senate and House at Washington, 
as well as of members of the various 
state legislatures, has depreciated very 
noticeably in the last twenty years. He 
lamented the fact that business men in 
general consider time spent in the pur- 
suit of their respective vocations far 
more important than giving a part of 
their time to the business of the govern- 
ment. As a consequence, there are too 
many men in public life who are wholly 
unfit to hold office, but who continue to 
succeed in being re-elected or reap- 
pointed, not because they are able, but 
because they have made government 
office-seeking a business among them- 
selves. 


Plans Course in Retail Advertising 


The Extension Division of the Uni- 
versity of Wisconsin at Madison has 
instituted a course in advertising in its 
branch headquarters at Superior, Wis., 
which is expected to appeal particu- 
larly to retail merchants. The course 
is similar to that being given this Winter 
at the Milwaukee branch. The work at 
Superior is in charge of John S. Shad- 
bolt, advertising manager of the Stone- 
Ordean-Wells Company, a large whole- 
sale house, and formerly associated in 
a similar capacity with the Glass Block 
store in Duluth, Minn. Meetings are 
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Where to Buy 


Women’s Shoes 


























WOMEN’S McKAY 
Slippers and Boots 


of Character 
RR eS co. 


steep, Beenie, Mass. 
Seventh ene Aa Street 

















E. A. & M. C. Witherell Co. 


Women’s hee 
Boots and Slippers 


Ha cEill, Mass. 


Boston joe 
147 Lincoln St. 











BOUDOIR 
SLIPPERS 


Fine kid Boudoir Stopes in stock for imme- 
diate delivery, made best materials obtain- 
able in Black, Blue, Red, Pink and Tan. Order 
sizes or case lots. Prices, Black $1.35, Colors 
$1.65. Terms, 5% 10 days, net 30. 

SILVER SHOE CO. Haverhill, Mass. 











FERN & POOR CO., Ine. 


Manufacturers 
Newburyport, Mass. 
Women’s.Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


All ts 
Inquiries Promptly Answered 


Wetetince<) Connet ShoeCo.,Inc. 
Washington Street - - - Haverhill, Mass. 








SIXTY STYLES OF 
COMFORT SHOES 

IN STOCK 
Juliets, Oxfords, Bals, Polish, Sandals, etc., 
women’s Flexible Welts and warm lined shoes, 
men’s slippers. 
TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 














Phillips-Cram Corp. 
"Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mase. 


Boston Office 
207 Eeeex Street 
















“Fernco-Quality”: Comfort Shoes 
Ladies’ Hand Turned 
TOT tas 





Write for 
Particulars 
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held every Monday evening, beginning 
February 14. 


New Shoe Company Incorporated 


The Notak Shoe Manufacturing Com- 
pany, Milwaukee, is the name of a new 
corporation which filed articles in Wis- 
consin during the past week. It is capi- 
talized at $20,000. The incorporators 
are Raymond Bodendoerfer, Simon T. 
Schmidt and John B. Lange, 923 Galena 
Street, Milwaukee. A definite state- 
ment concerning the company’s p.ans 
will be made within a short time, fol- 
lowing the completion of the organiza- 
tion. 


Rubber Company Has New Sales- 
manager 


The E. L. M. Tire & Rubber Com- 
pany of Racine, Wis., announces the 
acquisition of A. J. Riggs as salesmana- 
ger. Mr. Riggs for the past year was 
district manager of the R. A. Eckstein 
Company, Milwaukee, for Racine and 
Kenosha counties. The E. L. M. Com- 
pany was organized several months ago 
and purchased the business of the E-Z 
Rubber Heel Company at Racine, 
which is being greatly enlarged in scope. 
It is a $200,000 corporation. 


Merchant Off On Trip 


A. T. Caspari, president of the Cas- 
pari & Virmond Company, 63-65 Wis- 
consin Street, Milwaukee, is a member 
of a party of sixty Milwaukee peop e 
who left February 17 for a three-weeks’ 
rail and water tour under the auspices 
of the Milwaukee Athletic Club. Mrs. 
Caspari also is a member of the party. 
From New Orleans there will be a cruise 
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to Cuba, Jamaica, Panama and other 
Gulf ports. 





Buyer Moves to New York 


A. E. Beasley, associated for several 
years in an important nrerchandise buy- 
ing capacity with J. M. Bostwick & 
Sons, department store, Janesville, Wis., 
has resigned to take the management 
of the buying offices in New York city 
of the California Hirsch Mercantile 
Company, Los Angeles. This is one of 
the largest department stores on the 
Pacific coast. 





To Open New Retail Store 


A. J. McDougal and George H. Berk- 
holder of New Richmond, Wis., have 
formed a partnership under the style 
of McDougal & Berkholder and will 
open a new retail shoe store in the 
Leader building, to be known as the 
Quality Shoe Shop. The formal open- 
ing has been set for Saturday, March 19. 





Mail Order House to Open Retail 
Store . 

Charles Danner & Company, 14 West 
Spring Street, Chippewa Falls, Wis., a 
large mail order house, has decided to 
open a retail shoe store in the front part 
of its building. It will be under the 
management of Charles Rush. The 
new store will feature barga’ns and 
broken lots. 

South Wayne Merchant Moves 

C. C. Campbell, dealer in boots and 
shoes and men’s furnishings at South 
Wayne, Wis., has moved his store to a 
new location which affords about twice 
the space of the former store. 





Chicago. 


STRAP EFFECTS THE BIG BET 


Buyers Agree That They Will Be 
Good Well into Summer 


There seems to be a well defined opin- 
ion among the shoe buyers representing 
the high grade stores and shoe depart- 
ments of Chicago that strap effects will 
continue to be the leading feature in 
style footwear throughout the approach- 
ing Spring and Summer season. There 
will be of course a sprinkling of fan 
shape tongue colonials and pumps with 
small tongue effects. and buckles but 
the major part will be on footwear with 
a strap fastening. 

It is difficult to paint a word picture 
that will convey even the faintest idea 
of the artistic beauty and the attractive 
line embodied in many of the new 
models that are being shown. These 





new fashion creations bear so little re- 
semblance to the old one and two-strap 
patterns which have been in vogue at 
various times during the past that 
scarcely any ties of kinship remain. 
While the vamp line at the throat neces- 
sarily remains much the same, the new 
models are cut down on the sides to a 
point well near the sole both on the out- 
side and inside of the shank. This new 
shape vamp is known generally as tke 
“D’Orsay.” 

In one new model being shown by 
O’Connor and Goldberg the vamp and 
quarter do not join at all, the vamp 
being cut very much the same shape as 
in a mule dvhile the quarter begins just 
in front of the heel. In fact the quarter 
extends only far enough forward on the 
sides of the shoe to form a counter 
part. 
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Strap Arrangements 


The fastening is a very narrow deli- 
cate strap which, instead of being placed 
over the instep hole or below, crosses the 
foot close up to where the ankle bends 
in front. In most instances a delicate 
buckle is used as a fastening device 
rather than a button which formerly 
prevailed. The daintiness of these 
new models makes them most pleasing. 
The heels are of the Louis XV type, 
rather small at the throat but with a 
good size top lift. The heels range from 
sixteen eighths to eighteen eighths in 
height. A few of these new creations 
are being shown in fourteen eighths 
diminutive Louis heels. 


Materials to Be Seen 


Gray ooze and black satin remain the 
materials most in demand. Brown ooze 
and brown satin are both good sellers 
and are running close seconds to the 
gray and black pair of the ooze and 
satin. Patent leather, both all over and 
in combination with other materials in 
striking designs, is coming more and 
more into favor. A very pleasing model 
and one that is selling quite extensively 
is a patent vamp with a gray suede 
quarter carrying a wooden heel covered 
with the same material. The strap is, 
of course, made of the gray suede and is 
of a narrow type fashioned. with a silver 
harness buckle. 


Lasts 


The lasts show very little variation 
in the lighter and more airy type of 
footwear. Lasts are medium narrow at 
the toe with a broad strap at the ball; 
narrow at the shank and carrying gen- 
erally sixteen to eighteen eighths Louis 
heels. Vamp lengths run from 34% to 
3 5-8 inches. 


Street Footwear 


There seems to be a decided tendency 
away from the brogue oxford carrying 
ten to twelve eighths heel which was so 
popular a year ago and toward a two- 
strap affair with heels varying from ten 
eighths to fourteen eighths and center- 
ing around the twelve eighths height. 
This does not mean, of course, that 
oxfords are to be abandoned either in 
the sport or brogue type nor will they 


be abandoned in the regular street shoe — 


type but it does show the tendency 
toward straps and the favor with which 
the public is receiving the wave of 
strap fashion for street and outings as 
well as dress occasions. 


New Juvenile Shoe House 
Arthur F. Henke and A.YE..Mossler 


have a world of faith in the outlook for 
the future of shoe_business generally 


and in the children’s shoe business in 
particular. 

Both of them have for some time 
been connected with the Fargo Keith 


ARTHUR F. HENKE 


Company and have now associated 
themselves in a new concern which will 
be known as the Henke and Mossler 
Company. 


A. E. MOSSLER 


They will carry soft soles, first steps, 
and also turns and McKays in children’s 
shoes. Their whole effort wil! be con- 
centrated on specialized lines of foot- 
wear for the little folks. 


Gray Hosiery Popular 


The popularity of gray in footwear 
is not confined to shoes but is also ex- 
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Where [ Where toB uy 
Women’s Shoes 


BOUDOIRS IN STOCK 











No. 1200X, Red 
Ne. 201%, Ten. 1 
No. 1204X, Pink. . 
The Westcott Whitmore Co., shee 7. 


Home Case 


oie ot In Stock 


MeKey So Novz00 
Soler eee 
phliet showing other cate 


BR. AU SHOE CO +, Detro’ it, Mich. 
SOQCGARODRGROCOOEOSOGDGORRARSReeOeERASeceeeeneechaceeeneecesececencecerceseccesneee 


Boudoirs in Stock 


Fine 

Chrome Cabretta. 
turned. Quilted 

—ame Sizes 244 

SALEM, SHOE CO. 
Salem, New Hampshire 











$1.40 ' 
5% 10 days 











COLLINS a STAPLES 


Hand Turned vig Cuts 
yes 
ins and all leathers. 


Factory 
118 Phoenix Row 
Haverhill, Mass. 
110 Linceln St, Boston 








A DESIRABLE LINE OF 


LADIES’ HIGH GRADE FOOTWEAR 
Straps - - Oxfords - - Boudoirs 


Inquiries tly answered - - - 
Sere ce temaatiate aabvecien commsed 


PORELL-MAGEE SHOE CO. 
Mass. 


17 Rallroad Sq. Haverhill, 
(fice : 181 Essex Street 
(With Raymond Sales Company) 








ALGIER SHOE MFG. CO. 
2 


SFI 


Highest Grade Women’s Shees, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








WOMEN’S TURN 
COMFORT BOOTS 





Haverhill, Mass. 




















= here to oBuy | 
Men’s Shoes 
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M.A PACKARD COMPANY 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 






































Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N, Y. 
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emplified in hosiery. Shoe stores with 
hosiery departments and the depart- 
ment stores are experiencing difficulty 
in getting enough gray silk hosiery of 
the wanted shades to meet their de- 
mand. The calendar and weather have 
little effect upon the hosiery which 
women wear. Lace and net weaves are 
being worn very extensively as are also 
the plain weaves of silk. 


State Street News 


Fred Orth of F. E. Foster Company 
says the big demand during the week 
has been on suedes and satins in the 
lighter, dressier class of footwear. 
Gray suede has been in most demand 
but brown is also very good. In the 
satins, black prevails but brown is also 
selling freely. Oxfords and Russia calf 
are the prevailing sellers in street foot- 
wear. Two-strap brogue patterns bid 
fair to be very popular sellers during 
the first Spring months. 


Special Sale at Martin & Martin’s 


The special sale staged by Martin & 
Martin, Michigan Boulevard, has been 
well patronized by lovers of high grade 
footwear. Mr. Martin says that the 
customers of that store are interested 
in good shoes at reasonable prices but 
the style feature is the prevailing ele- 
ment that makes shoes move quickly. 
In his opinion the strap craze will re- 
main throughout the season but a new 
design every thirty or sixty days is 
necessary to keep women interested in 
this class of footwear. 


Footwear Sale at Marshall Field’s 


In all the shoe departments of Mar- 
shall Field & Company special sales pre- 
vail. Price reductions have been made 
on all shoes in the house including some 
recent arrivals. In the re-pricing, both 
quantities on hand and style have been 
taken into consideration. Mr. Bueller 
of that firm says the public is buying 
shoes but the day of extraordinary 
prices is past. Quality merchandise 
at prices which seem reasonable to the 
consumer is necessary to do a volume 
business. 


George Harrison & Company’s 
Stock Sold 


One of the big features in the whole- 
sale shoe district of Chicago during the 
week was the auction sale of the George 
Harrison Shoe Company stock fixtures 
and leasehold February 11. The im- 
portant part which style or fashion 
played in the selling value of footwear 
was clearly demonstrated at this auc- 
tion. The stock was sold in lots ar- 
ranged according to the number of 
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pairs on hand in each particular stock. 
The number of pairs was announced by 
the auctioneer and the sample shoe held 
up so the bidder could see the style, 
color, etc., but the range of sizes was 
not announced. The stock had been 
opened for inspection and most of the 
bidders had availed themselves of the 
opportunity to make notations of quan- 
tities and sizes of the merchandise in 
which they were interested. 


Style Counts for More Than 
Quality 


A brown kid boot,welt sole,medium toe 
and fourteen eighths cuban heel brought 
as high as $4.00 per pair. A brown kid 
boot with a narrow toe and long vamp 
carrying a sixteen eighths leather Louis 


- heel sold all the way from $2.25 to $2.75. 


A brown kid welt button boot with a 
cinnamon suede-top and a high Louis 
heel sold for $1.65 to $1.90. 

Here is clear evidence of the part 
which fashion played in the selling value 
of footwear. The three items mentioned 
above were all of about the same quality 
of material and workmanship excepting 
that the button boot was the most ex- 
pensive to make of the three mentioned. 
An idea of the value placed upon 101- 
inch camel gray and blue boots was 
shown by the fact that a number of lots 
of this sort of footwear made with welt 
sole and wood covered Louis heels 
brought from $2.85 to $3.15 per pair. 
Patent leather boots with colored tops 
and Louis heels sold at around 
$1.60 to $2.00 per pair. Dull 
kid and bright kid boots with Louis 
heels brought around $2.00 per pair, 
while a lot of white kid with wood cov- 
ered Louis heels were sold at $2.15 a 
pair. Patent oxfords of the four and 
five-eyelet type in welts and turns with 
enamel heel brought all the way from 
$1.35 to $1.85. One and two-eyelets 
brought similar prices as did Thiel ties 
and plain strip pumps. White satin 
opera pumps sold at $1.00 to $1.30. 
These were made on long drawn out 
lasts which again reflects the style ele- 
ment as a price regulator. A white 
canvas oxford with cuban heel was 
sold for $2.15 while a white buck oxford 
with an eleven eighths broad heel 
brought $2.80. 

Ballet slippers sold at from 80 cents to 
$1.15 per pair. The price averaged 
throughout the whole stock, boots, ox- 
fords, pumps, etc., would probably run 
some place around $1.75 to $2.00, The 
assignee equity in the lease of the build- 
ing which has two years yet to run was 
sold for $100. The monthly rental was 
probably $483 a month. This means 
that the purchaser for the lease paid 
$100 bonus for the equity in the 
lease. ° 
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RETAIL BUSINESS BETTER 


Winter Weather Does Its Bit to 
Stimulate Trade 


More severe Winter weather during 
the past week had its good effects upon 


the retail shoe business, as reflected by a . 


steadier movement of those stocks 
being offered at sale prices. Inter- 
mittent snows and rains stimulated the 
demand for heavy footwear in men’s 
lines. Rubber stocks also have been 
depleted to a very satisfactory degree. 


Convention Plans Formulated 


The local shoe retailers have turned 
virtually all of their attention to the 
preparations for the forthcoming con- 
vention of the Ohio Valley Retail Shoe 
Dealers’ Association, to be held here 
the last day of February and the first 
two days of March. Last Tuesday 
evening the committee in charge of 
arrangements gave a dinner at the 
Sinton Hotel, for the purpose of arous- 
ing enthusiasm and more especially to 
make known the importance of the 
convention to each member of the Ohio 
Valley Association. Invitations were 
sent out by Secretary Henry Hage- 
mann to all merchants within the 
immediate vicinity. Over 50 were 
present. Harry McLaughlin of the 
Potter Shoe Company, and chairman 
of the committee, acted as toastmaster. 
The speakers of the occasion were J. 
Jaffe, president of the Cincinnati Shoe 
Travelers’ Association; William Harri- 
son, vice-president of the same or- 
ganization; John Schwartz, newly elected 
president of the Cincinnati Shoemen’s 
Association; John Wyman and Thomas 
Quinlan. The support of the various 
organizations represented was pledged 
by the speakers. The convention 
plans as announced by Chairman 
McLaughlin were heartily endorsed 
by the retailers present. 

Of the total membership of the 
association, numbering over 700, Secre- 
tary Hagemann has received word 
from a sufficient number to substantiate 
the belief that a larger attendance 
will be at the forthcoming convention 
than at any of the previous gatherings. 

Two weeks before the convention, 
over 90 per cent of the display spaces 
have been sold, and according to Mr. 
Hagemann there is every probability 
‘hat the hotel will be asked to allow 
idditional rooms for exhibits. 

The executive committee in charge of 
the convention consists of: Harry 


McLaughlin, chairman; George Dohr- 
man, secretary; Charles Voller, Otto 
Struecker, 
F. Schott, 


Vv. C. Weme, 
Henry Hagemann, 


George 
John 
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Cincinnati 


Schwartz, Robert Brinkman, Harry 
Dudley, George Schraffenberger, Robert 
Bosse, August Wode, H. C. Volrath, 
and J. Jaffe. The chairmen of the 
various other convention committees 
are: Entertainment, H. C. Volrath; 
Program, Seaton Alexander; Hotel 
and Directory, Charles Hardebeck; 
Badges and Registration, Louis M. 
Wright, with Frank Weber as local 
chairman; Reception Committee, Jessie 
McDonald. 

The ladies’ committee consists of Miss 
Alice Englehardt, chairman; Mistresses 
Chas. Voller, B. H. Orr, Charles Harde- 





Optimism 


One of the most striking mani- 
festations of business optimism 
appeared in a recent advertise- 
ment of the Mabley & Carew 
Company of this city. It read: 

“If we were asked what year 
of our business history we con- 
sidered the best, we would answer, 
‘Nineteen-twenty-one.’ ”’ 

This is the highest type of 
optimism. .Jt was considered so 
good that the Julian & Kokenge 
Company made use of it in the 
last issue of their house organ. 
The confidence and faith written 
into this statement is the same 
confidence and faith every retail 
shoe merchant must have if he is- 
to receive a just reward for his 
efforts during the current year. 











beck, F. J. Weber, V. C. Weme, George 
Dohrman, D. Falkenstein, C. Weckle, 
Fred Ruehrwein, Leo Schott and Misses 
Ann Hagemann, Dudley and Tibbles. 


New Manager Named 


C. H. Johnson, formerly associated 
with Harvey Geis in the Geis Shoe 
Company, Zanesville, Ohio, became 
manager of the Miami Shoe Company 
at Hamilton, Ohio, last week. Mr. 
Johnson was also elected as a member 
of the board of directors. 


Wholesale House Busy 

The Co-operative Shoe Company of 
this city reports the shipment of more 
shoes last week than for any week 
since it started business some two 
years ago. This company is Cincin- 
nati’s youngest wholesale house, and 
its steady growth has been so pro- 
nounced that it became necessary to 
move into larger quarters only a few 
weeks ago. 
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Where to Buy 


Men’s Shoes 








—w 











Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


Stock Dept. 5 a 








135 STYLES 
STOCK 


IN 
MEN'’S-WOMENS 
SEE OUR CATALOG 
196 CHURCH STREET,N.Y. 





WELTS MADE 
In OvR 

BROCKTON 

FACTORIES 2 











SHOES, . to 14Inches 
BOOTS, 14 to 20 Inches 


nd. and 
sre Soe 
REECE SHOE COMPANY 
Columbus, Nebraska, U.S. A. 

















WATERPROOF 











Ferd, Se Sole Boots and Shoes, 
Oil Grain, Full Bellows 
Tongue and Back Strap. 
Send for booklet telling who 
you can sell these shoes te. 


£3 Renee 
Established 1887 











Where to Buy 


Boys’ Shoes 




















BOYS” 
ENROD 





Shoe 25 


GENTS 














A Shoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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Where to Buy 


Children’s Shoes 














CHILDREN’S TURN FOOTWEAR 


High Grade Low Cuts and Boots. 

Made in Black and Tan Calf and Kid, 

also Pat. Chrome. Popular Widths. 
Inquiries Promptly Answered. 


JAQUES & CLEMENT 


Victory Bidg., Hale St., Haverhill 
Room 404, 183 Essex Street - BOSTON 















A Wonderful Line 
for the Wholesaler 
In Stock—All leather 

moccasins, soft soles, 


upwards. Also a full 
line = Ladies’ Pump 





SOFT SOLES: 





Stra 
NU BABY SHOE CO.. Eat Lynn, Mass. 


W?C.Goodsger 


Manufacturer of 
Children's Dlexible Wurn Shoes 
89 Allen St. Rochester, D7 

















? HAVE YOU SEEN OUR LINES? 


FACTORY 1 FACTORY 2 
Slumber wg ee Soft Soles 
Rubber Boot Socks | Hand Made Moccasins 
Foot Comfort Slippers Infants’ Turns 
(Double Eiderdown) (1-8) 
In Stock Now—Nature, Lasts 
THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego, N. Y. 


veeeensennes 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 


the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 


Boniter Shoe & Baby! 


TURNS and SOFT SOLES 


In Stock 


Send /6r Cata 


ALH.Martin®@ 


Makers ROCHESTER NY 





























“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


Rochester, N. Y. 











Where to Buy 
Wanted Styles 


An extra editorial service to 
**Recorder”’ readers, free for the ask- 
ing, with authentic information on 
current problems. 
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RETAIL BUSINESS QUIET 
Expected to Pick Up Early in Spring 


The retail shoe business was more or 
less quiet during the early part of Feb- 
ruary as compared with the excellent 
volume of business experienced by the 
Atlanta dealers during January. The 
general belief is that retail business will 
remain rather quiet throughout Febru- 
ary and pick up again in earnest with 
the opening of the Spring season. 
Salesmen covering the Southeastern 
territory for Atlanta shoe wholesalers 
and manufacturers report about this 
same condition true over the territory 
in general, all dealers expressing the 
opinion that there will be a full return 
to normal conditions by the time the 
Spring season opens up, and that Spring 
sales will prove as satisfactory in point 
of the total volume as they were in 1920 
when business was very excellent in- 
deed. The improvement in this section 
has been rather slow, but it has never- 
theless been steady. With most of the 
retail shoe merchants of the section 
January business was entirely satisfac- 
tory and rather exceeded expectations. 
Most dealers equaled or even bettered 
last year’s records for the same month, 
which is certainly an encouraging fea- 
ture in view of the depression experi- 
enced the last two or three months of 
1920 prior to the holidays. 


Merchants Buying More Freely 


Atlanta retail shoe merchants re- 
port that they are making more pur- 
chases at the present time from the 
wholesalers and manufacturers than 
they have made for a good many 
months. Salesmen covering the terri- 
tory report a similar condition prevalent 
over the Southeast. The widespread 
promise of normal conditions to come 
shortly and a good volume of business 
in all lines of retailing is causing the 
merchants to replenish their stocks, 
which have been badly depleted the last 
few months. 


New Manager Named 


Of interest to retail shoe merchants 
throughout the Southeast who are fre- 
quently visited by the salesmen of the 
Anderson, Duiin and Varnell Company, 
of Knoxville, Tenn., is the announce- 
ment from that city that W. D. Hogan 
has been named as manager of the 
wholesale shoe department. Mr. Ho- 
gan, whose home has been in Knoxville 
for some years, was a leading salesman 
in Southeastern territory for the George 
D. Witt Company of Lynchburg, Va. 
He was with this company for a period 


Atlanta 
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of about twenty years and is widely ac- 
quainted with shoe merchants over this 
territory. 


Penitentiary to Have Shoe Factory 


A large shoe factory is to be estab- 
lished in the new State penitentiary 
that will shortly be constructed at 
Montgomery, Ala. It will probably be 
one of the largest shoe factories in any 
penal institution in the South. Convict 
labor is to be used in the factory. 


Orthopedic Shoe Demonstrated 


Joseph Pietzuch, of the Thomas G. 
Plant Company, spent several days the 
early part of February demonstrating 
the Pedo Praxic flexible arch shoe in 
the store of the Fred S. Stewart Com- 
pany, in Atlanta. A large number of 
sales of this type of shoe resulted, Mr. 
Stewart said, during the demonstration. 
The Stewart Company is featuring this 
type of shoe. 


STYLE MEETING CALLED 


Southeastern Merchants to Get 
Together March 1 


Charles Brady, manager of the men’s 
and boys’ shoe department of the 
George Muse Clothing Company, of 
Atlanta, and president of the South- 
eastern Shoe Retailers’ Association, 
has sent word to all members of the 
association’s style committee calling 
their attention to the fact that a regular 
meeting of the committee is scheduled 
to be held in Atlanta, March 1. The 
officers of the association comprise the 
membership of the style committee, 
and those expected to attend the meet- 
ing are Mr. Brady, Nathan Simon of 
the Dannenberg Company, Macon, 
Ga., vice-president; A. C. Nichols of 
Savannah, Ga., second vice-president; 
Emmett McRea, of Valdosta, treasurer; 
W.S. Byck of Atlanta, J. W. Clisby, of 
Macon, and Frank Stellings, of Augusta, 
Ga., trustees; W. D. Lever, Jr., of 
Lever the Shoeman of Columbia, S. C.., 
vice-president for that State; and 
Ridley R. Wilkinson, manager of the 
shoe department for Cohen Brothers’ 
department store, of Jacksonville, Fla., 
vice-president for that State. Fred S. 
Stewart of Atlanta, Turner Jones of 
Valdosta, Ga., and M. A. Condon of 
Charleston, S. C., are also members of 
the committee. Styles for the next 
90 days will be recommended by this 
committee, and plans also be made for 
the annual convention of the association 
to be held in Atlanta on Monday and 
Tuesday, June 6 and 7 
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Protective Tariff Is Favored 


The second annual congress of the 
Southern Tariff Association was held in 
Atlanta January 27, 28 and 29, and 
numerous resolutions adopted advocat- 
ing and urging that a high protective 
tariff be established on American 
products, such as will afford ample 
protection to American industry and 
agriculture, and enable the producers, 
manufacturers, etc., of this country to 
successfully meet foreign competition. 
It was pointed out at the convention 
that numerous industries of the South 
are in a desperate condition because of 
foreign competition. The resolutions 
adopted urged the immediate passage 
of the emergency tariff law and - the 
enactment of permanent tariff laws as 
well. They were divided into three 
groups—agriculture, industry and min- 
eral. Protective tariff was urged on 
hides and leathers among numerous 
other products. Copies of the resolu- 
tions were sent to members of Congress 
and to President-elect Harding. 


To Revive ‘*Merchants’ Week’’ 


Manufacturers, wholesalers and job- 
bers of Atlanta are considering the 
holding of a ‘Merchants’ Week’’ in 
this city some time during March, 
invitations to be extended to all retail 
merchants throughout this section to 
visit the city during that week. This 
event was a regular annual occurrence 
in Atlanta prior to the war and thou- 
sands of merchants throughout the 
Southeast were accustomed to visit the 
city during the week set aside for the 
event and do considerable buying for 
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future delivery while here. The plan of 
reviving ‘‘Merchants’ Week’’ is to be 
discussed at a meeting of the Atlanta 
Merchants’ and Manufacturers’ As- 
sociation to be held in the near future. 


Savannah Plans Style Show 


The Savannah Festival Association 
of Savannah, Ga., is planning to secure 
the co-operation of the retail merchants 
of that city and arrange a Spring fes- 
tival and style show. The plan is to 
advertise the event extensively and 
bring a large number of out of town 


. buyers to the city during the week of 


the festival and show. 


To Deliver by Parcel Post 


W. B. Fitzgerald, secretary of the 
Southeastern Shoe Retailers’ Associa- 
tion, and also secretary of the Atlanta 
Retail Merchants’ Association, of which 
most of the local shoe stores are mem- 
bers, has announced that the plan of 
parcel post delivery for Atlanta stores 
will be tried out first as an experiment 
by eight of the city’s larger department 
stores. Shoe merchants of the city will 
watch the results of this experiment 
with considerable interest for all of 
these stores, save two, have large shoe 
departments. The regular delivery 
service will be virtually eliminated and 
all purchases of mailable size sent by 
parcel post. This will, of course, include 
virtually all shoes sold at retail. The 
Atlanta stores to make the experiment 
are Keely’s, Rich’s, Regenstein’s, the 
J. P. Allen Company, McClure’s, 
Froshin’s, Chamberlin - Johnson - Du- 
Bose and Davison-Paxon-Stokes 


Los Angeles 


STRAPS STILL GOOD 


Promises to Be Unusually Good 
Season for Novelties 


Notwithstanding the fact that strap 
pumps have enjoyed an unprecedented 
popularity for several months past, 
the demand for them has not diminished 
but rather increased. This promises to 
be a greater novelty season than ever, 
and an early Easter will do wonders 
towards stimulating business all over 
the country and starting things off with 
arush. Already the demand for gray 
and fawn colored suedes has the shops 
reordering and it looks very much as 
though the demand would exceed the 
supply, 

In C. H. Baker’s window is a striking 
gray ooze with black kid strip outlining 
a square set on tongue piece’ which 
fastens at the side with a tiny buckle. 





This pump has a straight black kid 
tip and a straight heel. 


Insets and Inlays Popular 


Rosenthal’s have several gray models 
displayed in their window and report a 
brisk call for them. Cut out straps 
figure prominently and insets and in- 
lays are very good. Extension buckles 
adorn many pumps and tiny pearl 
buttons are also much used. 


NEW SPORT STYLES 


Combinations Popular on 


West Coast 


Color 


Sport shoes this season are very at- 
tractive and are developed in a great 
many fascinating combinations. Even 
if outdoor sports were not indulged in 
the year round in Southern California, 
these sport shoes would lure one out to 











Where to Buy 


Children’s Shoes 

















H.C. BRown COMPANY 


INCORPORATED 
CHILDREN’S SHOES 
CENERAL OFFICES, 133 LINCOLN STREET BOSTON MASS 











Where to Buy 


Ballet Slippers 

















A REAL HIGH CLASS 


BALLET 
Finest Workmanship 
Women’s Black Kid, Sizes 2% to 8..... $1.75 
isses’ - - = Be Mi ticcsce $1.65 


Cais...“ .¢ ©: 3 : $1.55 
Carried in stock for at-once shipments 


PURITAN SHOE CO., Inc. 74 Reade St., N.Y. C. 















Umit 
BENCH MADE 
BALLETS 
ORDER SAMPLES 


W2 SUMNER SMITH 











“Flexo” 
GYMNASIUM 
SHOES 





OOnOeO Reet Ot be teeees 


ee 


Women’s Dull Goat Oxford, $1.20 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 














Where to Buy 


Shoes at Auction 























HENRY LILLY CO. 


88-90 Reade St. * New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 








unt 


INFORMATION isin: 


“Where to Buy” constitutes a 
= source of knowledge so that he who 
runs through these pages may read 


? —and learn. 
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Where to Buy 


Standard Shoe Materials 














Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 


Formerly Walpole Shoe Supply Co. 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 





95 South Street, Boston 





The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 28 5eut" tyres 


Tanneries at Danversport 











MEYER THREAD 


JOHN C. MEYER THREAD COMPANY 
LOWELL MASS, 








GUARANTEED 
TWO YEARS 
Hub Gore means ity and 
Service, because Best of 
Materials and Highest Skilled 
Labor are Used. 
BOSTON OFFICE NEW bey OFFICE 
52 Chauncy St. 395 Broadway 








M. B. MARTINE, Ine. 
78 Reade St. 
NEW YORK, N. Y. 
Everything in Shoe Or- 


namentation. Beading 
a Specialty. 











tonne 


DO YOU KNOW? 
on you can buy it—or 
ell it—through the 
“Where to Buy’’columns. 
> This feature in its quick 
: service is a time saver in 
meeting immediate needs. 

















BOOT AND SHOE RECORDER 


the links, the tennis courts and the 
boulevards. Nor are they confined to 
sports. The business man and the 
business woman affect the sport ox- 
ford, and for street the low heel, medium 
vamp—often brogue—is. very popular. 
B. H. Dyas Company carry a great 
variety of sport shoes and their hiking 
boots and moccasins are always in 
demand. Mr. Mudgett summed up the 
style situation thus: straps, medium 
vamp, straight heels. 
Wetherby-Kayser’s have on display a 
handsome sport oxford of fawn ooze 


calf, trimmed with tan calf, with- 


straight heel. They are selling lots of 
baby Louis heels, about three to one. 


Strap Pumps to Lead 


Al Katschinski, president of the 
California Retail Shoe Dealers’ Associa- 
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tion, is authority for the statement 
that the strap pump will comprise 90 
per cent of the Spring business, and 
tongue pumps 10 per cent. 


Cuban and Military Heels Going 
Better Than Baby Louis 


Robinson’s Shoe Department finds 
that baby Louis heels are dropping out 
fast with them and the Cuban and 
military heels sell best. This shoe 
department is comparatively new, but 
it is a very attractive, busy place, and 
they had occasion recently to enlarge 
the floor space. Mr. Temple states 
that the combination last sells big with 
them and that on the whole people 
buy very conservative styles. Two 
tones are very popular, and quiet, 
smart models are much in demand. 










Utica 


e* RETAIL TRADE FAIR BP 


Bulk of Business Is Being Done on 
Low Cuts 


Stocks on the shelves of the stores of 
Utica retail shoe merchants are lower 
now than ever before due to their re- 
fraining from buying shoes at. high 
prices and the many clearance sales 
which have been held during the period 
of business depression. Sizes are broken 
and varieties are few. Stocks of high 
shoes, for the most part, are about as 
low as they will ever get. Oxfords, 
however, are plentiful and they are 
being sold, too, the public taking ad- 
vantage of the ridiculously low prices, 
realizing that the money asked is under 
the market cost of the footwear at the 
present time. 

Yet, Utica merchants are optimistic, 
much more so than they were a few 
weeks ago when a gloomy outlook 
caused the seed of discouragement to 
thrive a bit. Recent announcements by 
manufacturers, of price cuts, the na- 
tional movement to reduce wages and 
the decrease in leather costs have all 
contributed to the change of heart of 
Utica’s shoe retailers. 


New Store to Be Opened 


The Westcott-Whitmore Company, 
with headquarters in Syracuse and with 
stores in Rochester, Binghamton and 
Syracuse has leased a spacious store on 
Blandina Street here and has started 
suitable changes to make it one of the. 
most attractive stores in the city of 
Utica. This company handles women’s 
novelty shoes, slippers and footwear 
exclusively. 





**Prosperity Sale’? a Success 


Utica shoe merchants gave their 
heartiest co-operation to the Chamber 
of Commerce in the “Prosperity Sale”’ 
which was conducted here for three 
days, with great success. During the 
big general price slashing, high grade 
shoes were sold as low as $5 per pair. 
Footwear, regularly retailing at from 
$14 to $20 sold during the sale at $10, 
which accounts for the scanty stock in 
the Utica shoe stores today. 


PURCHASES BELOW NORMAL 


Novelties Bought More Freely Than 
Staples 


Local shoe merchants are looking 
forward to receiving the first shipments 
of Spring stocks within a few weeks, 
although it is expected that deliveries 
wi.l be somewhat behind schedule this 
year, because of the unsettled business 
conditions which have marked the last 
few months. 

A canvas of the local dealers shows 
that their Spring purchases are about 
60 per cent below normal. Practicall) 
all of the Utica dealers were very con- 
servative in their Spring purchases this 
year, expecting that prices would take 
another fall. The canvass showed that 


- purchases of women’s footwear for 


Spring included more novelties than 
usual, while conservative styles pre- 
dominated in men’s lines. 

Five of eight dealers canvassed were 
of the opinion that the popularity of 
the brogue is on the wane, and the) 
made their Spring purchases accord- 
ingly. Cordovan and mahogany shades 
are expected to be as popular as ever 
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this Spring. This is indicated by 
the high percentage of these colors 
purchased as compared with other 
shades. 


Shoes at Replacement Value 


Practically every Utica shoe mer- 
chant is disposing of his present stock 
at replacement values, the merchants 
preferring to take their losses now. 
While the period of liquidation appears 
to have passed locally, there were two 
big reduction sales held in Utica this 
week. The local Newark store has a 
depleted stock as the result of its re- 
ductions during a recent sale, women’s 
boots having been marked down to 
$1.98, $2.98, $3.98 and $4.98. Men’s 
boots formerly priced at $7.85 were 
sold at $5.98. Other bargains in the 
men’s lines sold from $1.98 to $4.98. 
The G. R. Kinney Company, Inc., 
staged an after inventory sale which 
included rubber goods as well as leather 
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goods. Men’s dress shoes were sold as 
low as $3.90. 


Banner Week for Rubbers 


The last week was a banner one for 
rubbers. A heavy snow fall followed by 
rain caused a big demand for water- 
proof footwear. Snow has been almost 
an unknown quantity in this section 
during the present Winter and rubber 
sales were below normal. The fashion 
set by the fair sex which caused a big 
demand for women’s arctics during the 
last two Winters was not so noticeable 
this season, probably due to the fact 
that a great many of the young women 
of Utica who have been employed in the 
local industries are out of work, due to 
the recent slump and also that arctics 
were somewhat higher in price this 
year. Instead of the arctics, the young 
women have been parading around 
town wearing their last season’s ox- 
fords with heavy sport stockings. 


Buffalo 


BUSINESS PICKING UP 


Strap Is Favored Pattern—Gray Is 
Best Color 


Buffalo shoe merchants here are find- 
ing that business is picking up as Spring- 
time draws near. This is especially true 
of women’s shoes, the novelties in this 
line being much in demand. 

Straps are going at arapid rate. Gray 
shades are finding the greatest amount 
of ‘ popularity here at present, in 
women’s shoes, and the indications are 
that this demand will grow as Easter 
“draws near. 

The buying public has more money to 
spend than it did a short time ago. 
Many of the plants which were closed 


down have reopened, giving work to 
large numbers who were out of employ- 
ment. 

Traveling shoe men working out of 
Buffalo are finding that business is 
better. Dealers who held off buying 
earlier in the season, desiring to liqui- 
date the stock they already had on 
hand, are now replenishing their shelves 
for the Spring trade. 





Custom Shoemaker Dies 
The funeral of Fred C. J. Jessell, for- 
merly a well-known custom shoemaker 
here, was held Monday afternoon from 
his late home, 1698 Main Street. Mr. 
Jessell, who was 79 years old, had lived 
in Buffalo since early manhood. 


. Lynchburg 


BUSINESS IMPROVING 


Jobbing Houses Report Orders 
Coming In 


The shoe trade of Lynchburg— 
retail, wholesale and manufacturing— 
express the belief that conditions in 
the footwear market have taken a turn 
for the better and are now on the up- 
grade. Expressions of optimism char- 
acterize the entire industry here. The 
manufacturing plants are expecting 
better things to come soon and most of 
the jobbing houses report that orders 
are coming in better than during the 
weeks just passed. While a few 
special sales are still on, most of the 





shoe merchants have turned their full 
efforts to pushing their standard lines. 
Many of them are featuring the ad- 
vance Spring styles in women’s shoes, a 
few of which are being played up in the 
advertisements. 


Shoe Factory Re-opens 


The Fritz-Richards Company shoe 
factory re-opened after a shutdown of 
several weeks on Monday, February 7. 
While the work was started up in only a 
few departments and on a somewhat 
reduced scale, C. N. Richards, president 
of the company, expressed the belief 
that the entire plant would be operating 
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Where to Buy 


Engraving and Printing 











Hho Lest im Shoe 


‘U ove Ysann, 
Mere St. Oreck 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 

our Special Printing Service for 
the Boot and Shoe Trade 

201 South Street, Boston, Mass. 


Telephone 4960-4961 








COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 





74 INDIA STREET, BOSTON 
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Where to Buy 


Window Trim Material 
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Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, ete. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 











Where to Buy 


Shoe Polishes 





















Best In Their Class \ 


CREAM UNBURNABLE 





for white buck, etc. for white kid, ete. 
NATIONAL SHOE POLISH MFG. CO., Ine. 
PHILADELPHIA, PA. 
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Miscellaneous 
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ever the West End factory has not in- 
creased its schedule on the manufacture 
of shoes for men. 


at almost full capacity within a few 
weeks. The plant is manufacturing 
women’s McKay shoes for Summer 




















“SILVERITE” 
Write Wool Soles—Bound and Cord Edges 


“A Service Trade Builder.’ 
lete catalog of Shoe Findings. 
ion, 


eet iti titi it ty 


imo : 


ite for our new No. 65 Lamb Wool Insole— 
* Send for our com- 


nti tiianan rs., 81, High St. Boston, Mass. 





“dD. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


° Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - RL. 

















OHIO AND VICINITY SHOE 
DEALERS ATTENTION! 
Distributors of 





(TOE SAN-bags Poe mocens scorwean) 
Carried in Stock 
Quick Service 
THE R. & S. RUBBER CO. 
1267 W. 6th St., 





Diseeneevevces 


- Cleveland, Ohio = 


(OESANS- 
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orrek FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for 
your Booklet, Catalog or Folder, if you place 
the printing with us; or we will sell shoe elec- 
tros at $1.25 each. 

SEND FOR FULL PARTICULARS 


N. H, GROVER CO., R 63, 161 Summer St., Boston 








A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 











~ SHOE BUCKLES 


OF EVERY DESCRIPTION 


BEADED AND METAL 


BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


ISMYRTLE AVE. 





BROOKLYN.N.Y. j 





Better Multigraphing 


LETTERS, CIRCULARS, 
OFFICE FORMS, 
HOUSE ORGANS 


Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 


COneeeeeceateeeeeanees 











SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to get it, 
is a part of “Recorder’’ service to 
merchants. 











wear for the most part, although a few 
Fall styles are being turned out. 





Demand Still Strong for Low Cuts 


Winter weather has not in one whit 
crippled the demand for high grade 
women’s slippers, the retail shoe mer- 
chants say. And they are selling a 
steadily increasing number of low shoes, 
many with beaded toes and with beaded 
instep straps—styles which are gaining 
in popularity. They report further 
that, although the snows have increased 
the demand for woolen hosiery, the 
demand for silk stockings has not 
fallen off. 


Factory Production Increasing 


With the growing demand for warm 
weather styles in women’s shoes, the 
output of the Craddock-Terry factories 
that turn out women’s footwear has 
steadily gained until one of them is now 
operating on the full time schedule and 
the other five days in the week. How- 


AFTER-EASTER BUSINESS TO BE 
GOOD 


New Buying Movement Expected to 
Continue 


Leading Lynn manufacturers have 
booked about all the business they can 
handle before Easter, and the salesmen 
are now seeking, and booking, orders for 
after-Easter shoes. 

Many merchants, acting in co-opera- 
tion with manufacturers, are apparently 
getting back to the pre-war basis of 
quick turns of styles. Indeed, that 
policy has been revived of ‘‘one new 
style each six weeks.” 

To secure quick production of the 
new styles, Lynn manufacturers are 
not only strengthening their designing 
of shoes, but are introducing new and 
improved machinery into their shops. 
Indeed, the demand for certain ma- 
chines, particularly fine stitching ma- 
chines, perforating machines, and other 
style making machines, is greater than 
is the present supply. 

Evidently Lynn manafacturers, who 
keep in close communication with some 
leading shoe merchants, are convinced 
that styles in women’s footwear are 
here, not. as a fad, but as a permanent 

investment. So they will continue to 
develop st-yles. 


Lynn 





Predicts Demand for Novelties 


A steady increase in the demand for 
novelties in women’s shoes in the South 
is predicted by W. J. Bennett, president 
of the Bennett Shoe Company, whole- 
salers in fancy shoes for women. Mr. 
Bennett has made two trips recently 
to the Northern shoe markets and has 
brought back with him a sample line 
which includes suedes in gray, black 
and brown suede and brocade combina- 
lions in several colors, and a variety of 
styles in satin. The instep strap is 
featured by this company. 


Craddock-Terry Wins Suit 


A suit for several thousand dollars 
which the State claimed against the 
Craddock-Terry Company for back 
taxes for the years 1903.to 1915 in- 
clusive was decided in favor of the 
Lynchburg Company by the State 
Supreme Court of Appeals in a recent 
decision. 





Some After-Easter Shoes 


Some new samples of after-Easter 
shoes, made by Briggs & Hutchinson, 
show such shoes as these: 

A “Maystile’’ pump, having a patent 
leather vamp and foxing, and a one 
piece inset strap and tongue of gray 
suede leather. The French braid, with 


which the shoe is bound, is carried . 


along the foxing, and over the gray 
suede tongue, making a border for the 
tongue. Small is the tongue, of course. 
The heel is a Louis 17-8 high. 

A somewhat similar style also has a 
patent leather vamp and foxing and a 
one piece overlay strap and tongue of 
patent leather. A gray suede diagonal 
is set into the patent leather tongue. 

A third shoe, called a Princess sandal, 
is of black kid leather, with an imitation 
stitched tip, a single strap that is fas- 
tened by two smoked. pearl buttons. 
It has a 14-8 military heel. 


McKays—How They Are 
Made 


Shoe buyers are apt not to be inter- 
ested in the mechanics of shoemaking. 
But in the mechanics of the new flexible 
McKay shoes, light and dainty, there is 
something worth a bit of attention, for 
the new McKays represent a new style 
development. 


Flexible 
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These new flexible McKay shoes are 
stitched with a fine needle and thread, 
making a fine seam that is an essential 
of all shoes of the dressmaking type. 

This fine seam is a tighter, stronger 
and yet more flexible seam than ever was 
stitched by a McKay machine before. 
Also, a shoe stitched with this new fine 
seam can be better levelled and bottom 
finished than ever was a McKay shoe 
before. 

As for the mechanics of the case, a 
new flexible McKay machine is stitched 
with a needle that measures 88-1000 of 
an inch in the micrometer, while the old 
style, coarse McKay shoe was stitched 
with a needle that measures 112-1000 
of an inch. 

But these micrometer measurements 
may be Greek to many a shoe buyer. 
So let it be said that the big needle, used 
in stitching the coarse McKay shoes, 
made a thread hole about the size of an 
eyelet, while the small needle, used in 
stitching the new flexible McKay shoes 
makes a thread hole about as small as a 
needle point perforation. 

Furthermore, the fine needle takes 
twice as many stitches to the inch, and 
two stitches are always stronger than 
one. 

Besides, there are a number of other 
points of mechanics in favor of the flexi- 
ble McKay shoe, made by the new 
methods. 


Low Heels Favored 


Thomas W. Gardiner, the veteran 
Lynn last maker, speaks of a new and 
brisk demand for lasts for women’s 
shoes. New models, for after-Easter 
styles, favor 14-8 heels. Mr. Gardiner 
also adds that he never knew a time 
when shoe manufacturers were so very 
particular about the fitting qualities of 
their lasts. 


New Factory Occupied 


J. J. Lippitt Company have moved to 
the factories on Box Place. formerly 
occupied by the Colton Shoe Company. 


~ 
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They had a “shop warming” last Mon- 
day night. Mr. Lippitt has incorpor- 
ated the business, with a capital of 
$100,000. Speaking of styles, Mr. Lip- 
pitt says one and two strap gray suede 
pumps are the best sellers at the present, 
that a demand will set in after Easter 
for gray kid pumps, also for colonial 
pumps, and that by Summer time the 
strap pumps will be in complete favor 
again. 


Fancy Buttons Selling 


Lynn dealers in fancy buttons report 
quite an increase in the sale of their 
goods the past two weeks. Apparently, 
the buttons will be used on the strap 
style pumps for Easter and after- 
Easter. 


75 Per Cent Low Cuts 


A Lynn shoe expert, generally familiar 
with what is being done in Lynn fac- 
tories, estimates that at least 75 per cent 
of this year’s production of shoes will be 
made up of pumps and oxfords. He re- 
serves the right to increase this estimate 
if the Fall finds low cuts still in favor. 


White Calf for Summer 


Of white calf leather, for Summer 
shoes, a Peabody tanner speaks highly. 
“It would be,” he argues, ‘‘a fine style 
indeed, even an exclusive style shoe, for 
only a small quantity of white calf, 
leather can be made. Furthermore, 
when white calf leather is made right 
it’s a handsome leather for shoes. 


Oxford and Arctic Combination 


Says a Lynn designer: ““With keen 
interest am I watching to see if those 
novelty arctics, with heather tops or 
blue tops, appear in number for the Fali 
trade. For if they do, it is farewell to 
boots in my line. I can plainly see that 
if women like novelty arctics, they will 
buy them for their style value, and will 
buy oxfords to be worn under the nov- 
elty style arctics.” 


Brockton 


WOMEN’S SHOE OUTPUT 
INCREASING 


With few exceptions Brockton fac- 
tories are showing, for the coming sea- 
son, women’s welts in a variety of lasts, 
patterns and. color combinations. 
There are many specialties in these 
women’s styles, including fancy strap 
patterns and oxfords carrying 12-8 
Cuban heels. Heretofore, Brockton 
manufacturers of women’s footwear 
have confined themselves closely to 


staple lines. Now, however, they recog- 
nize the importance of specialties and 
have acted accordingly in the produc- 
tion of the new samples. There is no 
doubt that the output of women’s shoes 
among factories in Brockton and towns 
in the Brockton district will show a sub- 
stantial increase this year over all 


- previous periods. 


Adding a Line of Women’s Shoes 
Chas. A. Eaton Company, makers of 
the “Crawford” and ‘‘Eaton’’ lines of 











Where to Buy 


Women’s Shoes 

















BERS 309-529 JOHNS-* ST. 
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IN STOCK AGAIN! 


No.10!1 Sofia Turkish Slippers 
Imported from Constantinople. 
Colors for Immediate Ooliverys 


All Sizes and Colors 
Write for Sample and Price 
K-M-STONE IMPORTING CO- 

12-14-16 East 2end Si--Wew York - 


TURKISH SLIPPERS | 








A HIGH-STYLE LINE 
OF ° 
Women’s Fine Turns 
and Novelties 
TESSIER & BOWDOIN 


0 Phoenix Row Haverhill, Mass. 
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K ELLYKARDS 


Have been the standard retailers’ 
window cards for eight years 
ASK US ABOUT KELLYKARDS 
“The Signs of Life” 
F. B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y. 















Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
‘allen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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THE LINE 


RETAILERS CAN 
DEPEND ON— 


CHUKRAFI, 


Quality Footwear 





Stabilize your Women’s, Misses’ 
and Children’s footwear business 
by sizing up your stock with 


GHUKRAFI numbers. 


Retailers ‘are fast finding out their 
real sales-building power. 


Showing New Tuxedo Pattern Ox- 
ford, made on Last No. 183, 12-8 
Military Goodyear Wingfoot Rub- 

ber Heels, Double Sole, Fudged 
Edge. In stock in the following 
sizes and widths: 


B Width 
C Width..........3% 
D Width 


Stock No. 108—Brown Side, @ page 
with Rubber Heel. - $3.55 


SEASONABLE SHOES 
AT REASONABLE PRICES 


©C&Edhoe Co- 


Columbus O 
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footwear, which have heretofore been 
identified exclusively with the produc- 
tion of men’s shoes, are adding, for the 
Fall season; a line of women’s welts in 
boots and oxfords. These will be shown 
to the trade in connection with the 
men’s lines by the concern’s salesmen 
in all parts of the country. 


A Pattern Maker on Shoe Novelties 


W. L. Dunbar of the Dunbar Pattern 
Company, whose headquarters are in 
St. Louis, where be is in charge of the 
Western Department of that concern, 
has been in Brockton and vicinity the 
past week. Mr. Dunbar, who has spent 
practically his entire life in the design- 
ing and selling of shoe patterns, is recog- 
nized as a style authority. On this 
point he says: ‘“‘With the growing de- 
mand for novelties in women’s footwear 
shoemaking and shoe selling are being 
revolutionized. Manufacturers who 
were formerly identified with women’s 
staple footwear are now almost without 
exception producing novelties. In fact, 
it has been the novelty game that has 
kept the shoe business going during the 
past year when there was practically 
no demand for staples. There is no 
question in my mind but that this 
novelty development will continue and 
that women’s shoes will, during the 
present year, represent to even a greater 
extent than at present, the highest de- 
gree of artistry as an adjunct to women’s 
wardrobes.” 


Ready to Show Fall Samples 


Practically all Brockton shoe mana- 
facturing concerns have completed their 
new sample lines and are ready to show 
their new styles to retail merchants. 
Salesmen are calling on the trade and 
taking orders for immediate as well as 
future delivery. Factories are now 
fairly busy in the production of goods 
for March shipment, with special refer- 
ence to the Easter deliveries. Stock de- 
partments will be continued at all fac- 
tories for the Spring and Summer sea- 
son, some on a larger scale than before 
and all on a basis of prompt service. In 
fact, the merchants’ method of buying 
frequently and in small quantities em- 
phasizes the importance of the service 
rendered by the stock departments of 
Brockton factories. Business paper 
advertising will emphasize the stock 
departments during the next few weeks 
and offer to merchants goods which they 
can obtain promptly and according to 
their needs. 


Narrower Toes in Men’s Shoes? 
‘There seems to be a tendency among 
certain shoe buyers,’’ remarked a local 
manufacturer of men’s shoes, “toward 
the narrower toe Jasts. We have taken 





several orders recently calling for 
pointed toes in contrast to the round toe 
which has hitherto constituted a large 
part of our saies. I think that during 
the next few months we will see a tend- 
ency towards narrow toe lasts in men’s 
shoes. Women’s lines are all featuring 
narrow toes. Men’s styles in lasts 
usually follow along with the women’s 
styles. I think that while we shall not 
see the old razor toe again, there will be 
a narrowing of toes in men’s footwear. 
Nothing looks so well on a young man’s 
foot as a shoe with a narrow toe. It 
gives an opportunity for attractive style 
which, in my opinion, is not obtainable 
in the wider toe lasts.” 





Young Shoe Man a Director 


John S. Kent, of M. A. Packard Com- 
pany, was recently elected a director of 
the New England Shoe and Leather 
Association, thus receiving recognition 
from an organization with which Mr. 
Kent, Sr., has long been identified and 
has served as president. Mr. Kent, Jr., 
is superintendent of the M. A. Packard 
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Company plant and is a_ successful 
example of the college man in business. 


To Build Factory Addition 


The Diamond Shoe Company, with 
factory ‘in the Montello district, will 
soon begin the building of an addition 
to the plant which will supply, when 
completed, 16,000 square feet of addi- 
tional manufacturing space. The daily 
output of the factory will then be in- 
creased by 1,400 pairs with the employ- 
ment of many additional hands. The 
new addition will be used principally 
for the production of women’s footwear 
with which the Diamond Shoe Company 
is now prominently identified. 





New Factory Manager Named 


D. F. Quigley, formerly a member of 
the traveling force of Thompson Bros. 
Shoe Company, is now manager of the 
Conrad Shoe Company’s factory in this 
city. Mr. Quigley has had extended 
experience in selling goods and is also 
at home in men’s footwear production. 


Haverhill 


INVESTIGATING SHOE PRICES 


Haverhill Men: Making Tour to 
Look into Conditions ~ 


Representatives of the Haverhill Shoe 
Manufacturers’ Association, Haverhill 
Chamber of Commerce, Shoe Workers’ 
Protective Union and other labor 
organizations are making a tour of the 
various shoe centers in the Eastern and 
Middle States for the purpose of ascer- 
taining labor conditions in those places. 
Hours, earnings, processes and other 
details of shoe factory work in cities 
which compete with Haverhill will be 
carefully studied. Places to be visited 
include Brockton, Newburyport, Lynn, 
St. Louis, Cincinnati, Rochester and 
elsewhere. Leslie H. Marshall, formerly 
manager of a local eoncern and a shoe 
man of extended experience, represents 
the Haverhill Shoe Manufacturers’ 
Association. 
tions and unions will be called upon. 
It is expected that the result of this 
trip will be of great value to the shoe 
manufacturing industry of Haverhill, 
as a means of stabilizing and unifying 
wages at local factories. 


New Styles in Preparation 


Haverhill makers of women’s novelty 
slippers are constantly at work on new 
designs to interest the buyers. These 
are gotten out by pattern makers and 
put into the works for sample produc- 
tion as speedily as possible. Buyers 





Factories, trade associa-. 


are in a receptive mood for women’s 
novelty footwear and many are visiting 
Haverhill factories daily in search of 
such novelties. In the Boston offices 
new samples are being shown daily. A 
continued stream of practical novelty 
styles is flowing from Haverhill plants 
into the hands of buyers. In fact, 
Haverhill made footwear is setting new 
standards in this direction, which the 
buyers are quick to appreciate and to 
order. 
Many Inlay Effects 

‘The new styles which are being shown 
by Haverhill manufacturers include a 
great amount of ornamentation which 
is made a part of the upper as the shoe 
goes through the factory. This is in 


‘contrast to attached ornamentation. 


There are many varied tongue effects, 
panels, cut outs and perforations, all 
adding to the factory labor. Straps are 
having a great run in low cuts, with 
colonials closely following. Suede, 
Russia calf and kid, in grays and dark 
browns, are best sellers in both strap 
and plain pump patterns. Wood 
covered heels are showing more variety 
than at any previous time, with the full 
Louis, junior Louis and baby Louis all 
having an important part in the pro- 
duction of turn, 
footwear. 


Factory Demand for Skilled Help 


The rush of business which is coming 
to - Haverhill factories has caused a 


welt and McKay . 
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HARTMAN 


The Fastest Growing White 
Shoe House in the United States 


THE NEWEST NOVELTIES IN TURNS AND McKAYS 
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No. 400—White Duck Mc- } 
Kay Anklet, 12-8 Military No. 465—White Duck Mc- 

Heel, Drill Lined, Last 38. Kay, One Strap, Last 38, 
Widths C and D. New Baby Louis Heel, 
Drill Lined. Widths C 
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speed for the biggest 
white season ever an- 
ticipated, our factory 
is running at full ca- 
pacity on the newest 
white canvas novel- 


Don’t delay placing 
your order. We are 
in a position to give 
you early shipments 
at the lowest prices. 
Act today! 


ties. 
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No. 410—White Duck Mc- 
Kay, Two Button, One 
ore, 12-8 Military Heel, 
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tremendous demand for skilled workers, 
both in the shoe factories and wood heel 
plants. Production is being speeded as 
fast as possible under conditions which 
are entirely the reverse of the business 
situation of a few months ago. Cutting 
departments are well supplied with 
help, but there is a shortage of fancy 
stitchers and heel coverers. Stitching 
departments are congested by the large 
amount of ornamentation which is re- 
quired and the insistent demand for 
Easter deliveries. 


White Shoes Now in Line 


Following the Easter season, which 
is practically closed as far as the taking 
of orders is concerned, Haverhill shoe 
manufacturers are expecting a large 
demand for white shoes, in strap and 
colonial patterns. This white shoe 
demand, which usually begins early in 
January, has been delayed this year 
through various causes. Now, the 
buyers are making up for lost time by 
placing orders in large quantities for 
delivery as soon as Easter orders are 
out of the way, although included in 
the latter there are many lines of white 
footwear. White shoes being made 
now are for the South and California. 


Death of Shoe Manufacturer 


The many trade friends of William A. 
Ryan, president of Wingate Shoe Com- 
pany of this city, will learn with sincere 
regret of his sudden death, after a few 
days’ illness, from pneumonia. He had 
been in excellent health, but was sud- 
denly stricken and removed to the 
Hale Hospital, where, notwithstanding 
the best of medical care, including the 
services of a Boston specialist, he 
passed away. Mr. Ryan, who was 38 
years of age, was born in Haverhill and 
educated in the local public schools. 
Following several years of work in 
Haverhill shoe factories he went South 
for a short time and organized a factory 
in North Carolina. He returned to 
Haverhill and began thé shoe manu- 
facturing business in a small plant on 
Wingate Street where he was associated 
with Joseph Gardella and Tenney 
Collins. Mr. Collins later wit®drew 
and Messrs. Ryan and Gardella estab- 
lished the Wingate Shoe Corporation. 
This has been developed until it now 
occupies a large plant on Wingate 
Street. Mr. Ryan served as a director 
of the Haverhill Shoe Manufacturers’ 
Association during the past year and 
was a member of several fraternal 
organizations. He was very popular in 
both business and social circles. Mr. 


Ryan is survived by a widow, two sons, 
a daughter, and several brothers and 
sisters. 
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Rochester 


EXPECT HEAVY SUBURBAN 
TRADE 
Traffic Terminal 

Established 

Shoe merchants here look forward to 
a marked increase in business from 
residents in the suburban districts 
through the establishment of a central 
union terminal for suburban motor 
busses and motor express lines. An- 
nouncement has been made by the 
Rochester Motor Terminal, Inc., that 
the terminal will be ready by April Ist. 
It is announced that the first payment 
has been made on the terminal site, 
which is known as the Gilbert Brady 
estate, lying south of the Erie Canal 
bed and extending from Plymouth 
Avenue to Fitzhugh Street, and that 
the stock issued has been more than 
subscribed. 

Some of the largest and oldest mer- 

cantile and realty interests in the city 
have representatives on the board of 
. directors of the Rochester Motor Ter- 
minal, Inc., which is composed of the 
following men: Samuel Parry, A. B. 
Headley, Lansing G. Wetmore, George 
R. Newell, H. L. Marsh, Thomas A. 
Morgan, George Wagner, George Buell, 
W. W. Powers, H. B. Graves, James G. 
Comerford, James P. B. Duffy, C. H. 
Quinn and Horace I. Kendall. 

According to present plans, an at- 
tractive passenger station will be 
erected on the Plymouth Avenue 
south frontage about a minute’s walk 
from Main Street. Facilities for hand- 
ling parcels of bus passengers will be 
provided free of charge. It is also 
planned to promote a motor express 
business as well as the passenger busi- 
ness, and it is said that a large building 
on the site will be remodeled to house 

‘the express matter in a safe and con- 
venient way for quick shipping. 


Central to Be 


Resigns to Enter Retail Trade 


Fred M. Wright of Rochester has 
resigned as New York City salesman 
for the Boyden Shoe Company to enter 
the retail shoe business in this city. Mr. 
Wright has leased one of the fine new 
stores in Powers building, his location 
being 5 State Street. He announces 
that he will feature the Nettleton, with 
Heywood shoes as his next grade. The 
new store will open about March Ist. 
Mr. Wright has a wide acquaintance in 
Rochester and is a popular member of 
the Rochester Association of Traveling 
Shoe Salesmen. 


Factory Executives Have Supper 


Members of the Rochester Associa- 
tion of Shoe Superintendents and 


Foremen held a sauerkraut supper re- 
cently at the Sherwood Shoe Com- 
pany’s dining room. George Wood- 
cock, vice-president of the Sherwood 
Shoe Company, and John F. Forbes, 
of the Rochester Business Institute, 
were the speakers. Mr. Forbes urged 
that the spirit of service which has 
characterized the professions should 
become more pronounced in the busi- 
ness world. 


Straps Good for Spring 


One and two strap ‘slippers for 
Spring will have an extensive sale, 
advance indications already show. Ac- 
cording to William Eastwood & Son 
Company, early expression of prefer- 
ences by many women indicates a call 
for the Louis XV heel of moderate 
height, and the low Louis heel with a 
shortened vamp in ooze calfskin in 
black, brown and gray and in black 
and brown satin. It is said that there 
is every promise of a noticeable use of 
satin in slippers for afternoon and semi- 
dress wear. 


Shoe Fitting Emphasized 


Correct shoe fitting now is being 
stressed in the advertising of William 
Pidgeon, Jr., of No. 75 State Street. 
‘“‘Nature never intended that our feet 
should irritate us. Corns, bunions, 
callouses, arch troubles and other ail- 
ments can often be traced to ill-fitting 
shoes.”” Mr. Pidgeon emphasizes the 
fact that shoes should be plastic over 
the nerve centers and firm where the 
contour of the foot must be kept in 
position. 


Industrial Conditions Improving 


Getting ready for the before Easter 
business, nearly all the retail merchants 
in the city are holding mark-down sales. 
The large men’s furnishing stores and 
department stores are advertising “‘odd- 
ment” sales and sales to clean up for 
the Easter rush. Shoe merchants 
also are reducing their prices consider- 
ably on all grades of shoes. Industrial 
conditions here gradually are improving. 
That the public is developing a strong 
buying bent is indicated in the unprec- 
edented sales made at Rochester’s. 
13th annual motor car show this week. 
Automobile dealers were amazed at. 
the abundance of business, and com- 
manding figures in industry who visited: 
the show uttered their unalloyed opti-: 
mism of better conditions in industry 
almost immediately. It seems that. 
the period of depression has beem 
bridged and that the public is fully 
conscious of this fact. 
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Vanity Fair styles harmonize with the 
subtle liberties of apparel for outing oc- 
casions quite as much as filling conser- 
— dealers’ requirements when sizing 
stocks. 


Around them is a comforting style as- 
surance, proven excellence of leather and 
dependable fitting features at prices ad- 
justed to present day levels. 


Better write John Fenton on the style 
situation. 


The John Fenton Shoe 
Mfg. Co. 


COLUMBUS, OHIO 
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SKIBO—Gray Suede Calf, 2 button, 
1 strap pump, brown kid collar 
and strap, Diamond tip, 14/8 Louis 
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RETAIL TRADE GOOD 


Winter Weather Stimulates Sale of 
Rubbers—Sales Continue 


It looks now as though February, 
traditionally one of the worst business 
months in the year, would this year 
prove an exception to the rule. Busi- 
ness has exceeded the very best that 
those who were inclined to look at the 
situation in an optimistic light ex- 
pected. It is a safe prediction that the 
pessimists will be very much dis- 
appointed should they look at the 
books of the average merchant for 
February, 1921. This good condition 
may be accounted for by the fact that 
stocks have been in excellent condition. 
Merchants did not overload—they 
bought sparingly on boots, and on 
low shoes. They had enough low shoes 
on hand, the Winter was mild and 
practically every shoe on their shelves 
was salable merchandise. 

The big blizzard which descended 
upon Boston a week ago Friday, with 
its five inches of snow, stimulated the 
sale of rubbers. Bad walking continued 
during the entire week and further 
helped rubber sales. It was noted, 
however, that not as many arctics were 
sold as were croquet rubbers. 

And there has been no excuse for 
the consumer to complain about prices 
on shoes; prices have been low enough 
for even the most economically inclined. 

For instance, at a basement sale at 
Hagan’s, in his two Washington Street 
stores, a lot of women’s boots and 
low cuts have been offered at from $1.00 
to $2.95. A-$5.00-and-under price for 
boots and low shoes is so common as 
to no longer attract wide attention. 


SOME PRICES QUOTED 


On Men’s and Women’s Shoes— 
Special Values 

At the All America Shoe Shops, 66 
Summer Street, 79 Tremont Street, and 
Willson’s ‘Shoe Shop, 388 Washington 
Street, a Russia calf boot built on dis- 
tinctive lines for women was advertised 
at $10. A very fine Russia calf boot 
for men was offered at $9.85. Other 
high shoes’ for men were offered at 
$6.85, and for women at $5.85. 

E. W. Burt & Co.’s Twenty-fourth 
Annual Mark-Down Shoe Sale con- 
tinues this week. In this sale some 
women’s two-strap pumps in gray and 
brown suede, formerly $12, were sold 
at $8.95; in men’s shoes, a men’s brogue 
boot, heavy grain, formerly $12, sold at 
$8.85. 

Nettleton Boot Shop sold tan and 
black calf boots at $11.85; these were 
reduced from $21; tan, black, calf and 
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Boston 


cordovan boots sold at $9.85, reduced 
from $14 and $15; tan calf and cordovan 
brogues were reduced from $15 and 
$16 to $10.85, and tan, black calf and 
cordovan brogues were reduced from 
$24 to $13.35. 

At T. E. Moseley Company’s, a wide 
variety of women’s boots, pumps and 
oxfords, values up to $16, were sold at 
$8.75. 

C. F. Hovey Company sold women’s 
high heel lace boots at $4.85, formerly 
$9 to $16 quality. These boots were all 
of the finest make. 

Gilchrist Company’s shoe department 
sold men’s custom toe shoes in brown 
or black leathers, with stout, welt 
sewed soles, in C and D widths at $6.95. 
Some women’s oxfords and pumps were 
sold at $1.98. 

At Thayer McNeil Company’s “mark 
down sale,’ special values in Russia 
calf men’s boots were quoted at 
$9.85 — these were $17.00 value. 
Another lot of men’s brogue boots in 
tan Russia calf and other styles in tan, 
black and black kid, also men’s patent 
and cordovan oxfords were offered at 
$9.85. Boys’ high and low shoes in 
tan and black, sizes 24 to 6 were 
offered at $4.85. 


SHOE CARE SPECIALISTS 


Are the Christiano Brothers at 


Thayer MecNeil’s 


i oseph and Tony Christiano, brothers, 
have for the past 15 years conducted 
a special department for the renovat- 
ing of footwear within the store of 
Thayer McNeil Company. A _ small 
space on the first floor of the Thayer 
McNeil Company store is reserved for 
the “‘shoe care” department. This is 
set apart from the rest of the establish- 
ment with gray velour curtains and 
here the women patrons of Thayer 
McNeil may have their shoes treated, 
either on or off their feet. 


Suede Leather Cleaned 


The Christiano brothers are special- 
ists in their line. For instance, when a 
woman who has just completed the 
purchase of a pair of light gray suedes 
wishes to know how she may retain 
their beauty, either one of the Christi- 
ano brothers. is called in as a consult- 
ing expert and the woman customer is 
advised as to the best process to be 
put into operation. The customer. is 
further advised that if she is unfortu- 
nate enough to get a grease spot on her 
shoes, or a “‘complicated” case arises 
to bring the footwear to the little 
“shop” enclosed by the gray curtains 
and “treatment extraordinary”’ will be 






given so that when the shoes emerge 
there from they will be “‘just as good as 
new.” 

Women climb into the big chairs in- 
stalled in this department to have their 
shoes polished or cleaned. During the 





THE CHRISTIANO BROTHERS 


Thayer McNeil Company specialists in 
the care of shoes of suede and shoes of 
other material 


Summer, many white shoes are cleaned 
on the feet. 

The Thayer McNeil Company con- 
siders that the Christiano Brothers give 
to the store’s customers a very satis- 
factory service. 


EXCHANGES AND REFUNDS 


Cited Where the Retail 
Salesman Wins 


The Boston public may be generally 
credited with being prone to ask for 
exchanges and refunds. Charge cus- 
tomers seem to be the worst offenders, 
but the cash customers are not far 
behind—white canvas shoes are some- 
times brought in during the Winte to 
be exchanged for Winter merchandise, 
or a refund given, and many pairs of 
felt slippers bought at Christmus time 
make their appearance at the shoe 
stores in the Summer for cash back, 
exchange or refund. The merchants, 
as a rule, grant these requests with a 
cheerful face, but after the customer 
has. departed, their smiling counte- 
nances vanish. Here is a case, however, 
where the retail shoe salesman saved 
the day for his house: 


Case Is 


A Satisfied Customer 
A woman came in recently with a 
pair of boots which she had purchased 
in 1907—14 years ago. She wanted to 


exchange them. On being asked what 
was the trouble, she said that she 
would like a little different style. The- 
retail salesman asked her to sit down ~ 
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Repco Makes 
Shoes Look New 


Repco is a liquid enamel used in the re- 
pair shop and in the home for renewing 
sole edges and heels. It is easily applied 
with the special brush provided with 
each bottle. , 


Repco does not rub off easily—the new- 
ness lasts. It doesn’t soil the clothes. 
Repco contains no varnish, shellac or 
other gummy substances. 


Repco is made in all the fashionable 
colors-—-white, ivory, champagne, light 
gray, dark gray and Havana brown. 


This is the season for large sales of Repco. 


Better order a stock of it today. 


United. Shoe Machinery Corporation 


Boston, Mass. 


BRANCHES 
Auburn, Me. Johnson City, N. Y. New York, N. Y. 
Brockton, Mass. Lynn, Mass. Philadelphia, Pa. 
Chicago, Ill. Marlboro, Mass. Rochester, N. Y. 
Cincinnati, Ohio* Milwaukee, Wis. San Francisco, Cal. 
Haverhill, Mass. New Orleans, La. St. Louis, Mo. 
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and try them on—she consented. He 
said, “Lady, that is a beautiful shoe— 
the stock is excellent. How much did 
you pay for them in 1907)” She re- 
plied, “About $4, I think.” “Well,” 
said the salesman, “‘you could not get 
that boot today for less than $12, and 
they fit you beautifully.” 

The woman admitted that they fitted 
her well, and the further arguments of 
the salesman made her realize that she 
really would make a mistake if she 
insisted on the exchange. To make a 
long story short, she decided to keep 
the shoes and thanked the salesman 
profusely for calling her attention to 
the excellent value which she had. 
The salesman, in turn, thanked her and 
himself for the fortunate turn of events, 
and the store, as they had good reason 
to, thanked the salesman for making a 
satisfied customer. 


RETAIL SALESMEN MEET 


Affirmative Side Wins in Plain Size 
Markings Debate 


The Boston Retail Shoe Salesmen 
met on Monday night of this week at 
the Hotel Seville, and after a dinner 
which was pronounced by all to be the 
very best enjoyed by the boys, the 
business of the meeting was on. First 
on the program was the consideration 
of an amendment to the constitution 
and by-laws to the effect that all nomi- 
nations for officers should be made 
from the floor. The motion was lost 
and a motion of H. F. Salisbury sub- 
stituted, namely, to have the nominat- 
ing committee acclaimed from the 
floor, they to bring in lists to be voted 
on at the annual meeting. This was 
voted on and it was generally felt would 
facilitate matters and be acceptable 
to all. 

Tom Lowden, professional 
tainer, made things merry. 


enter- 


An Interesting Feature 


One of the very interesting parts of 
the meeting was a debate on plain size 
markings. The affirmative side was 
taken by Henry H. Dahl of Thayer 
McNeil Company and E. Roy Smith 
of the Walk-Over Boot Shop, 378 
Washington Street. The negative was 
taken by Peter F. Girard of Hagan’s 
and E. N. Chalmers of the E. W. Burt 
Company. So good were the argu- 
ments pro and con and so quickly were 
the points made that it was very 
difficult to decide which side had won. 
The decision was made on a basis of 
points—two points being allowed for 
this, and one point for that. The nega- 
tive side overstepped the bounds on 


one occasion, using some points in re- — 


buttal that should not have gone into 
the argument, and were penalized. 
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When the final verdict was rendered it 
seemed to the judges that the affirma- 
tive side had won. 


A Worth-While Valentine 


W. W. Willson, general chairman of 
the N. S. R. A. 1921 convention com- 
mittee, received a worth-while valentine 
on Monday of this week. The valentine 
was a little daughter, and makes the 
second girl in the Willson household. 





Tribute_to Harry I. Thayer 


On his retirement from the 
presidency of the New England 
Shoe and Leather Association, 
Harry I. Thayer was rendered 
the following tribute, which was 
adopted at the annual meeting of 
the association, held in Boston, 
February 9, 1921: 

Whereas, Harry I. Thayer has 
faithfully and efficiently served 
the New England Shoe and 
Leather Association as its presi- 
dent for five successive terms, his 
incumbency having covered the 
stressful period of the Great War, 
during which time he gave to the 
association and the industries it 
represents his loyal and unre- 
mitting effort, and the benefit of 
his wise counsel; be it 

Resolved, That the heartfelt 
thanks of the- association are 
at this, its annual meeting, ten- 
dered to Mr. Thayer for his 
valued and greatly appreciated 
services, coupled with its best 
wishes for success in his new and 
important office of president of 
the Tanners’ Council of the 
United States, and for his future 
well-being and prosperity. 

ATTEST: 

(Signed) THOS. F. ANDERSON 
Secretary. 














Mr. Willson has been busy the past 
week receiving the congratulations of 
his many friends in the trade. 


CORPORATE NAME CHANGED 


Fibre and Leather Products Co. 
Now Eaton & Sons Co. 


The Fibre and Leather Products Co., 
dealers in leatherboards, fibreboards 
and fibre receptacles, has changed its 
corporate name to Eaton & Sons Co., 
and has removed offices from 166 
Essex Street to the Essex Building at 
683 Atlantic Avenue, opposite Hotel 
Essex. The organization personnel 
remains unchanged. 

Eaton & Sons Co. has completed 
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arrangements with the Fibreboard 
Company, under which they become 
selling agents and representatives for all 
products manufactured by this com- 
pany, which company isea recent con- 
solidation of the Hide-ite Company of 
Brockton, Mass., manufacturing the 
well-known “‘Hide-ite’’ leather and other 
fibre products, and the Metalite Com- 
pany of Amesbury, manufacturers of 
“‘Atlas’”’ and “‘Hercules”’ fibreboards. 
William E. Eaton, president of the 
Eaton & Sons Co., and his associates, 
have long been connected with the 
fibre products industry and are thor-— 
oughly familiar with the needs and 
requirements of the shoe industry. 


A Ceunter Club 


The Fibre Counter Manufacturers’ 
Club was organized recently after a 
dinner at the United States Hotel, 
Boston, and the following officers were 
chosen: Nathaniel Whitmore, Appleton 
Counter Company, Haverhill, presi- 
dent; William F. Wilkinson, Wilkinson 
Counter Company, Sale, vice-president; 
William E. Eaton of Eaton & Sons Co., 
Boston, secretary and treasurer. 


Strong Purchasing Power 


The Massachusetts savings banks’ 
assets last year were greater than they 
were the previous year by $101,862,- 
497.15 which indicates that the past 
year was not so bad for many folks as 
may have been thought, and that the 
public is not handicapped by a lack of 
purchasing power. 


A NEW ORLEANS VISITOR 


Thomas Arrow from Charles A. 
Kaufman Company 


Thomas Arrow, proprietor of the 
Charles A. Kaufman Company of 
Dryades Street, New Orleans, and for 
35 years a “‘Recorde:” subscriber, made 
a visit to the North recently, stopping 
at Philadelphia, New York and Boston. 
While in Boston, he called at the 
“Recorder” office and reported on his 
“scouting” expedition. “I find the 
general market very difficult to pur- 
chase from,” said Mr. Arrow. “I came 
here to buy certain goods, but find 
that the ones I want are very difficult 
to obtain. Our shoe business today is 
done on about six to eight shoes, satin 
strap slippers, suede strap slippers, 
and military heel oxfords. 


Changing Style Trend 


“The style trend changes so often 
that it is necessary to watch it every 
minute. Down with us, if Easter is 
warm, white shoes will make their 
appearance, and as to the continued — 
selling of satins, colored suedes, Russia. — 
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Stock No. 189—Victory Last, Cocoa Russia Calf Brogan Stock No. 236—Aristocrat Last, Gun Metal Calf Brogan 
Bal, Goodyear Wingfoot Rubber Heel, 13 Iron Edge. Sizes: Bal, Goodyear Wingfoot Rubber Heel, 12 Iron Edge. Sizes: 
AA, 7 to 11; A, 6 to 11; B, 514 to 11; C, D, 5 to II. AA, 61% to II; A, 6 to 11; B, 514 to 11; C, D, 5 to II. 











Reduced Prices For Quick Disposal 


The Need of Room For New Stock Styles Is the Reason 
For the Low Prices These Shoes 
Are Offered: 


$6.00 Prat 


On both Styles above if bought in 48 Pair Lots. Plenty on hand now. Orders 
will be shipped complete aaienes possible. When sizes run out~such will be 


cancelled. 


These Shoes Are Made Up in the Standard Just Wright Grade 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


BOSTON PHILADELPHIA CLEVELAND DETROIT 
Rice Building , 713 Denckla Building Superior Arcade Washington 


NEW YORK CHICAGO PITTSBURGH SAN FRANCISCO 
Marbridge Building Republic Building Empire Building Pacific Building 
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and kids after Easter, the weather man 
is the grand arbiter. 


Business Wonderfully Good 


*“Business has been very good in New 
Orleans. The general tendency, I find, 
is to complain, but when these com- 
plaints are run to the ground, it is 
found that ‘a good business year’ 
verdict is the only one that can be 


rendered from the general evidence 
submitted. We have had a wonder- 
fully good year; January has been a 
good month with us. We beat January, 
1920, by a good margin, and February 
has opened up wel’. 

“The Charles A. Kaufman Company 
put on about four sales during the year, 
sometimes having as many as 100 sales- 
people on these occasions.” 


Washington, D. C. 


MERCHANTS OPTIMISTIC 


Purchases Made, However, from 


Month to Month 


Washington shoe merchants are fac- 
ing the uncertain market conditions 
op:imistically, after having passed 
through the period of readjustment of 
stocks successfully. Very few of the 
dealers in the capital have been unable 
to clean out their old stocks and those 
who have not completed their readjust- 
ments are now doing so. 

Uncertainty as to the buying power 
of the public during the Spring and 
Summer, however, is forcing all shoe 
merchants here to go along with small 
stocks. All purchases are being made 
from month to month. Most of the 
purchasing public of Washington is em- 
ployed by the federal government. 
Many government clerks have been dis- 
charged during the past few weeks as 
the result of a reduction in government 
appropriations, and before July 1 be- 
tween 10,000 and 15,000 more are ex- 
pected to lose their positions. This 
looked for decrease in the buying power 


New 


BUSINESS BETTER THAN FAIR 


Buying Power of New York Public 
Not Greatly Affected 


Between clearing out the femnants of 
Winter stock and introducing Spring 
mérchandise, the New York shoe mer- 
chants are doing a business that most 
of them characterize as better than fair. 
In some cases, even on the reduced 
price level, merchants assert that their 
present sales are larger than last year. 
Because of its diversified industries, 
New York and the Metropolitan area 
are not saffering from much of an 
industrial depression. The spending 
power of the public, apparently, has not 
been greatly affected, although some 
merchants profess to see a slackened 
demand among the extremely wealthy 
class, as compared to the period before 
the war. 


of the Washington public is causing the 
shoe retailers especially to go slow. 


Novelties Are Selling Well 


The demand for women’s novelties is 
still strong in Washington. There is a 
heavy demand for grays in women’s 
shoes. Strap shoes are still in big de- 
mand. 


Vogue of Straps Indeterminate 


At the February meeting of the Wash- 
ington Shoe Retailers’ Association the 
principal topic of discussion was the 
demand for shoes with straps and after 
the subject had been thoroughly talked 
over, the members found that they were 
unable to judge how long the demand 
would continue. Representative Frank 
Murphy of Ohio, himself a shoe re- 
tailer, addressed the association on the 
subject of co-operation among retailers. 
The following officers were elected for 
the ensuing year: A. E. Felser, presi- 
dent; I. B. Nordlinger, vice-president; 
E. L. Burns, treasurer, and.H. J. Rich, 
secretary. 


York 


On the other hand the drop in prices 
has brought back into the buying fold 
those members of the great middle 
class who stopped buying when prices 
reached abnormally high levels. 


Location Plays Big Part 


The general situation, however, is 
still fraught with many peculiar twists 
and turns. One prominent shoe man on 
34th Street had a disastrous season on 
colored ‘satin evening slippers, and 
pulled himself through by having the 
remainder of his stock dyed black. 
Against this is the statement of a Fifth 
Avenue merchant to the effect that his 
colored evening slipper business this 
years was larger than last year. Henna 
suede pumps, which proved extremely 
popular in a certain Fifth Avenue 
store and enabled the manager of the 


department to re-order three times, 
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were “‘stickers”’ on 34th Street, and had 
to be closed out at less than cost. 

Cammeyer’s insist that at least 40 
per cent of their Winter business has 
been on high shoes, whereas most of 
the other merchants report that their 
high shoe business has not exceeded 
15 per cent and many of them place it 
as low as 10 per cent. 

“If I were buying my Fall shoes 
now,” said the manager of the Queen 
Quality Boot Shop, “I would carry not 
more than six styles, two in black and 
four in tan.” 

“The high boot is dead,” said one 
man, “and I don’t look for its revivat 
in the next generation.”” Another mer- 
chant insists that styles run in cycles 
and that these complete themselves in 
seven years. From the attitude of the 
retailers at present toward high shoes, 
it is apparent that they intend to stock 
up extremely lightly for next Fall. 


Straps Still the Favorites 


For immediate selling in women’s 
shoes the strap pump is still the favorite. 
Single straps are going as well as the 
two or multiple strap designs in most 
stores, and one store reports an excel- 
lent business in plain pumps with collar 
and tips of contrasting material, prin- 
cipally suede, trimmed with kid. “‘Plain, 
two strap or single strap,” said M. A. 
Weiss of Cammeyer’s, “it makes little 
difference as long as they are the 
proper shade of gray.’ This is the 
experience of many other merchants. 
Gray has caught on iike wildfire and 
menufacturers’ representatives here 
state that their factories have been 
caught short of gray suede and ooze 
with which to meet the augmented 
demand. Next to gray, champagne is 
a favored color in the new Spring 
shoes, but seems to be preferred in 
combinations with black kid. 

I. Miller & Company are showing an 
extensive line in this combination. One 
of their new styles is a multiple strap 
oxford which laces straight up the 
inside of the ankle. The vamp is of 
black kid, while the quarter and heel 
are of champagne colored suede. 


Deliveries Are Good 


Merchants here are fairly well pleased 
with the manufacturing situation. It is 
possible, they say, to get deliveries 
within three weeks of the time of plac- 
ing the orders in most cases, and this 
condition is favorable to the merchant 
who prefers to work on a hand to mouth 
basis. The fact that most of them are 
showing new styles continually indi- 
cates that they are buying fairly con- 
tinuously. Many of the merchants . 
assert that their customers now demand 
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The Sale Of Shoe Trees Is Not 
Confined To Buyers Of 
High Grade Shoes 


It is rather odd, how many shoe dealers be- 
lieve that shoe trees can be sold only in 
stores catering to the highest priced trade. 


This is emphatically not so! 


Our second best customer started four years ago with one 
store. Today he has four, all bustling, thriving establish- 
ments, selling medium grade footwear, and each one fea- 
turing a sale of shoe trees. 


And he tells us with enthusiam that shoe trees have not 
only been a source of direct benefit but they have been 
the indirect cause of much shoe satisfaction, and, therefore, 
pleased customers and greater sales. 


A medium grade shoe is just as worthy of shoe trees as the more ex- 
pensive kinds. 


And medium grade shoes “respond to treatment,’ as it were—stay 
newer—look newer—wear better, because of the trees. 


And the man with shoe trees is a cheerful customer—he’s satisfied! 


Suppose you try shoe trees—Miller Trees—in your store. 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


BROCKTON MASSACHUSETTS 
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something new in the way of style 
every month or so. This is true in at 
least one well-known store, where the 
charge records show that many cus- 
tomers are now buying on the average 
of one pair of shoes a month. 


Tongue Pumps Not in Demand 


Tongue pumps are still an unknown 
quantity so far as the consumer demand 
is concerned. Franklin Simon & Com- 
pany are showing a large line of tongue 
models appropriate for wear with the 
new Directoire modes which are being 
sponsored by the leading couturers. 
One of these carries a tongue about 
two and a half inches high and almost 


as broad with a contrasting decoration 
running up the middle. 


Sport Shoe Business Picks Up 


Business on sport shoes already has 
gained fair proportions. Fabric models 
trimmed with kid or calf are the best 
sellers and several merchants report 
that the black and white combination 
is proving more popular than the tan 
and white. The red, green or blue in 
combination with white is regarded as 
more or less of a “fad’’ and few mer- 
chants expect. heavy sales on them, 
although they have been stocked in 
small quantities and are being widely 
shown in window displays. 


Cleveland 


RETAIL TRADE BETTER 


Better Industrial Conditions Re- 
flected in Shoe Store Business 


The last week in this city has brought 
a slight increase in retail trade, not only 
in the shoe stores, but in all other lines. 
Statements made at the annual gather- 
ing of merchants from all over America 
recently to the effect that business is on 
the mend accurately reflects what is 
going on in the shoe stores of this city. 


Boots are still taking a back place in 
the minds of the consumers of Cleveland. 
The buyers are strong for novelties, with 
strap effects still taking a commanding 
place in the race for popular favor. 


Black satins and gray suedes in strap 
effects are going like ‘“‘hot cakes,”’ and 
colonial pumps seem to be coming back 
slowly after being in a state of “‘innoca- 
ous desuetude”’ for a few seasons. 


Any shoe that is low and has a fancy 
novelty effect catches the eye of the 
consumer in this city. The heel must 
not be high, for there is a stampede 
toward low heels. 

In several windows in downtown 
stores last week there could be, found 
displays of Louis heels on sale for $1.45 
and $1.95. These shoes were put on the 
market several months ago to retail for 
$15 and $18, and they could not be 
bought from the jobber a year ago for 
less than $7 and $12. But the shoes 
were on the shelf when the change in 
sentiment came, and now “‘it is a case 
of anything to get rid of them.” 


Large Merchants in Good Shape 


Discussion in shoe circles indicates 
that the big dealers in the downtown 
section are riding through the re- 
adjustment period with less trouble 
than is the small dealer on the outskirts 
of the city. 





The big fellow has been able to mark 
down and take his loss much better than 
the small merchant, who has only the 
immediate neighborhood from which to 
draw trade. The rapid turning of the 
stock in the large stores downtown has 
helped wonderfully. It has developed 
that the small merchant has not been 
ab.e to keep pace with the larger dealer 
in the race to dispose of high priced 
shoes that were purchased on a peak 
market, but the little fellow is holding 
on and doing his very best, A canvass 
of the stores in the outskirts of the city 
discloses that there has not been a single 
failure. All are looking forward to 
better times. 


Expects Good Spring Business 


Walter A. Synenberg, who is in busi- 
ness at 305 Prospect avenue, and has 
been in the shoe trade for approxi- 
mately 25 years, is looking forward to 
big business next Spring, and he is back- 
ing his forecast with hard cash. Mr. 
Synenberg looks upon the immediate 
future with such optimism that he is 
going to give his whole store a com- 
plete overhauling. The expense will 
run into the thousands of dollars, bat 
he is satisfied that Spring business will 
justify the expenditures in the long run. 
The man who is making this prophecy 
opened the store where he is now 
located just four years ago, and since 
then he has expanded gradually until 
now the space is four times greater than 
it was when the doors to the store first 
swung open to the trade. 

The first of the improvements was a 


‘new front. This has just been put in. 


It is an arcade effect, with exhibits on 
both sides of the entrance and enclosed 
in glass. The glass cases extend back 
fifteen feet to the door which leads into 
the store. Workmen are now getting 


BOOT AND SHOE RECORDER 83 


ready to redecorate the interior. The 
walls are to be repainted; the ceiling 
redecorated; new mahogany furniture 
and stools are to be placed; new velvet 
rugs are to be laid and the shelves now 
in the store are to be replaced. 


The man who does not prepare for 
better business next Spring will be mak- 
ing a mistake, says Mr. Synenberg. All 
lines of industry are looking for a re- 
vival, in fact, it is here. There is to be 
considerable building in this city and 
that will place money into circula- 
tion. 

As for the shoe business, the complete 
change in styles is certain to help busi- 
ness, as no woman wil. want to appear 
in ‘‘back number’’ shoes, notwithstand- 
ing she has just loaded up with oxfords 
and other styles of low shoes that have 
been selling well through the Fall and 
Winter months. ‘“‘There has been a 
general tendency on the part of the 
buyer to hold back, and as this has con- 
tinued for some time, there is bound to 
be reaction that will bring a wave of 
buying. It is time for the reaction to 
start and that’s why I am getting my 
store ready,” Mr. Synenberg says. 
Business, he says, has been good with 
with him throughout the Fall and 
Winter. 


Mrs. Wilbur Whitney Dies 


Men and women in all lines of the 
shoe industry in this city expressed keen 
sympathy last week for Wilbur Whit- 
ney, of the Whitney Roth Shoe Com- 
pany, jobbers, whose wife died Monday, 
February 7. The Whitney family is 
one of the pioneers in the shoe business 
in this city. Mr. Whitney’s father 
spent a long and honorable career in the 
business here, and his son has been a 
worthy successor. 


Two Stores Change Hands 


Two of the smaller shoe stores in the 
residential districts of this city recently’ 
have changed hands. Zak Brothers, 
who own a chain of stores here, have 
purchased the Jurgens store in Lake- 
wood, and Visner Brothers have bought 
the Joseph Dusek store at East 55th 
Street and Broadway Avenue. All 
parties to the deals are well and favor- 
ably known in this city. 


To Attend Indiana Convention 


Stanley E. Cutter, of the Ralston 
branch here, and George Woodruff, of 
the Johnson Baillie Shoe Company, are 
among salesmen who will leave here 
next Sunday for Indianapolis to attend 
the Indiana shoe retailers’ convention 
on February 21, 22 and 23. They will 
go from the Hoosier city to Cincinnati. 
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NEW WALDORF LAST 
MOST PERFECT FITTING STRAIGHT LAST 


2991— 
1991— Autumn Brown 
Havana Brown Kid Kid 
Oxford Sole, Leath- 
er Box Toe and 
Counter, Oak Grain 3991— 
Insoles, ExtraPrime Black Kid 
Oak Outsoles. New 
Waldorf Last. 


Price - $5.75 


SO OO << 


Price - $5.75 


ay 
Pe > 


Price - $5.50 


O38 


Vv 























qs 


= las US x ON Gk Fell pain 


eee wy Pa Al (P= ( 


The white season is starting and you should 
see a sample of this beautiful Jeather—a 
genuine soft hairskin cabretta, full chrome 
tanned, washable and durable. Also gray 
and brown suede cabretta. 

For women’s high grade boots, pumps and 
slippers. 


Smooth finish calf leather in black and the p god 
brown and mahogany shades. Side leather, black 
and, colors,’kid, glove and patent side leathers. 


All are Thistle Brand Leathers. 


J. A. MacDonald Leather Co. 
21 Lincoln Street, Boston, Mass. 
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St. Louis 


NOVELTY FACTORIES BUSY 


Specialty Houses Crowded with 
Calls for Quick Delivery Goods 


The relatively free buying which has 
been going on in the shoe trade for the 
past thirty days is beginning to show its 
effect in the wholesale district and par- 
ticularly among the manufacturing 
plants which are especially busy in their 
novelty or style divisions and are stead- 
ily increasing their forces or are read- 
justing: some sections of their plants, 
in the case of the general line houses, 
which had been given over to staple line 
work in order to keep the organizations 
as nearly intact as possible against the 
time when the demand should really 
develop. The specialty houses are 
being crowded with the calls for goods 
for quick delivery and more than one of 
them has ceached the point at which 
reservations have to be made in the 
promises as to delivery for the pre- 
Easter selling. One house at least is at 
the point at which it will not guarantee 
shipment in time for Easter selling, al- 
though it is still taking orders with the 
promise to do the best possible, condi- 
tioned upon the efficient operation of 
the plant and the ability to put on addi- 
tional help. Generally from the retail 
trade as a whole, both city and country, 
the report is that the outlook is improv- 
ing and the chief soft spots are in the 
acutely affected agricultural districts, 
especially the cotton sections, the wool 
areas and similar parts of the country. 
Collections are reported as improving 
somewhat, merchants either getting in 
more money or feeling safer in letting go 
of their funds which they felt they should 
hold against possible emergencies. The 
calls for adjustments, compositions, etc., 
are not quite so serious as they were and 
very generally the situation seems to be 
clearing up in various ways. 


Sales May Have Bad Effect 


In the St. Louis retail stores the clear- 
ance sale has been supplanted by the 
February sale, which is a “rose by an- 
other name,”’ but which includes spe- 
cially bought lots from manufacturers 
at cut prices as well as the clearance 
goods of the retail merchants which it 
has been determined to push out. The 
prices which are being asked for these 
goods show sharp cuts and the question 
is. beginning to arise as to whether the 
prices that will have to be asked for 
seasonable goods when the Spring buy- 
ing begins will not seem high to the 
consum¢rs and be the cause of a re- 
newed hesitation in buying. The ex- 
tremely open Winter which has pre- 
vailed and which is now so far advanced 





that there can be very little severe 
weather between now and Spring in this 
particular locality has cut into the high 
boot trade very sharply, as the public 
seems inclined, so far as the womenfolk 
are concerned at least, to buy practically 
nothing but low shoes. The high boots, 
however, which the local merchants are 
carrying in reserve stock are reported 
to be of a very safe character and will, 
therefore, for the most part be carried 
over to the Fall season, as they are ex- 
pected to be salable in the Fall. Only 
the most perishable goods will-be sacri- 
ficed during the present month. Early 
in March, unless there is a very sharp 
change in the weather and a late Spring 
indicated, the pre-Easter offerings of 
Spring footwear will be brought out and 
even now some so-called advance 
Spring styles, single items only, are 
being presented in the advertising. 


48-Hour Week Favored by Workers 


The Boot and Shoe Workers’ Inter- 
national Union, with a membership of 
about 3,500, and having jurisdiction 
over the employes of the Hamilton- 
Brown Shoe Company, the Johansen 
Bros. Shoe Company, the John Meier 
Shoe Company and the Missouri Slipper 
Company, all St. Louis houses, has 
completed a referendum on the matter 
of the 48-hour as against the 44-hour 
week and has voted -in favor of the 
maintenance of the 48-hour week. The 
employes in the plants referred to had 
been working on the 48-hour basis, but 
the production and labor situation was 
presented to them in such a manner that 
they decided in the interests of all 
parties that a 48-hour week was the 
best for all concerned and so voted. 
Under the decision as reached the work- 
ers will work four additional hours, will 
receive four hours’ additional pay and 
the companies involved will be able 
thereby to increase their output about 
10 per cent through the added time and 
the greater efficiency made possible by 
the longer work week. The new sched- 
ule will be divided into five days of 834 
hours each, with 4 1-4 hours on Satur- 
day. This action also placed the union 
in question on the same basis as the 
United Shoe Workers of America, an- 
other labor organization, which has 
adhered to the 48-hour schedule for 
several years. The new schedule will go 
into effect as soon as possible and will 
probably be in full working effect by 
March 1—in many cases before that 
time. The matter has been under nego- 
tiation between the employers and the 
workers since the first of December and 
was once voted down, but clearer ex- 
planations were sent out by the union 
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officials to the members and another 
referendum taken resulting in a reversal 
by a majority of almost five to one in the 
new voting. The officials of the union 
have formally ratified the vote of the 
members in the referendum and only 
the necessary shop details now have to 
be worked out. 


Fur Auction to Be Held February 21 


The February fur auctions which were 
set for February 7 in St. Louis and later 
postponed will open February 21 at the 
International Fur Exchange with a 
quantity of skins on hand almost if not 
quite equal in number to. the supplies 
available at the largest auction ever 
held which was that of February a year 
ago when the sales mounted to nearly 
$30,000,000. At the present estimates 
of value the skins to be sold this time 
are figured as likely to go for a total 
figure of about $15,000,000, evidencing 
the drop in raw furs which has taken 
place since the peak was reached. The 
records prepared for the auction show 
that there are already 12,653,771 skins 
on hand and supplementary lists always 
develop as shipments come in just be- 
fore the auctions open. The auction is 
expected to be a particularly good one, 
as the fur situation is regarded as well 
readjusted and the labor troubles of the 
fur garment making industry at an end 


Swope Shoe Company Employes 
Have Party 


The recent Winter party of the em- 
ployes of the Swope Shoe Company at 
the City Club proved a most enjoyable 
affair. It took the character of a dinner 
followed by short talks, dancing and 
games for those who desired. The en- 
tire store force was present and it is 
planned to make these gatherings which 
are under the direction of the associa- 
tion of employes a regular event. 


McElroy Sloan Plant Nearly Ready 


The work of equipping the new plant 
of the McElroy Sloan Shoe Company is 
going forward as rapidly as possible and 
it is expected to have the new factory in 
working condition within a very few 
weeks. The new factory building is the 
third unit in the group at 21st and Lucas 
Avenues, all connected by bridges and 
operated from the same power plant. 


Sar-An Company to Make McKays 
The Sar-An Manufacturing Com- 


pany of St. Louis, manufacturing . © 


women’s comfort shoes, will add 
women’s specialty McKays with an 
output of about 300 pairs daily to be 


distributed by the Tober-Saifer Shoe 


Company as wholesale distributors. 
(Continued on page 96c) 
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The White Shoe House of America 


Three Snappy White Styles That You 
Should Order Now for March —_ 


and April Deliveries 


Stock No. 6309 





Stock No. 926 


White Rainbow Cloth, turn, 
cross strap, white covered mili- 







White Canvas, one strap, two 
button, military cover heel, 








McKay sewed, turn effect. os . tary heel. 
. Widths B to E Stock No. 1515 Widtbs AA to E 
Price, $1.85 White Canvas ankle strap, choco- Price, $3.35 


late wing tip and counter foxing, 
white ivory sole, spring heel. 
5 to 8, $1.40; 8% to 12, $1.60 


CHIPMAN-HARWOOD COMPANY 


564 ATLANTIC AVENUE, BOSTON, MASS. 











































NOVELTY STRAPS 


Original in design. Hand workmanship. 
Standardized quality. Merchant or man- 
ufacturer can feature ‘“‘ DALCO”’ orna- 
ments with confidence. Style value 
and marketability is proved. Aug- | 
ment your sales and profits by their use. 


Write to-day for Illustrated Folder | 


~——SS_\ DALRYMPLE-PULSIFER CO. 


: HAVERHILL, MASS. 







STRAP SHOWN 
No. 3414 
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IN STOCK 


BRANDED OR UNBRANDED 





B-591 BRADFORD LAST 


NEWARK 
OXFORD 


Cherry Calf. A Style much 
in demand. Carries 1 inch 


Heel. Widths 0-4. 


PRICE $6.50 







Charles A. Eaton Co. 


** The Sterling Shoemakers of New England” 


Brockton, Mass. 


BOSTON — 207 Essex Street ATLANTA — 238 Peachtree Arcade 
NEW YORK — 127 Duane Street DETROIT— 461 Book Building 
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Banking Value of Mental Capital 
Influence of Business Reading 


( RRENT authorities on business and economics emphasize strongly the 

importance of Management in the successful conduct of business. The 
banker who lends money to an individual or a company, generally is willing to 
forego something of security in fixed capital if he can count upon a greater degree 
of skillful management. 










Mental capital—the ability and disposition to discharge 
an obligation—frequently is the best kind of collateral. 


As a reader of this publication, it should be a source of satisfaction to know 
that good Business Papers are admitted to be the most effective single instru- 
ments in their respective fields, for the development of mental capital. 





Successful managers are invariably close readers of their Business Papers. 
The editorial pages are richly laden with essential information, ideas and inspira- 
tion, while the advertising pages fulfill the function of a great market place of the 
industry. 







Selling The selection of a friend is NO MOTE {Lumber Trade Journal 
. . Lumber World Review 
important than the selection of your jyenutacturers’ Record 
Dicester business reading with its wonderful MeineEntinesrine 
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THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Ezecutive Secretary 
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For Merchants 


Who Know 
Real Value 


IN STOCK at $3.50 per pair for at once 
delivery. 


A Real Shoe to Retail at $5.00. 
Genuine Goodyear Welt 
Misses—12-2 sizes, B, C, D widths 


Toppie (6 14 inch) pattern. 
Fullfgrain mahogany calf. 
Full"length vamp with cap toe. 
High grade trimmings and linings. 
Fast color eyelets. 

Heavy solid leather innersoles. 
Grain sole leather counters. 

All solid leather heels. 

Heavy special top pieces. 

Prime scoured oak bend soles. 


Made over an up-to-date last that ap- 
peals to the best trade. Fine fitting pat- 
tern in A to D width. Stock shoes, B, C 
and D only. 


Send for In-stock booklet 
The L. D. Stickles Shoe Co. 


(Manufacturers ) 


Red Wing - 


Minn. 














8 

N244/ Yi 

SES VAVALL 
et a, a 


am 


AS. 


-ad-! 





(S 
ar ee 
ae ae 

ae 








A Monthly Show Card Service | 
for Progressive Merchants 


- Beautiful AntiqueFinishFrames and Neat 
Price Tickets at the start ad Sixteen (16) 


install 














Seasonable, Hand Designed Air Brushed Show 
\ Cards sent prepaid each month. : 


STANDARD 
Show Card 
SERVICE 


50 W.Washington St. 
CHICAGO, ILL. 
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Get started 2 
with March _” 


i's the bis. -* = 


Easter Issue 7 - servicenc. 


7 56 W. Washington. St. 
TEAR OFF THIS 7 CHICAGO, ILLINOIS. 


covrom / Kindly send me 
Now! ra a few Show Caste 


y and further information 
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ys NAME 
oe ADDRESS 











7 (This request incurs no-obligation. whatever } 
7 





MEOH 


mm oe 2eenrn 


Uy Vy 
4 4) 























Quality Value 


Shoe manufacturers know the quality value 

that is so characteristic of Spring-Step Rubber 

Heels. 

This is being proved conclusively by the ever 

increasing number of high grade shoes which 

- now equipped at the factory with Spring- 
tep. 








United States Rubber Company 
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RUBBER SALESMEN IN FIELD 


Offering Many New Styles in Boots 
and Rubber Shoes 





Rubber salesmen are now in the field 
olfering to the merchants of the country 
many new styles in rubber footwear for 
Fall and Winter of 1921-1922. Buying 
up to date has been done in a rather 
conservative manner—and the weather 
man is wholly to blame for this. It 
takes some real snow storms in Decem- 
ber and January to stimulate sales, not 
only on the part of the public, but on 
the part of the retail shoe merchant, and 
although the northern part of the 
country has been consuming its share of 
rubber footwear, there has not been the 
heavy demand which made retail mer- 
chants so much on the alert last Winter 
to “grab” everything they could get in 
the rubber shoe line. 


Storm Stimulates Trade 


Saturday last was a busy day at the 
wholesale houses in a great many cities 
and towns as the bigsnow storm ofa week 
ago Friday, which visited the north- 
eastern part of the country, caused 
people to make a rush to the stores for 
rubbers and arctics, and the stores, in 
order to meet the Saturday trade, made 
a rush to the rubber wholesale houses to 
fill in sizes on their stocks. In the 
cities more light rubbers were sold than 
arctics—the favorite being the light 
weight croquet. In the towns, arctics 
were the best sellers. Ee 

While the rubber men of the United 
States smiled cheerfully at the snow 
and rain of Friday, February 11, they 
could not but wish that the blizzard had 


arrived some time during the last of 


1920, with a few more blizzards thrown 
in during January, just for luck. 
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Rubber no aig 


The Market Situation - Prices and 
Style Information - Trade Notes 








The Care of Rubbers 





In selling rubbers and arctics, some 
retail merchants issue a word of advice 
to the purchasers. This advice can be 
printed, or given verbally, and it is that 
when rubber footwear is off the feet 
it should always be put in a dry, cool 
place, away from the sun. Many rub- 
ber companies claim that their rubber 
footwear is just as good a year after it 
is made as at the end of the first six 
months. With the right kind of care, 
the life of rubber footwear can be con- 
siderably prolonged by the consumer. 
The retail shoe merchant is well aware 
of the importance of keeping his stock 
carefully packed in a cool and 
dry location. 


A New Slip-on 


One of the new styles which has made 
its appearance in the line of a well- 
known eastern house is a new slip-on 
for women. This is shown in our illus- 
tration in this department. It is a 
dainty creation of the best grade, with 
special elastic flexible knurling. A fine 
quality of strap retains its elasticity. 
These slip-ons are made in full sizes 
from 3 to 7. One last and five sizes will 
take care of all requirements. The slip- 
ons are stretchable and will fit on several 
different, sizes or shapes of leather shoes 
—thus, size 3 will fit 24%; 3, 3%, ete. 
And these dainty creations when not in 
use can be easily carried inside milady’s 
vanity bag—thus, if the weather looks 
threatening when she leaves home for 
the matinee, she carries her slip-ons in 
her vanity case, and she may enjoy the 
show without any fear of possible rain 
taking the new look from her pumps of 
patent, or suede, or from her high 
shoes. 
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Footholds Good Sellers 


It is safe to say that footholds are 
one of the best selJers that a retail shoe 
merchant can include in his stock. 
Some come with the high instep, some 
with an open vamp upper, and there is 
also the popular croquet foothold. Of 
these three styles, the croquet is the 
most generally demanded. In New 
York and other large cities in the East, 
the high instep foothold is the more 
popular. Each merchant should deter- 
mine his selection by local demand 
preference. 


In Men’s Styles 


In men’s styles, a medium weight, 
self-acting clog is very popular in large 
cities. The men folks like a rubber 
which clings to the foot, one which is 
cut to fit the shoe, and one which will 
stay on until the wearer wants it to 
come off. City stores, especially those 
that cater to the better class of men’s 
trade, have found a good turnover on 
the clog styles. 

A light weight, self-acting over, net 
lined, with plain edge sole, bright finish, 
is a good seller. This is offered by the 
1921 salesmen in several lasts. 

A medium weight, self-acting men’s 
over, with bright finish, semi-rolled 
edge sole and heel, net lined, seems to 
have a nation-wide demand in all towns 
and cities where light rubbers are worn. 
This style also comes in boys’ lines. 
The rubbers are good fitters, cling 
tightly to the foot while worn, and are 
reinforced at every point where the 
strain comes. 


For Shorter Vamps 


The tendency in leather footwear 
toward a shorter vamp and broader toe 
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Gi QUALITY — QUANTITY p 
No. 103 and PRICE No. 301 


THESE THREE ARE THE IMPORTANT ELEMENTS 
IN THE 1921 LINE OF PARISIAN FELT SLIPPERS. 












Real felt---correct and new designs (we show two of them) and a sufficient supply makes them a 
line to tie to. Prices are adjusted to present conditions and will be found lowest combined with 


quality and workmanship. ; 
DON’T FAIL TO ASK YOUR JOBBER TO SHOW YOU PARISIANS. 
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PARISIAN FELT SLIPPER CO. Inc. 


195-197 Chrystie Street - - New York, N. Y. 
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“BAL TABARIN” | 


for all ; 
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Dress Occasions 
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MEN'S PATENT OXFORDS 


Custom Quality 


In Stock — Order Now 
eps 90.50 


Hand Turned —A Perfect Dancing Shoe 


HAZEN B. GOODRICH & COMPANY 
HAVERHILL, MASSACHUSETTS 
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is having its effect on light rubber foot- 
wear. A new foothold last for women, 
made in all widths and designed for the 
new type of shoes, has a slightly shorter 
vamp and a slightly rounder toe than 
has prevailed for some years. 


For Broader Toes 


In men’s goods the same tendency 
has added a new shape which represents 
a former model completely remodeled 
to meet present conditions. It is made 
in all widths. Though properly classed 
as a pointed toe, it is not nearly so ex- 
treme as had been found necessary for 
the past few years. It carries a trifle 
more swing in the forepart than the 
older model and the heel is large enough 
to take care of the shoes which are 
being most. widely sold today. 


A Silk Gaiter 


One of the new models which sales- 
men are offering to the retail trade at 
the present time is an all rubber gaiter 
with a moire silk upper. This style is 
for misses or children and is lined with 
black fleece. It has two buckles and is 
very attractive in appearance. Its sole 
is developed for hard service.. Those 
merchants who have featured this shoe 
have found it a quick-selling number. 


A FIRM MARKET 


Sellers Scarce—Buyers Not Eager to 
Purchase 


Although the market for plantation 
rubber was extremely quiet at the end 
of last week, there was a strong under- 
tone, for which the only apparent reason 
was the reluctance of sellers to do busi- 
ness at prevailing low levels. On the 
other hand, very few buyers appeared 
and they showed little desire to meet 
prices asked for the limited quantity on 
offer. Closing quotations were again 
fractionally higher, being 19c for ribbed 
smoked sheets on the spot or for Febru- 
ary arrival, 19%c for March, 22c for 
April-June and 26c for July-Decem- 
ber, with first latex pale crepe in any 
position held at a premium of a cent. 

Paras in this market are receiving 
little attention, but they are firm, espe- 
cially in the lower grades which are in 
scanty supply. Centrals are neglected 
and nominal. ~ 


Rubber Quotations 


Para—Up-river, fine....:.. 17 @.. 
Up-river, coarse......... 13. @.... 
Saleen, Be. 05s ees Ss 164%@.. 
Island, coarse..........: 12 G.. 
Caucho, ball, upper...... 14 @. 
Caucho, ball, lower...... 12 @.. 
EE EES cx ll @ 








—— mc 








Brown crepe, thin, clean. 16 @.. 
Brown crepe, rolled...... 13; G.. 
Smoked ribbed sheets.... 19 @.. 
Centrals—Corinto......... 12 @.. 
eS Ee Cera > lan AK 
Guayule, wet........... 15 @16 
Guayule, dry............ 23 @.. 
Balatta, block, Trinidad. 53 @.. 
Balatta, block, Colombian 38 @39 
Balatta, Panama........ 36 @37 
Balatta, sheet........... 65 @68 


Scrap Rubber 


The market remains dull and without 
interesting features. Prices are nominal. 


Boots and shoes............. 4@ 5 
Arctics, trimmed............ 3@ 4 
Arctics, untrimmed.......... 2@.. 
Tires, automobile .......... 1@.. 
Bicycles, pneumatic.......... 1@.. 
Hose, steam, fire............ .@1% 
Inner tubes, No. 1........... ..@ 8 
Inner tubes, No. 2........... ..@5 
Mexican—Scrap......:......  ..@ll 


SUBSTANTIAL REDUCTIONS 


Some Outing Shoes Have Dropped 
40 to 60 Cents 


Substantial reductions which are in 
line with the general downward trend 
of rubber footwear prices have been 











A New Style in a Smart Slip-on That 
Conforms to All Women’s Up-to-date 


Shoe Models. Can Be Folded to Fit 
“Milady’s” Vanity Bag 
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made by the Converse Rubber Shoe 
Company in its line of canvas-topped 
tennis and athletic shoes for the season 
of 1921. Shoes to receive the heaviest 
cut are the suction sole basketball shoes, 
the “Big Nine” and other outing shoes, 
and heel tennis, which have dropped 40 
to 60 cents a pair. Corrugated sole 
tennis, pumps and work shoes have 
been cut 15 to 25 cénts a pair. 

The following list gives the old and 
new prices of a few of the leading shoes 
in the Converse tennis line. Prices in 
every case are for men’s.sizes, and are 
subject to a 10-cent increase for bluchers 
where the bal: price is given on a shoe 
which is made in both bal and blucher. 
Corresponding reductions have been 
made in all other sizes of each of the 
following shoes: 


Tennis Price Comparisons 


Suction Sole Athletic: 
Price per pair 


Old New 
All Star, Blucher....... $4.10 $3.50 
Non-Skid, Blucher...... 4.00 3.50 
Sure-Foot, Bal......... 3.75. oa 
RN TO. fo acess «c's 3.15 23 
Snare Se 


Leather-trimmed Hiking and Outing: 
Magnet, Big Nine with 


Ee SA SE 3.35. 2.85 
Big Nine, Bal.......... 3.15. 266 
Peerless and Leader, Bal 2.40 2.15 
Knockabout, Bal....... 2.65 2.30 
Knockabout, Oxford.... 2.55: 2am 

Heel Tennis: 

Princeton, Bal......... 2.45 2.05 
Atlantic, Bal. :.:...... 2.10 4.95 

Corrugated Sole Tennis: 

Delavan,:- Bal... ... i: 2.30: 248 
Delavan, Oxford....... 2.10 1.90 
Elgin, Creole and Egq- 

WIGW GRE So 65 o'sche ave 1.60 1.35 
Elgin, Creole, and Eq- 

uity, Oxford. ..2...%... 1.40 - 1.15 

Pumps: 

Bettys Moe) | so 55 6 es de 2:25. 24m 
Janet, Heel............ 1.55 1.40 
Peggy, Strap, Wedge Heel - 1.60 1.40 

Work Shoe: 

AE ES Ti RE 2.85 2.60 





Sympathies of Trade 


Auburn, Me., February 13—Mrs. 
Charles Ault, wife of Charles Ault, 
treasurer of the Ault-Williamson Shoe 
Company, died Sunday morning, Feb- 
ruary 13, after a lingering illness of 
The funeral was held 
Wednesday afternoon. Mrs. Ault was 
beloved by all who knew her, and her 
loss will be keenly felt in this com- 
munity. Mr. Ault has the deep 


sympathies of the trade in his bereave- 
ment. 
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“CONSTANT 
COMFORT” 


America’s Best Comfort Shoe 


In addition to these high shoes we 
have a complete line of 
STRAP SANDALS ies. a is 
N ; ne a ag ——— a 
x J al, 8-8 Rubber Heel. n Stock: 
mae . J U L I E T S A D DD; 3h, Bee Pees. soi ccc $3.00 
No. 11—High Grade Black Kid Pol- OXFOR D S ALL 
ish, os 7 — Heel. In SSRENT commer 
Stock: C. D, E. rice...... $4.75 eg Se 
ct IN-STOCK ae ie 


LOW PRICES ARE IN ORDER 


Do not delay placing your order---Easter 
trade bids to be a record-breaker--- 
Be Prepared 


No. 28 & 
ss : No. 38 
No. 28—Black Kid Blucher Polish, . = 
11-8 Rubber Heel. In Stock: B, C, No. 38—Best Quality Black Kid 
$4.25 Polish, 13-8 Heel. In Stock: A, B, 
i. Ss. Ba tos cowie es $5.15 


No. 200 No. 37 


No. 200—Back Kid Polish, 9-8 No. 5—Best Quality Black Kid, 34 No. 37—Black Kid Seamless Polish, 


Fox Polish, 13-8 Heel. In Stock: 9-8 Rubber Heel. In Stock: C, D, 
A. CDi: Pilees:.: 5 cc... 2 SSS po ae ee ee $3.50 


AULT-WILLIAMSON SHOE CO. 


Manufacturers 


AUBURN a ‘ MAINE 


Boston Office: 139 Lincoln St. 


Rubber Heel. In Stock: D, E, EE 


Los Angeles Office: 109 East 8th Street 
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Weekly Review of Leather 
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F : 4 i di P | il not so heav i rv 
y owing to the low values 
air ra ing reval S prevailing on calf leathers. Full grain 
chrome colored sides bring from 35c to 
Increased Purchases of Upper Leather---No Recent 40c, 27c to 35c for mediums, and the 
lowest grade is quoted at 22c to 25c. 
There is a fair cal for buck sides in 


ae ; colors, the prices ranging at 50c to 60c 
While there is steady though very quoted 55c-to 65c per foot and 40c to per foot, 45c to 50c for medium and 





Change in Prices---Sole Leather Business Quiet 





































pri ie papas et eee As payne acpi Pccapieg bring from 5c 30c to 40c for lower grades. Elk leath- 
which ieddlentes that shoe ee d ¥ “ee is ob em Nee ores 7 : Padactdhyrabemacemer “Rez. 
; ponte : good grade is obtainable at around 40c downward according to quality. Good 
turers are waiting for larger orders be- per foot. . 
: F A a selections of heavy water-proof leather 
fore purchasing heavily of leather. Side Leather bri ‘ 
hl ‘ : ring 35c per foot with lower grades at 
Quite a flurry has been occasioned in TI * F ; a 4 : é 
rere has been a fair business in 25c upward. There is a fair call for 
the hurry up orders for gray suedes and ; Reem - es 
ae chrome colored sides, but the trading is heavy kips and veals in factories making 
colors in light upper leather for Easter 
and early Spring trade, and goods are 
being rushed through shoe factories to 
meet this demand. ° ° 
A better tone prevails all through the Comparative Leather Prices 
upper leather market. Manufacturers While there is no standard of leather quotations today in view of the wide range 
are sampling more freely in larger lots and absence of active trading, we give herewith a list of prices of reported sales as 
and are especially interested in colors, compared with ruling quotations of a year ago: 
dark shades of calf, also the lighter 
colors, gray and white. White cabretta Upper Leathers (Price per foot) 
is being sampled freely and manufac- Feb. 16, 1920 Feb. 16, 1921 
turers seem interested in fancy finishes ee”. OER LIAS PEE TET, $1.25 @$1.35 $0.60 @$0.85 
and colors for the women’s trade. SS SER TOI EPOREL A SOFT CS 1.20@ 1.30 50@ .70 
There is also a better call for leathers ENN 5 o5o sc bishcig c Saves iss od ane oe Gsacee 1.00@ 1.20 40@  .55 
for the men’s lines. There has been an Glazed kid (colors, best quality) ................. 1.25@ 1.40 .75@ 1.05 
increasing call for glazed kid in colors Glazed kid (medium, black and colors)........... —@ 1.00 40@ .60 
and a better business is also reported in Glazed kid (cheap to medium)................... 18@_ .55 —@ .40 
blacks. Saab DOUNOE (OGIO) 6.53.00 5s ook ed buen cewate dae 55@ _ .85 -25@ .40 
The market is in favor of the buyer ce ee | IRENE Aras ee an ae 50@ .75 ° —@ .35 
on sole leather, but when the demand Eg ooo iu segs tiem ascivanad ofa 55@ .75 —@ .38 
improves prices will be moved forward ie RES CR ra ees or eran ea et eee Cae .85@ 1.05 45@ .50 
as sole leather is now selling below cost _— Patent leather sides, No. 1................-0+0+: .90@ 1.00 40@ .50 





and tanners do not care to ‘make long 
contracts at present prices. 





Sole Leather (Price per pound) 







WI RN is ig it gahe. oes 5-383,5.4. 35 4d eS igtsrery tora ewe $0.56 @$0.57 $0.383@ — 

Calf Leather Hemlock seconds (Wiid):...... 25. on acd din ces vee 54@ .55 34@ — 

Sales have improved steadily of late, IN eed oad nds wo o'3,0.6-k ee eae baie he 84@ _ .85 53@ .58 

and while the volume is not as large as etic eM nha ie rane hc eiddiein a bak Ren ae .95@ 1.05 .60@ .70 
could be desired, sampling and small I 0 NE Soc so hoe 8 eG Oc eas ae oss San ‘82@ _ .84 .50@ 






purchasing is scattered over a wider 


area. There has been a good cal) for Raw Hides and Skins (Price per pound) 










ooze calf in various shades, especially Native steers, as used in sole leather, harness, etc.... $ —@$ .40 $0.15 @$0.16 
for gray. Some of the leading tanners Heavy Texas steers, for sole leather............... —@ .34 13@ «.14 
report a shortage on the finest selec- Light native cows, for side upper leather ........... —@ .40 11@ .12 
tions of leather. While prices vary Branded cows, for light sole leather . Sdiiatn s Qian —@ .31 —@ .ll 
those most heard are from 75c to 90c No. 1 buffs, for heavy upper and side Jeather . bisig koe 30@ = .31 .09@ .10 
for the finest suedes, 60c to 70c for a No. 1 Chicago City calfskins, for fine calf leather ... . 55@_ .70 10@ .20 
good grade and 50c to 60c for medium. Kips, for upper leather ............00.ccccseescoee A0@_ .60 08@ .15 





Full grain chrome calf in colors is B. A. hides, for hemlock sole leather ............... —@ .39 —@ 
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Your customers want a'satisfactory dressing for 
their white shoes! 


Kling White will please them best and bring 
them back for more. 


Kling White is easily applied. It dries even- 
ly in a few minutes—cleaning as it whitens 
and preserving the fabric of the shoe. 


And Kling White clings firmly to the Ps , 

shoe. It dogs not rub off! WEA Ky TG 
Kling White is used for Buck. . /J53\—o CGA EN 
. .Nubuck, Suede, Canvas and 1S : 
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all white duck fabrics. (7 
Make sure of enough -\ S\ wy 
Kling White to meet <7 
demands. Better . S 
order some 
more  to- 
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shoes for the agricultural and mining 
sections. 
Glazed Kid 


Makers of men’s shoes have been in 
the market for larger quantities of kid, 
and there has been a fair business 
booked for immediate and future de- 


livery. 
There has been a good call for 
ceclored kid. While there is a wide 


range of price the top grades are still 
held at a good figure. Leading tanners 
are quoting and obtaining for some 
grades 90c, 80c and 75c per foot and 
downward, according to quality. There 
are some who still hold their top grades 
of kid at $1.05, 95c and 90c per foot. 
Other high grade leather is quoted at 
85c, 75¢ and 60c respectively, and 70c, 
60c, 45e per foot. Blacks usually bring 
from 5e to 10c lower than colors. One 
tanner is reported to still hold his high- 
est. grade of glazed kid at $1.15, another 
at $1.10 per foot, but the average selling 
price for high grade leather ranges from 
75c up to 90c. There is glazed kid ob- 
tainable at below 50c, but it is of the 
medium and cheaper variety and from 
there the price ranges downward to the 
very cheapest according to quality and 
selection. 


Patent Leather 


The market is quiet on patent leather 
with not much trading either for export 
or home consumption. The best class 
of chrome sides are quoted at 45c to 50c 
for top grades, 40c for medium and 35c 
per foot for the lower grades. 


Sheep Leather 


Sheep skin tanners report a little 
better business in colors and ooze 
finishes. Top grades are quoted at 26c, 
to 30c and 18c to 24c for medium. 
Lower grades and cheaper selections 
can be obtained for considerably less. 
The low prices prevailing on cheaper 
grades of glazed kid have cut into the 
sales of sheep to a considerable extent. 


‘ 


Sole Leather 


The sole leather situation is quiet and 
shoe -manufacturers are waiting for 
larger orders of staple goods. Prices of 
sole are lower than they should be when 
their cost is considered. Prices range 
on No. 1 dry hide hemlock from 34c to 
40c per pound and downward according 
to quality. Sales have been small to 
sole cutters as shoe manufacturers 
bought sufficient to cover their present 
needs. Finders’ oak bends are held at 
85c to 90c but much lower quotations 
are heard. Prime packer steer backs 
are quoted at 55c to 60c_ per 
pound. 
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Indianapolis 


USUAL BUSINESS LULL 


Merchants Expect Early Buying for 
Spring, However 


Although the retail shoe business in 
Indianapolis is still rather quiet, local 
merchants say this is not unusual for 
this time of year. February, they say, 
is generally regarded as the tailend of 
the Winter season and a month in 
which only those actually in need of 
shoes do much buying. The majority 
of the shoe buying public, they say, go 
through February without buying any 
shoes in order to be in a better position 
to take advantage of the new Spring 
styles about the first of March. The 
merchants believe, however, that with 
continued mild weather prevailing, the 
early Spring buying will start about the 
latter part of the month, and that 
from then on until after Easter much 
activity will prevail. 

One of the main reasons for the lull 

in the shoe business during the last few 
weeks has been the absence of season- 
able weather. January was one of the 
mildest months of any Winter in 
several years, and February has been 
moving along with about the same 
kind of a record. This, of cou se, has 
made it difficult for the merchants to 
move their high priced Winter goods 
from the shelves and in several in- 
stances has forced additional dis- 
counts and price cuts. Sales of various 
kinds and descriptions are still in 
-vogue, but have failed to bring much 
response. However, most of the retail 
merchants were able to reduce their 
stocks to almost normal condition 
through the January sales and the 
feeling generally prevails that the local 
trade will enter the Spring trade in 
fairly good shape. 





Women Wearing Larger Shoes 


Reports have been in circulation in 
Indianapolis recently that women’s feet 
are growing larger, but salesmen in 
some of the large shoe stores of the city 
say this is not true. ‘‘No, I don’t be- 
lieve their feet are growing larger,’’ said 
one salesman, “but I think I know 
what probably started that report. 
You see women are buying larger shoes. 
They are buying shoes that fit the feet 
and that are comfortable, instead of the 
smaller sizes they wore in years gone 
by. Some women, in fact, lots of them, 
used to have a horror of a large shoe 
and would invariably try to squeeze a 
five and a half foot into a size four 
shoe and at the same time declare 
they were comfortable. The results 
were corns, bunions and otherwise 
sore feet.” The woolen hosiery fad 





during the last few months is said by 
the salesmen to have caused many 
women to buy larger shoes than they 
had been in the habit of purchasing. 
This also has another effect, the sales- 
men say. When these women, who 
have bought larger shoes because of 
their woolen hose, put on their silk 
stockings they realize immediately the 
benefits of a comfortable shoe and the 
chances are about ten to one that they 
buy that same size in the future. 


OTHER INDIANA ITEMS 

The enfire stock of the Fami.y Shoe 
Store, on the east side of the public 
square at Bloomington, is being dis- 
posed of in order to conform with the 
future business plans of Schloss & 
Schloss, a new business firm of Terre 
Haute, which has bought out the Fam- 
ily store from W. T. Summit. 

Peter Dolan, postmaster and pro- 
prietor of a shoe store at Avilia, Ind., 
and Frank E. Hersh, a railway mail 
clerk, have bought the Avilla News, 
a weekly newspaper which has been 
owned and published by Edward 
Hooper for the last 20 years. 

Early next week a force of carpenters 
will begin the remodeling of the in- 
terior of the Miner shoe store on West 
Washington Street, Frankfort. The 
new improvements will give Mr. Miner 
much additional space for the showing 
of footwear and will make it possible 
for him to greatly enlarge his stock. 
In the rear, a separate compartment 
will be built for the office. When 
completed, the store will be one of the 
most up-to-date of its kind in the state. 

The Hart Shoe Company of Ander- 
son, operating a chain of retail shoe 
stores in Indiana, has filed incorpora- 
tion papers with the Secretary of State, 
announcing a capital stock of $50,000. 
W. L. Hart of Anderson is president 
of the newly incorporated firm; M. C. 
Weible of Logansport is vice-president, 
and E. B. Young of Huntington is 
secretary-treasurer. In the deal con- 
summated, the Hart Shoe Store at An- 
derson becomes one of the chain, it was 
announced. 

Joseph F. Wessel, a member of the 
firm of Teeple & Wessel, retail shoe 
merchants at 718 Main Street, Rich- 
mond, has purchased the interest of D. 
H. Teeple, and will continue the busi- 
ness at the present location. 

The buying strike and the general 
industrial depression have been rather 
keenly felt in the shoe business, ac- 
cording to G. W. Gessler, of the Gessler 
Shoe Company of Evansville. He 
added, however, that the past 60 days 
have shown a big improvement 
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TWO MORE NEW GOOD NUMBERS 
UP TO THE MINUTE NOVELTIES FOR EASTER BUSINESS 
| THE LIVE ONES ARE BUYING 


BALL STRAP PUMPS AND OXFORDS 


HERE THEY ARE 





FER 
Net 30 Days, F.O.B. Boston 
Sold in 36 Pair Cases Only 
Samples on Request 


WE WILL SHOW ANOTHER 
NEW ONE NEXT WEEK ON THE FLOOR READY TO SHIP 


DELIVERY MARCH Ist 
B800—Women’s Tan Russia Calf, one B850—Women’s Co-Co Russia Calf, out- 
strap, two buttons, outside ball strap pumps, side ball strap and tip Oxford. McKay 
MeKay sewed, 13-8 military heel sewed, D width, 13-8 mili’ ary heel. $3 15 
Widths B and C. Sizes 3-7, 4-8 7, 3-8, 4-8 ° 


3.50 
BALTER SH OF CO WHOLESALE SHOES 
: . JOBS A SPECIALTY 
A MINUTE AHEAD — ALWAYS SOMETHING NEW 133-135 ESSEX ST., BOSTON, MASS. 
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The Latest Styles 


Require Its various adaptations are 
found in the best accepted 
vogue in both France and 
America. We supply widths 
for all styles. 
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Everlastik, Inc. 

52 Chauncy St., Boston 
395 B’way, New York 
SE 





TO MERCHANTS WHO BUY 
IN CASE LOTS OF A WIDTH 


Here is a new tongue pump in White Kid or Russia 
Calf that can be retailed for $6.00. We are taking 
orders for this shoe for delivery after Easter. Our 
line of McKays rival turns in flexibility and style. 
Send today for our early summer booklet. 


IIARRISON-LOCKWOOD CO. 
Shoemakers 


HAVERHILL, MASS. 
Boston Office—141 Lincoln St 
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Baltimore 


New Departments to Open 


Mirvis & Small who conduct a de- 
partment store at the corner of Broad- 
way and Eastern Avenue will open a 
shoe department for women’s, misses’ 
and children’s footwear. “Miss Frances 
Reynolds, formerly employed at the 


United Shoe Stores, will have complete 


charge of this new department. 
Mayer’s department store at 1213 
Light Street is also adding a shoe 
department under the management of 
Louis Mervitz, for the past seven years 
connected with Eisenberg’s department 
This depart- 
ment will carry a complete line. 


store as assistant buyer. 


Store Changes Location 


Kandel’s Novelty Shoeshop, formerly 
at 25 S. High Street, has removed to 
larger quarters at 1121 E. Baltimore 
Street. This is a decidedly better 
location and is fitted up in an attractive 
manner. 


To Retire from Business 


Frank Dvorak, 2235 E. Monument 


Street, will retire from business April 
1. He will be succeeded by Morris 
Mazor, who already has a shoe store on 
Patterson Park Avenue. This branch 
will be in charge of Mrs. Mazor. Mr. 
Mazor will continue the management 


of the Patterson Park Avenue store. 
Isadore Teweles, the well-known shoe 
merchant, operating a large store at 
211-219 N. Eutaw Street, is remodeling 
the interior. 


Retail Business Improves 


Business demands continue to im- 
prove. There is a growing demand for 
novelty footwear, principally satin, 
suede and light tan strap pumps and 
tan brogue oxford ties. Baby Louis 
heels are also becoming popular. There 
is a more optimistic feeling regarding 
the near future. 


Trade Association Meets 


The Allied Shoe Trades’ Association 
held a well attended meeting at the 
Rennert Hotel, on Thursday; Februar y 
3rd. The president, I. S. Hess, gave a 
resume of the work of the association 
during the past year, showing very 
successful progress. The Shoe Travel- 
ers’ Association were cordially invited 
to continue their co-operation in and 
with the organization. A very. in- 

_ teresting outline of styles and grades 

now popular in NewYork and other 
large cities was given by Mr. Vogel. 
It is probable that future meetings of 
the Association will be held in the 
rooms of the Merchants and Manu- 
facturers’ Association. 


- Memphis and Nashville 


TRADE MORE ACTIVE 


Business is improving with the mer- 
chants as Spring approaches. It is a 
good deal more active than it was in 
January, though of course the reduc- 
tions in values, special clearance sales 
and generous publicity have had some- 
thing to do with pushing up sales. In 
the course of a few days now the stores 
will be displaying their Spring goods 
and some of them now are making these 
showings. Many of the dry goods and 
millinery stores are and a few of the 
shoe stores. Yet there is considerable 
Winter stock yet on hand to be disposed 
of. 


Prominent Shoe Man Dies 


Morris Taube, a retired shoe man, 
aged 70 years, died on Feb. 2, at the 
home of E. Oppenheimer, 1498 Harbert 
Avenue, Memphis. Mr. Taube was one 
of the best known salesmen and depart- 
ment shoe men in Memphis. He was 
head of the shoe department at J. Gold- 
smith and Son Company for about 


thirty years and until two years ago 
when, on account of ill health, he had to 
retire from active business. He came 
to this country from Germany. 


Trade Events Staged at Some of the 
Stores 

Many of the leading retail shoe stores 
and department stores at Memphis are 
having clearance sales, Winter bargain 
sales and events preparatory to Spring 
business, in which very good values are 
offered at special figures. 

The Royal Shoe Store, at 111 Jeffer- 
son Avenue, have on a four-day sale of 
every pair of high boots in the house, 
high and low heels, special values at 
$3.85 and $4.85. The EEE Shoe Com- 
pany has completed a very successful 
13-Day Semi-Annual clearance sale but 
now have on a February feature of-a 
pair of shoes at a special price and an- 
other pair for an additional dollar. 
Florsheim’ Shoe Company, 85 North 
Main Street, show special February 
values at $7.85 and $10.85. 
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Ben Spears Shoe Company, South * 
Main Street, both in men and women’s © 
shoes has a special sale of a few days’ ™ 
duration, in the very finest shoes. © 
Bry’s department store at Memphis as 4 
well as their Queen Quality section for — 
ladies on the first floor have a special 7 
bargain basement. The Emerson Shoe © 
Store, South Main Street, Memphis, is 4 
showing some pretty windows in men’s | 
shoes, oxfords, tans, browns, black 
shoes and kids in many styles and indi- ¥ 
vidual foot suggestions. Claude Borum, 
manager of this store, is known as one of ~ 
the best window men in Memphis. The 
All America Shoe Store, Gupton’s, at - 
220 Fifth Avenue North, Nashville, is 
now showing Spring st yles—black kids, 
new straps in’ gray, black and brown 
suede shoes for women. Values from 
$6.85 to $12 are featured. Kuhn, 
Cooper-Geary, 215 Fifth Avenue, Nash- 
ville, are featuring Grecian boots and 
new hosiery for Spring. Kinney’s, at 
413-415 Church Street, Nashville, are 
featuring women’s black satin anklets 
in both low and French heels. 





Windsor, Ont., Notes 


Ken McKay with a shoe depart- 
ment in Harry Lynes Clothes Shop will 
discontinue the shoe business. 

Announcement has been made that 
Johnston’s shoe business has _ been 
taken over by a new firm and will be 
known as Dickenson’s “Boots and 
Shoes.”” This firm is at 347 Ouellette 
Avenue. 





Detroit Merchants Plan 
Annual Meeting 


The Detroit Retail Shoe Dealers’ 
Association will hold its annual meet- 
ing on March 15. This year instead of 
confining the attendance to merchants 
and men guests, a dinner and dance will 
be held in order to give the wives and 
women friends an opportunity to join 
in the festivities. 





ST. LOUIS 
(Concluded from page 85) 


Shoe Industry Second in Number of 
Workers 


The Missouri State Labor Bureau 
has completed the annual compilation 
of shoe industry statistics whicli shows 
that the shoe industry stands second on 
the list of producers, nearly one-tenth’ 
of the total industrial employment being 
accorded to shoe workers. About 23,000 
workers are thus employed in shoe, 
findings and supply lines. In miscella- 
neous leather goods lines, about 2,600 
are employed. 
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DECIDEDLY BROCKTON SHOES 
QUICK DELIVERIES 


Coasters Fine ene An A sar 
B Last. Made in all leathers. shoe for Style and Comfort. ade 
Coenett & Cook, ‘Galen, - “A.C. in all eathers. Creese & Cook, Gal- 
Lawrence Calf, 10 Iron, Rock Oak lun, or A. C. Lawrence Calf, 914% 
Sole $5.75 Iron, Rock Oak Sole......... $5.50 
uae eee ea occas sth 4.25 Side leathers c 
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Full Grain Patent Leather Dance llegge Pofemng you Pree > 
Oxfords TUTTE ER IEEE $4.75 for young men who wish to be up to 
the minute. Made on our Brogue 
and Semi-Brogue Lasts in all leath- 


Our Line 100% Goodyear Wingfoot Rubber Heels 


BROCKTON SHOE MFG. COMPANY, Ince. 


BROCKTON (Campello Station) MASS. 
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PHILADELPHIA TRAVELERS 
MEET 


In Fifth Annual Session—Banquet 
Representative Affair 


The fifth annual banquet of the Phil- 
adelphia Shoe Travelers’ Association 
was held on Tuesday evening, February 
8, at the Hotel Adelphia. This dinner 


EDWARD F. PORTER 


Ex-Secretary, Member of Board of 
Governors and Member of Banquet 
Committee, Philadelphia Shoe Travelers 


has year by year come to be a more 
important and representative gathering 
place of all branches of the shoe indus- 
try in and around Philadelphia, and 
with the members of the association, 
there were gathered together a total 
of about 225, which included retail shoe 
men, out-of-town visitors, Philadelphia 
manufacturers and others, making the 


gathering one that was thoroughly rep- 
resentative of the Philadelphia trade. 

The banquet was informal and per- 
haps all the more enjoyable on that 
account. Orchestra music and singing 
took place during the early period of the 
dinner, and at the conclusion of the 
affair, James S. Scanlon, Philadelphia 
representative for J. Ralph Baker Shoe 


R. W. FRANKLIN’ 
President Philadelphia Shoe Travelers’ 
Association 


Company, who acted as toastmaster, 
bade a welcome to the guests and made 
a report of the activities of the associa- 
tion within the past twelve months. 


60 Per Cent Membership Increase 


He justifiably spoke of the past 
twelve months as those of progress, 
showing an increase of 60 per cent in 
membership, the establishing of a death 
benefit fund, and co-operation with the 


Manufacturers’ Style Show staged” at 
the Hotel Bellevue-Stratford in July. 
The Travelers’ Association offered their 
services and were appointed members 
of the Reception Committee and aided 
in making the show the success it un- 
questionably was. In January, Messrs. 
Davis and Oberfield were delegated to 
attend the National Convention of the 


I. FRANK OBERFIELD 
Ex-President Philadelphia Shoe Trav- 
elers’ Association, Member of Board of 
Governors and of Banquet Committee 


National Shoe Travelers’ Association 
held in Des Moines, Iowa, and to ex- 
tend an invitation to the National body 
to come to Philadelphia for their annual 
convention in 1922. So well did they 
execute their mission, that the invita- 
tion was accepted unanimously and 


with enthusiasm. Mr. Scanlon then 
outlined the necessity for the close-co- 
operation of all branches of the trade 
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To Clean Out All Oxfords, 
Sandals, Shoes, Made by the 
Ramsey Patented Process 
that have Pigskin Innersoles 









As all our sandals, shoes and oxfords are now 
being made with solid grain leather insoles, we 
offer all we have in stock, made with pigskin 
insoles, at the following special prices. 












To be 
closed Regular 
at price 

No. 11—Children’s and Misses’ Plug Oxfords, Tan Chrome Uppers, Textan 
Sales, B00 Bi icccccccscccscdccecccsocccceseseesnéccoseecss $ .90 $1.20 
















No. 12—Children’s and Misses’ Barefoot Sandals, Tan Chrome Uppers, 


EE CO voc wkend dccndcenndcngiscséddnckslosatenn -90 1.25 








No. 14—Ladies’ Cherry Chrome Oxfords, Oak Soles, Rubber Heels. 244 to7 1.80 2.30 






No. 16—Men’s Tan Ventilated Oxfords, Oak Soles, Rubber Heels, 6 to 11 1.85 2.35 





No. 17—Children’s and Misses’ Cherry Chrome Bal Lace. 5 to 2......... 1.35 1.85 
meee 1h Gees TB 06 Sic vic ccccocndesaaviccvecetsssaescs 1.60 2.10 








The only reason for these low prices is because they are 
made with pigskin insoles and our standard now calls 
for grain insoles only. 








You will note that these prices are from 25% to 
40% below our regular prices. 











It will pay you to take advantage of these offerings. 
All of these are made by our Double Stitched Patented 
Process and all are guaranteed against the outsole 
loosening up. 













Re bis Don’t make any mistake—These are Regular Goods. 








No. 17 


T RAMSEY’S PATENTED PLAY SHOES 
HEY CANNOT RI 
GOODYEAR DOUBLE “Wr? WELT 


If your jobber does not handle them, write us é 


“IT’S IN THE MAKING” 
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in making the 1922 Convention a suc- 
cess, and one to linger long and pleas- 
antly in the minds of those who attend. 


Travelers Promote Co-operation 


Toastmaster Scanlon called upon 
R. W. Franklin, of C. S. Gibbon Com- 
pany, president of the Philadelphia 
association, who extended the greetings 
of the Philadelphia travelers to their 
friends at the dinner, and endorsed the 
things that had been said regarding the 
association work and future obligations 
during the past and coming year. He 
brought out that the shoe traveler has 
done more to bring the manufacturer, 
jobber and retailer into closer associa- 
tion and contact than any other one 
agency, or perhaps more than all to- 
gether. 


Association Activities Reviewed 


He drew attention to the fact that 
the association is holding regular 
monthly meetings at which there is in- 
variably a very interesting speaker, and 
has accomplished a great many things, 
both alone and in combination with 
other organizations of a similar charac- 
ter. Among these he named the deduc- 
tion of traveling expenses from the in- 
come tax, and intimated that there 
would possibly in the near future be a 
reduced railroad mileage rate for travel- 
ing salesmen. He closed with the plea 
for 100 per cent membership on the 
part of eligibles in the Philadelphia 
association, stating that their member- 
ship was now representative but was 
not entirely complete, and should be. 


John McKeon Talks 


Mr. Scanlon then introduced Mr. 
John McKeon of Laird, Schober & Com- 
pany as one of the speakers of the 
evening, and Mr. McKeon was able to 
keep his audience in a constant state of 
laughter and applause, covering in a 
humorous way a wide variety of sub- 
jects, from the wave of economy to the 
League of Nations, with just one serious 
thought injected into his remarks. 
This was that the perpetuation of the 
present improving conditions of busi- 
ness and living rests upon the reasona- 
ble buying of the general public. With- 
out buying, or the continuance of a 
buyers’ strike, so called, there would 
naturally follow a shutting down of in- 
dustry and the consequent inability to 
purchase, which would restore it. 


**Sell to Make, Make to Buy” 


He maintained that the tremendous 
increase in savings banks deposits were 
not an unmixed good because it indi- 
cated that many people were saving too 
much money instead of spending it and 


keeping the wheels of industry moving. 
One must sell to make, and one must 
make to buy—thus completing the 
circle. He concluded his remarks with 
an adaptation of a poem of James 
Whitcomb Riley, showing the apprecia- 
tion of the traveling man. 


Doyle Urges Unselfishness 


The next speaker was Bartley J. 
Doyle, president of the Keystone Pub- 
lishing Company, and one of the most 
prominent of Philadelphia publishers. 
Mr. Doyle gained the instant attention 
and sympathy of his audience with a 
couple of humorous stories and then 
developed the serious theme of his 
speech, which in effect was the need of 
unselfishness in personal and business 
life. He maintained that because of his 
wider contact with other interests, and 
the broadening of his life, the traveling 
man is perhaps the most unselfish or at 
least the least selfish of any class in 
business, and he urged for reasons of 
business success as well as any other, 
the continued development of this 
characteristic. 


President Geuting Talks 


Although not on the program as a 
speaker, George Geuting, recently 
elected president of the Philadelphia 
Shoe Retailers’ Association, was invited 
to say a word. Mr. Geuting extended 
to the traveling men. the greetings of 
the Philadelphia retail trade, and urged 
upon them their obligation to the 
smaller merchants, whose judgment 
might not perhaps be of the best. This 
obligation, he pointed out, was that of 
not over-selling them or selling them 
merchandise unsuited to their needs. 


Proper Customer Advice 


He said that the traveler held in his 
hands the greatest power toward the 
success, or lack of it, of the shoe trade 
as a whole, due to this failure to properly 
advise his customer, and while the order 
on the order sheet going into the house 
looked very well if it were swollen or 
improperly assorted, that the ultimate 
result, not only for the billed, but for 
the trade as a whole, was disastrous. 

At the conclusion of Mr. Geuting’s 
remarks, a vaudeville entertainment of 
several numbers was given. 


CHICAGO TRAVELERS MEET 


David R. Forgan, President City 
National Bank, Makes Address 


David R. Forgan, president of the 
City National Bank, Chicago, was greet- 
ed by a large and appreciative audi- 
ence when he appeared to address the 
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Chicago Shoe Travelers’ Association 
Saturday, February 12. Mr. Forgan, 
who is recognized as oné of the foremost 
financiers and students of business con- 
ditions, chose as his subject ‘Conditions 
of the Day.” 

“Business conditions are like a great 
body of water,” said the speaker. “‘We 
have been riding on a great wave of high 
prices and high wages. The wave has 
broken and we are now in the trough of 
the sea. The past six months are the 
worst I have ever seen in my forty- 
three years of banking experience. The 
panics of ’72 and ’93 were brought 
about by bad banking and financial 
methods. We have got beyond those 
conditions. In those panics England 
and continental Europe were in good 
financial condition and were able to 
come to our rescue. In the present 
instance Europe is worse off than we 
are and is hanging like a millstone 
around our necks. . 


4,000,000 Unemployed 


“The government bureau of statistics 
shows four million men out of employ- 
ment. It is as if a blight had struck 
business. Many large firms who made 
mnillions during the past few years have 
lost it all and more in the past few 
months. Big firms seem to have been 
hit harder than the smaller ones? 


Who Is to Blame? 


“Labor papers blame bankersand that 
almost indefinable thing known as Wall 
Street, a recent paper of this class 
stating that the whole trouble was 
brought on by Wall Street to break up 
the labor unions. If anybody is walk- 
ing the floor it is Wall Street. Political 
economists blame the banks and espe- 
cially the federal reserve banks, be- 
cause they are responsible for the in- 
flation of credit.”’ 

Mr. Forgan explained that it was 
impossible to accomplish the big things 
that were done without an inflation of 
credits. He explained the difference 
between money and credit, likening 
credits to water, saying we were accus- 
tomed to such terms as “liquid assets,” 
“floating of loans,”’ etc. He defined a 
“syndicate” as “a small body of men 
entirely surrounded by water.” 


**The Bad Morning After’’ 


In summing up the situation the 
speaker said it was useless to blame any- 
body. It was all brought about by a 
series of economic conditions that no 
body of men could possibly foresee, con- 
trol or prevent. 

“The business world,’ said Mr. For- 
gan, “has been on a big drunk and like : 
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C-367—No. 26 Russia Square Wave Wing 
a Lace Oxford, Fells Last. Heavy Single 
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the other kind of a drunk, there is a bad 
morning afterward. 

“If everybody had stood by their 
word and kept their contracts inviolate 
we would have been in better condition 
today. Cancellation and return of 
merchandise has caused tremendous 
josses in every industry. 

“Panics are the result of fear—un- 
ceasoning fear—and usually fear of 
something that does not happen or 
could be prevented. 


The Light Is Breaking 


“The indications are that the worst 
is passed. Business is coming back tu 
normal. The world has had a serious 
fever; temperature ran very high—as 
high as 105 degrees. Then reaction set 
in and it had a chill. The temperature 
is rising again; it will probably not go to 
the high mark but before the year is 
over it will again be around the 9814 
degree mark, 

“Many people, merchants as well as 
the great body of consumers, are not 
buying because they are not satisfied 
that prices have reached the bottom. 
A little business, a little buying, will 
make a rebound and business will go 
along. A good friend who is a tanner 
told me recently that his business was 
showing a decided upward tendency. 
Orders are coming in by wire which 
shows that the shoe manufacturers are 
also getting business. 

“T have great faith in this country. 
It is like a ship in a storm that always 
rights itself. 

“There ig a tendency toward easier 
money. It is not yet easy but is getting 
easier than we have had it. 

“Laboris getting a littlemore sensible. 
In a number of small plants with which 
I am familiar the men have readjusted 
working conditions, taken a slight wage 
reduction and the plants are going 
ahead. 

“The cost of living is coming down. 
It has not come all the way yet; many 

merchants still have a considerable 
quantity of high priced goods which 
they are trying to sell without serious 
Joss. But liquidation is on and goods 
on the shelves must be sold at prices 
which the public is willing to pay.” 


The Worst Has Passed 


In closing, Mr. Forgan gave the shoe 
travelers this bit of worth while advice: 
“Along with your line of shoes, show the 
best line of optimism you are capable of 
producing. The one hundred and seven 
million people of this country are still 
wearing shoes. The worst is passed. 
A little advance has been made. It 
will go along gathering force.” 
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BOSTON TRAVELERS’ SMOKER 


Honor Paid President George J. 
Nichols and Vice-President 
Frank B. King  —- 


One hundred and twenty shoe trav- 
elers in festive headgear, a dash of 
community singing, some mighty fine 
musical talent and much speechmaking, 
made the reception to the president and 
vice-president of the N. S. T. A. one 
of the real sessions of the opening 
smokers of the Boston Shoe Travelers’ 
Association. At the Hotel Essex last 
Saturday, President T. A. Delaney 
opened the session with a burst of 
oratory, followed by William Noll’s 
secretarial report which is tabloid 
history of the association, humorously 
put. The Travelers had for their head 
table men the following notables: 
George J. Nichols, Frank B. King, T. A. 
Delaney, Jack Jones, Edward Andrews, 
T. F. Anderson, John E. O’Brien, Harry 
LeFavre, William Noll, W. H. Larkin, 
E. M. Cox and Charles F. Maxwell. 


Good Business Builders 


The one great keynote of this meet- 
ing was emphasized by all. of the 
speakers—that the traveling shoe sales- 
men as a factor in distribution was the 
most important link in the restoration 
of business confidence in 1921. Shoes 
to be sold to the merchant must carry 
helpful suggestions from the traveling 
men as to the disposition of them to 
the public.’ Every traveling man in his 
contact with many people on his trips 
can do more to re-establish good busi- 
ness by a proper spirit than any other 
factor of publicity. 


The Human Element 


The first talk was by Arthur D. 
Anderson, editor of the “Boot and 


“Shoe Recorder,” followed by John E. 


O’Brien, who was the first president of 
the National Shoe Travelers’ Associa- 
‘tion. He stressed the fact that the 
N. S. T. A. was a haman organization, 
that he had watched the progress of it 
and “that it had gone ahead and not 
departed one iota from the lines laid 
down by its founders. It is the sales- 
man who is the human element of the 
shoe business. He is the contact man 
in the restoration of confidence. The 
greatest motive power that a leader can 
have is the support, loyalty and co- 
operation of his associates in developing 
the powers of the association.” Mr. 
O’Brien asked that these helps be given 
to George J. Nichols to make 1921 a 
great year in N.S. T. A: history. 


Work for Americanism 


Thomas F. Anderson, secretary’ of 
the New England Shoe & Leather 
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Association, explained the function of 
the National Shoe & Leather Style 
Show and Exposition, to be held next 
July and told something about the 
tariff and its effect on business. He 
hearkened back to the old motto of 
Boston, “Bigger, Better and Busier,” 
which had been substituted by “‘Band- 
etry, Bolshevism and Bootlegging,” and 
he called upon all of the traveling men 
to start in an education beginning with 
A, viz., “AMERICANISM.” 


Nichols Asks Co-operation 


President E. M. Cox of the Southern 
Shoe Travelers’ Association, James H. 
Stone, editor of The Shoe Retailer, 
and Charles F. Maxwell, spoke perti- 
nently to the occasion. After a charac- 
teristic introduction by President T. A. 
Delaney, National President George J. 
Nichols voiced the fact that he was the 
instrument through which the associa- 
tion could express itself and called for 
the individual support of every member 
of the N.S. T. A. 

Vice-President King wound up the 
speech-making program. There will be 
other smokers by and by. 


Emrich Loves **Comfort’’ 


Charles W. Emrich’s love for Com- 
fort shoes has caused him to sever 
his connection with a Cincinnati line 
that he formerly sold in Texas in order 
to represent Ault-Williamson Shoe 
Company, manufacturers of “Constant 
Comfort” shoes in Missouri and Kansas. 
“Charlie” feels at home with the two 
Charlies with whom he is now con- 
nected—Charlie Ault and Charlie Wil- 
liamson, as he bought shoes from them 
when they were travelers, while buyer 
for Bennett & Co., at Omaha, Nebraska. 
Mr. Emrich now resides in Kansas City, 
Mo., which he claims is the largest city 
nearest the center of the United States. 


Voorhees “‘Right at Home”’ 


James M. Voorhees, who formerly 
traveled Pennsylvania with an Auburn 
line of Comfort shoes, has again de- 
cided to leave his home and fireside 
and join the “Knights of the Pullman 
Car.” He will represent Ault-William- 
son Shoe Company, manufacturers of 
“Constant Comfort” shoes, in Indiana 
and Kentucky. Jim states that assign- 
ing him to this territory where he is 
well acquainted is just like throwing a 
rabbit into a briar patch—he is per- 
fectly at home. 


Whalen Returns Home 


Ex-Alderman John J. Whalen, Presi- 
dent of the John J. Whalen Shoe Com- 
pany, has returned from a successful 
Virginias, 


selling trip through the 
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Maryland, Pennsylvania and District 
of Columbia. He sells the John J. 
Whalen Shoe Company lines, also the 
Barney, Capen & Denham Skildcraft 
lines. Mr. Whalen makes his home 
with his brother, P. M. Whalen. 


SOME ELBINGER SALESMEN 


A Group of Hustlers and Territory 
Covered 


J. T. Bradley, Kent, Wash., covers 
Washington and Oregon; D. G. Brock, 
Clio, Ala., Southeast Georgia and 
Florida; P. F. Carter, Charlotte, N. C., 
western half of North Carolina; F. M. 
Eggers, Jackson, Miss., southern half 
of Mississippi; C. B. Elvington, Colum- 
bia, S. C., western half of South Caro- 
lina; T. C. Eubank, Athens, Ala., West 
Tennessee; J. E. Foster, Kansas City, 
Kansas, Nebraska; D. B. Franklin, 
Russellville, Ky., western Kentucky; 
A. O. Gardner, Louisville, Ky., Eastern 
Kentucky; J. J. Hodge, Rutledge, 
Tenn., East Tennessee; L. A. Howorth, 
Tecumseh, Nebr., Kansas territory; 
W. LeBlanc, New Iberia, La., Southern 
Louisiana; F. L. Mason, San Antonio, 
Texas, Southern Texas; W. W. May, 
Greenville, Ala., South Alabama; H. D. 
Melton, Huntington, W. Va., Southern 
West Virginia; E. L. Overstreet, San 
Antonio, Texas, Northern Texas; W. E. 
Perry, Fayetteville, N. C., Eastern 
North Carolina; -M. P. Rhodes, Gads- 
den, Ala., Northern Alabama; C. F. 
‘Richards, McDonald, Pa., Northern 
West Virginia; C. D. Riggs, Temple, 
Ga., Central Alabama; Earl)j Ruger, 
La Crosse, Wisc., Southwest Wisconsin 
and Southeast Minnesota; A. W. 
Stevenson, Columbia, S. C., Eastern 
South Carolina; J. M. Stout, Gate 
City, Va., Southern Virginia; V. Sum- 
merville, Little Rock, Ark., Arkansas; 
J. E. Taylor, Macon, Ga., Southeastern 
Georgia; H. P. Thacker, Thaxton, Va., 
Central Virginia; G. E. Thomas, Kan- 


sas City, Mo., Oklahoma; R. H. 
Thompson, Rockwood, Tenn., Middle 
Tennessee; W. P. Turner,’ Denver, 


Colo., Colorado; A. C. Vetter, Minne- 
apolis, Minn., Wisconsin; B.S Walker, 
Taylorville, Miss., Northern Louisiana. 


LEAVES LOUISVILLE MAY 1 


Baynham of Florsheim to Make 
Home at Lexington 


L. B. Baynham, traveling representa- 
tive for the Florsheim Shoe Company, 
Chicago, plans to leave Louisville about 
May 1, hereafter making his home at 
Lexington, Ky., so-as to be closer in 
touch with the Baynham Shoe Com- 
pany, a retail organization, composed 
of himself and his brother, J. H. Bayn- 
ham. This concern is operating retail 
departments in the stores of the United 
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Clothing Company, in Lexington, Haz- 
ard, and Ravenna, Kentucky, and plans 
to put in a fourth department shortly. 
J. H Baynham looks after the detail 
work, while L. B. does most of the 
buying. 


HEREFORD THE WINNER 


Captures Mayer $100 Prize for Big- 
gest Sales 


O. H. Hereford who travels in North- 
ern Missouri is a hundred dollars richer 
on account of the N.S. R. A. Conven- 
tion. . 

When the F. Mayer Boot & Shoe 
Company offered one hundred dollars 
to the salesman on their force who 
sold the largest amount during the 
N. S. R. A. Convention, Mr. Hereford, 
didn’t say a word. In fact, he seemed 





0. H. HEREFORD 


Northern Missouri Salesman 
for F. Mayer Boot & Shoe Company 


to keep pretty quiet during the four 
days that the big show was on. But 
when the figures were totaled, it was 
discovered that Mr. Hereford had 
“copped” the hundred-dollar prize. 

Announcement of the winner was 
made at a Sales Banquet held Friday 
evening, January 14, at the Milwaukee 
Athletic Club which was attended by 
all of the F. Mayer Boot & Shoe Com- 
pany’s salesforce, who had been in 
attendance at the Convention. 

The group constituted slightly less 
than one-third of the entire sales force. 


Brockton’s Side Line 


A Brockton shoe traveler who is a 
member of Brockton lodge of Elks was 
asked on his recent trip to nearby cities 
if Brockton is famous for anything be- 
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sides its good shoes. ‘Oh, yes,” replied 
the Brocktonian: “Its Elks, Moose, 
Eagles and Owls, and just as I was 
starting out on this short trip I heard 
we are to have Orioles.” 


CHURBUCK A VETERAN 


A Bit o’ History from Walk-Over 
Factory Prints 


Harry R. Churbuck first became con- 
nected with the Geo. E. Keith Company 
on February 28, 1889, his duties con- 
sisting of labeling cartons for Austin 
Packard in No. 1 Dressing Room. 

When No. 2 Factory was erected in 
1897, he transferred there as shipper, 
going to No. 3 Factory when that was 
opened in 1901, also as shipper. 

When the Freight House was built he 
was again transferred and after working 
there for some time he entered the Order 
department of the office. 

“Smokie,” as he is familiarly known 
to his associates, worked in the offices 
until, to use his own words, “Oscar C. 
Davis got tired of seeing me around and 
put me on the road.” 

He has never lost a day on account of 
sickness in his life. He still resides in 
Bridgewater, the town of his birth. 


Townsend to Sell Walk-Overs 


A new man on the staff of the Geo. E. 
Keith Company for the selling of Walk- 
Over shoes is Weston Townsend, who 
will travel a territory in the central 
states. He has been employed in the 
executive offices of the concern. 


EASTER DINNER DANCE 


Buffalo Shoe Travelers Invite Retail 
Merchants to Attend 


The Buffalo Association of Traveling 
Shoe Salesmen plans to hold a dinner 
dance Easter week. 

Announcement of this dance was made 
at the luncheon of the association held 
recently. The dance will be held Mon- 
day, March 28, at the Ellicott Club. 
Members of the local retail shoe mer- 
chants’ association are also invited to 
the dance. An attendance of at least 
300 isexpected. The following committee 
will be in charge of the arrangements: 
William Adler, Fred Zorn, James Stelly 
and Walter P. Kinne. 





Affirms Ownership of 
Store 


As a matter of court record, Sam- 
uel A. Edleson has affirmed ownership 
of the No-Name Shoe Company, which 
operates at 140 East Market Street, 
Louisville. 
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Buyers Easy Reference Directory 





ALL 
WELTS 


ALIFETIME OF THE ENTHUSIASM 
SHOEMAKING ENERGY OF 
EXPERIENCE A YOUNG FIRM 


Ps PASM i 


HARNEY, TRACY, CREHAN CO. 
FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 




















LEACH 


SHOES 
-——JOBBERS ONLY 


Misses’, Children's and Infants’ 
medium priced turn shoes in all 
leathers and combinations. For 
Domestic and Export trade. 


Write or wire to factory. 


E. F. LEACH 
184 Market St., Lynn, Mass. 
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Co. 


Kistler, Lesh 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke 
332 Summer St., 


Muskegon 


Boston, Mass. 








- oe red 2 ss in a ihe rere) 4 
WAFER Ga ee ESS Py 






A REAL INDIAN MOCCASIN 


No stitching touches the foot. 
Flexible sole. Plenty of room. 
Wonderful house and play shoe 
for Infants and Growing Chil- 
dren. Made in Smoked, 
Tan and Dark Brown. 


PRICE VERY ATTRACTIVE. 


Inquiries promptly answered. 


COLLYER MOCCASIN CO. 


245 Burrill Street - ~ Swampscott, Mass. 




















= QUALITY FELT SLIPPERS : 


MEN — WOMEN — CHILDREN 


Made of highest grade goods. 
Up to date styles. Attractive prices. . 


Visit our Boston Office—H. R. 
Holden & Co., 134 Summer Street, 
F.J. H. Jones, N. E. Representative. 


MARTIN FELT SLIPPER CO. 
76A May Street . Worcester, Mass. 
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No. 32217 Basket 
Complete—75c. each 


Everlasting Decorative 
Flowers and Plants, 
Vines and Garlands. 
My illustrated catalogue 
in colors, No. 32, mailed 
free for the asking. 


FRANK NETSCHERT 
61 Barclay St. 
NEW YORK 



































FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, Lut catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
Boston, Mass. 








755 Boylston Street 


BUYING THE SEEN AND THE 
UNSEEN 


It is easy to judge the size and quality of a visible commodity. 
Thee ose obiahs eomashed conta Ges bate eel 
accepted to which purchased articles may be compared. 

With invisible commodities, such as a publication’s circulation, 
the matter is not so simple. It was only recently that a definite 
measurement has been obtained. ‘ 

The A. B. C. now furnishes a recognized standard by which 
circulation may be measured. A publication's distribution can 
now be as accurately gauged as any other purchased commodity. 
- oe ae See tentee Gales © ones ES 

. B. n advertising space in its columns, you receive 
dollar-for-dollar wl re iy 
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STORE FRONT 


To ascertain the best form of advertising, Reis & Co., underwear manufacturers of New York, recently 
made a survey through personal solicitation of 800 consumers and 110 retail stores. They found that 
42% purchased their underwear through window displays, 21% through recommendation of retail 
salesmen, 20% through newspaper ‘or magazine advertising and 17% through recommendations of 


their friends. 


Kawneer Store Fronts make the interior of your store 
so much more inviting that the temptation to step in- 
side is hard to overcome. Many Kawneer windows are 
credited with a larger proportion of sales than’shown in 
the Reis survey. 


If you are remodeling your store you should have a 
copy of our Book of Designs. The coupon pinned to 
your letterhead will bring it to you. 


THE THE KAWNEER CO., 1213Front St., Niles, Mich. 


Kewneer | Please send me a copy of your NEW BOOK OF STORE FRONT DESIGNS. 


COMPANY 
1213 Front Street — Niles, Mich. 


{ Name 
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RELIABLE FOR STYLE DEPENDABLE FOR WEAR 


TWO STYLES ......... 


Of Character and Original- 
ity That Are Going Very 
Strong. Made in ‘‘Louis’’ 
and “Baby Louis” Heels, 
In Sizes from AA to D. 


The Best Sellers of the 
IN, DIAMOND TIP 
ONE STRAP BUTTON, INLAY Season for Your Approval ONE STRAP BUTTON. 
PERFORATED AND’ PINKED f PP PERFORATED AND PINKED 
‘ Gray Suede Vamp, Gray Kid Quarter and 
Gray Suede, Gray Kid Inlay............ $8.25 ERT ORES OL Re $8.25 
Gray Kid, Gray Suede Inlay............ 8.25 Samples Brown Suede Vamp, Koko Calf Quarter 
Koko Calf, Brown Suede Inlay.......... 7.50 ‘ re and Tip x 
as Geay = ie bbe abeiplaaes cocina = of these ‘‘Up-to-the-Minute’’ Novel- Gray Suede Vamp, Gun Metal Quarter aes 
ON OS Pa, Fe a a 
Gun Metal Calf, Black Suede Inlay..... 7.50 ties Submitted on Request Youn Powe Be Vamp, Russia Calf Quarter 
Tan Russia Calf, Fawn Suede Inlay.... 7.50 Gs ianesasseuisseecckach ease 8.00 


OGERS AVIS 


ELIABLE EPENDABLE 
MANUFACTURERS OF LADIES. EXCLUSIVE FOOTWEAR 


1613 East New York Avenue - - - BROOKLYN, N. Y. 























CHICKENS HUNKINS TURNS CHICKENS 


CHICKENS 
Made up to your order in 18-8 


full L. X. V. — Baby L. X. V. + 
No. 209—Light tan calf They want em right 


No. 225—Pearl grey suede calf . $6.65 ‘ 
No. 199—Brown suede calf... . $6.65 Here’s one 


No. 224—Black suede calf QUALITY PLUS STYLE 
W. O. Hunkins & Co. Haverhill, Mass. 
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MYER T. ORNSTEEN SHOE CO. 


HAVERHILL, MASS. Trade-marks in Foreign 


Countries 





Manufacturers 
of Women’s 
McKay Boots 
and Shoes. 
“The Shoe of 
Qualily.”’ 
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Trade Mark Registered 























Puritan Pump 


Barnet’s 33 Russia Calf vamp and quarter. 
High Tongue, in contrasting effect, with ooze 
calf inlay. Extra heavy sole. Full Louis 
heel. Also very beautiful in two tones of 
gray suede. “Kimball and Sherman Quality.” 


KIMBALL & SHERMAN CO: 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 
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New Home of the Watson Shoe Company in Lynn, Mass. 


Lynn’s Remarkable Contribution to Shoe Factory Architecture 


As Lynn boasts the first shoemaker 
in America, so now it may claim the 
latest and most admirably developed 
shoe factory building which houses the 
Watson Shoe Company. And to this 
we may add that as Lynn also claims the 
first iron works on the continent, as 
attested by its earliest work, an iron 
| kettle, preserved in the Lynn Public 
» Library, so now she may proudly lay 
title to that most remarkable outcome 
of the iron industry, the towering steel 
frame, the mazes of water, steam and 
electrical conducting tubes, all con- 
cealed in concrete, the engines, boilers, 
dynamos, motors and all the ingenuities 
of shoe machinery, which go to make up 
the remarkable factory here illustrated. 
And it may be well to remark that the 
view from its upper floors embraces a 
» panorama of land and ocean stretching 
§ from Salem to Boston Harbor and 

Minot’s Ledge light. There is no pris- 

matic glass to obscure it. 

_ The windows reach from bench to 
» ceiling and of the 20 feet which each bay 


measures, 30 inches is in masonry and 
the rest glass. It is so light that in the 
very darkest parts of the rooms the 
finest print can be read with ease, and 
this ample light may be increased if 
anyone should wish by painting the 
concrete ceiling a lighter shade. The 
artificial lighting is also on an improved 
plan which includes an indirect system 
made up of short section units with 
bulbs on the ceiling at 16-foot intervals, 
and an entirely independent direct 
lighting circuit. 

While a greenhouse was still doing 
business on the site of the building, 
F. C. Stetson of the Watson Shoe Com- 
pany was planning a layout for a two- 
floor factory which should attain a new 
standard of efficiency in the manufac- 
ture of women’s welts. Up to that time 
there had been no particularly modern 
development of such a factory on two 
floors, so that Mr. Stetson’s efforts were 
directed along more or less original 
lines. He worked in co-operation with 
officials of the United Shoe Machinery 


Corporation. Several plans were out- 
lined and the best chosen. 

While the mid-floor space of this 
factory gets a better quality and quan- 
tity of daylight than can be had near 
the windows in many others, in the 
main, it is utilized for coat rooms, last 
and pattern storage, and for other pur- 


_ poses where actual work is not done. 


One of the most striking features is 
that all operations up to the a sembling 
are done on the seventh floor, while the 
shoe begins its journey of development 
on the sixth floor at the elevator, travel- 
ing in a straight line from machine to 
machine, and bench to bench along the 
window space of this room, and finally 
in its completed form, leaving the fac- 
tory by the same elevator on which its 
parts came down from the seventh floor. 
On this latter floor also the same 
straight line of journey was provided, 
on the one hand from upper leather 
storage through cutting and stitching 
room, and on the other through sole 
leather room, meeting at the elevator 











Stetson Man Visits San 
Francisco 


A. V. Holbrook of the Stetson Shoe 
Company is in San Francisco, staying 
at the St. Francis Hotel. He has en- 

/ tered into an arrangement with the 
| Frank Werner Company for handling 
"men’s shoes, and, to celebrate the 
event, a banquet was given at the St. 


Francis Hotel to all the employees of 
the Werner stores. Frank Werner was 
toastmaster, and interesting speeches 
were made by A. V. Holbrook, E. Cot- 
ter, manager of the men’s department 
of the Werner Shoe Company, H. A. 
Baker, Perry Epstein, advertising man- 
ager, Frank Werner and W. R. Werner. 
One sample pair of each line of the Stet- 
son shoes, for the Spring showing, had 


been sent on by express. These were on 
display, for members of the firm and 
Werner employees only, and the display 
aroused much admiring comment, dur- 
ing the banquet. W. Russell Werner 
states that so much enthusiasm has 
been created amongst members of the 
salesforce by this advance showing of 
Spring styles that it will be made an 
annual custom in the Werner stores. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


Failures 
pe = Fs £55 J. Shoe C » shoe fi 
petitioned into bankruptcy . 


wi National a Sey Company, ‘> man- 
saperted assigned to Peter A. La- 








= 
i, Mass. ender oc fh Sree Shoe Company. 
manufacturers of felt s' a , volun- 
filed. Assets, 


jon in 
$32, 27 PSs and liabilities, “Mas, 944; 69. 

Lynn, Mass. —Charles Case Shoe Company, 
ter now *s, misses’ and nines shoe cake 
‘acturers, reported asking for extra time. . Re- 
eee 2 und:r date of February 5 sent out circu- 
ar letter to the effect that they wanted an 

ey oe of four months. 
Press Shoe Company, shoe manufacturers, 
ive gene > om petition in bankruptcy 


ay ee Leather Company, tan- 
ners, reported petitioned into bankrupcty. 
Taunton, Mass.—Charles M. Campion, shoes, re- 
petitioned into bankruptcy. R 
thitine, | $9,873. 6; assets, $5,588.79. 


Worcester, Mass.—J. Amutis, shoes, reported 


Frank DiSeesl, oe oes, reported meeting of 
creditors called for Sebouens 24. . 


Clinton, Mass.—Timothy F. Kelleher, —— retail 
business in 


shoes, also doi 
Le involuntary ition in bankruptcy 
we: 288. ego Sine 0es, 
oe into bankruptc 
Stonington, Conn. - Theaen P. Bryce, png re- 


Lorain. Ohio—Elias Silverman, nom etc., re- 
has filed a volun‘ petitio: in bank- 
reper listing liabilities of $4,860 pe cna of 


a, Ohio—A. ome, | rem a State, 

gene Sy dilficu ity and is 

one Soy 3 = on the dollar, 

eis A at harry in full settlement. His 

payable are said to amount to about $10,500 

and his convertible assets are around $3,000, 
consisting of his stock of mercha 

Rocky Mount, N. C.—Council-Norris Co., shoes, 

oa ree reported epee of creditors called for 


4 las 
Akron, oho Golkin (Economy Shoe Store), 
shoes, 1 aes offering to compromise at 25 


Findlay, ¢ Ohio— Baker & Kohler, shoes, reported 

ering to compromise at 20 per cent. 

Toleto, Ghio— Lowenstein Shoe Co., shoes, etc., 

asking geen extension. 

Wilkes Barre, Pa. = athan Knopffer, shoes, re- 

petitioned into > heater. 

Pit gh, Pa.—Hugh D. Williams, boots and 
shoes. Is in ny difficulties, and is offer- 
ing creditors r cent in full compromise 
settlement. ndise inventory is $9,516.89 
at cost price, — - course is not worth nearly 

He owes_ merc 

6,368. 25 and banks $4,200, 
bern $10,568.25 


Wilkesbarre, Pa. —Machson & Lubin, shoes, etc., 
offering to compromise at 5 = cent. 
Ashley, Pa.—John ——— shoes, 
Readinn Pa 8B Moyer, Moyer’s Boot Sh 
ea , Pa Moyer, Moyer’s op, 
chan is in ieonciel al difficulties mak 


— a. 40 ong cent in er of 
claims; 20 per cent to be paid’on or before 
April 1, jook, and 20 pes con be paid on or 
before July ia 1921. oyer states the 
cost of tock is $5,' . be duplicated 

today for $3,000. Liabilities are $6,681. 
Columbia, S. C.—Gustav Cae. shoes, reported 
filed a Leow g petitio: nonnres 2 
listing assets of $14,538, of which $9,938 are 
said = be w 3 accounts, and liabilities of 


$8,922. 
F fayetteville, ym ctiliadaas & Fakin, ot. oe. -s 
bankra have le abilities of $60,000. The 
e 
Pied Ute include $15 $15,000 Stock and $47,000 


Charleston, 8. €.—Charles Rosenberg, sh ete., 
filed a voluntary og Br on pe “4 
, listing liabilities $2,816 and assets at 


$3, 
Monee Tenn.—Credit Tailors, shoes, etc., J. L. 
Tyler, trading under above style, has filed 
a volun petition 


Columbus, Tena Pink Sole deen reported 

Leting® labiitest $54,000 ae 
Clee” Texas—S. Mazel, shoes, etc., reported 
been closed by one of his large creditors. 


Bowie, Texas—Sheffield & Burns, shoes, etc., 
petted are in henkraptoy. xe? 





maith aoe Bishopville Dry Goods Co., 

——— etc., reported petitioned into bank- 

vB tafford Dry Goods Co., shoes, etc., re- 
ported petitioned into bankruptcy. 


Changes 


Vacaville, cot —J. Bateiqam, shoes, etc., suc- 
ceeded b y J. Codin 

Montgomery, Ind “Michael Lundergan, shoes, 
etc., closing out. 

Scandia, Kan.—Linn & Danielson, shoes, etc., 


out. 
ich. —Joseph Gratowski, shoes, suc- 
by Gorski & Gratowski. 

Lees Summit, Mo.—S. T. oe shoes, etc., 


closing out. 
Wilbur, Mo.—McCredie & Sueno. shoes, etc., 
id out to Rayfield Store. 


sol ; 
Orchard, Nyy —Joseph George, shoes, etc., suc- 
ceeded b y George locum. 


CG. Everett, ‘shoes, etc., 
succeeded by Everett & Allen. 

Brooklyn, N. Y. it-Fried Leather Company, 
Inc., dissolved 

Herman Schults (820 Manhattan Avente), 

shoes, discontinued. 

Lima, pt get Sample Shoe Store, shoes, ‘- 
merly owned Nad Jacob Weil, now owned by 


Louis 

Hazel Green, Wis.—Ernest Stadel, shoes, etc., 
succeeded by Staver Bros. 

Milwaukee, Wis.—Isaac rank Sha shoes, etc., 

sold out to Shansky. 

Elkins, W. Va.—Elkins til % pany, 
shoes, etc., M. W. ek, retires. 

Doland, S. D. ~—Thurns eed Co., shoes, etc., 
succeeded by L. J. - Eqsleston 

— Tenn.—Uni Clothing Co., shoes, 

eoreeeee by B. W. Graves Co. 
Chariesion, W VO pas. * vale & Schacter, shoes, 
Newman retires. 

Fruita, Gol. —Bargain Stores Company, shoes, etc., 
filed notice of dissolution 

Savannah, Ga.—Southern Shoe Company, whole- 
sale shoes, A. Meddin retires. 

Chicago, Ill.—Bielcik Store ape Connie Ave- 
nue) shoes, (3526 W. foo 

Faberson Bros. (35 boeken Road), shoes, 
etc., closed ou 

Duquoin, be me ook Shoe Company, shoes, etc., 


disso 

Sherrard, vite —A. Mueller & Son, shoes, etc., 
succeeded by Rudolph Mueller.- 

Hanley, Ia.—M. C. Doak, shoes, etc., reported sold 
out to Claude Debord. 

Kiowa, ow & Freeman, shoes, S. H. Free- 
man retir 

Delaware, Ohio—Nappi & Fleevin, shoes, dis- 
solved partnershi; out to Michael N appi. 

Beaver, Pa.—Albert 5. Dean, shoes, reported sold 


‘ospeh Fi: 
Union City, Tenn. —Jacobs Sons & Co., shoes, etc., 
-_ sold out to Solomon Shatz. 
St. Vt.—Depatie & Mahoney, shoes, suc- 
ceeded by Charles E. Depatie. 














“FISHER” 
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SUPPORT 


The New Improved 
“E, W.” 
SHOE STRETCHER 

















WANTED TO PURCHASE 








CASH PAID 


for shoe stores cusplen stocks chen @ 

we will send ne tive Upaee Ske -. 
e a ta to 

Gal subs aller apes soquest. vestigate 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway lew York City 
Phone Spring $160-S19.S10e 








for retail and wholesale stocks of show of any 


stocks of shoes or any 
“Qeanity 30 vous our 
Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, 
610 Broadway, yn 





Phone, Stagg 1757 











MISCELLANEOUS 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 
eS Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attractive 
fixture for the store, also a 
long wearing and useful one as 


well. 






Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 


: 
af 
ai 
f 
: 
. 








Milbradt Rolling 
Step Ladders 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth sia Masini heii. 
page per issue: rag acre rego xe cents. For other “Want” 
1 time 7 times cut seep $125, As Ads under ‘this heading will be received up 

$4.00 

8.00 

12.00 

16.00 


ITIONS WANTED—Four cents 
a an nenaes, seventy Es 
13 times 26 times 52 times 

$3.50 $3.00 $2.50 

7.00 6.00 5.00 
10.50 9.00 7.50 
14.00 12.00 10.00 


and paid for Answers to ads must be sent 
Postage. 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





ANTED—Side-line salesmen to handle manu- 
facturer’s output of child’s felt Cavaliers and 
Juliettes. All territories open. Address C447, care 
a and Shoe Recorder, 207 South St., Boston, 


WIDE AWAKE SALESMAN—To_ produce 
sales on high-grade line of nurses’ comfort 
turns. Six samples. Give full particulars and 
ee: in first letter. Address C442, Boot and 

hoe Recorder, 127 Duane St., New York City. 





WANTED=Iive, experienced retail shoe sales- 
man, > in window trimming and 
card writing. Refere required. Good oppor- 
fant. Address W. i. Griffith & Son, St. Joseph, 





WANTED—Saleaman in any part of United 
States calling on shoe factories, job 
shoe and notion stores, to handle our high- ade 
shoe laces. Commission ae per cent. rite 
Box 1496, Springfield, Mass. 

handling men’s 


WELL tablished shoe b 
and boys’ high-grade shoes, selling wholesale 
to the retailer and also direct to consumer gh 
canvassers, desires to correspond with experienced 
shoe man who is willing to invest $5000. ne meg 
ful applicant should have broad gn 
both buying and selling. Must-be capab' 
organizing and Geeetiog selling force in painicn 
to doing buying. Replies strictly confidential. 
Address C441, om Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


eee oy shoe salesman for assist- 

ant man State salary expected. Wire 

Sholems Shoe Store, 116 East Main Street, Urbana, 
ois. 


ALESMAN WANTED—To carry complete line 
of children’s shoes in Wisconsin, Iowa, Indiana, 
Ohio. One of the oldest and best known jobbing 
— ~ Pape = 5 ™ with —— mentioned = 
veloped ‘or past 20 years r opportunity for 
the right man. Address C443, care Boot and 
Shoe Recorder, 189 W. Madison St., cheats: Til. 


WANTED—Salesmen, all territories, 

- line children’s play sandals, chain ond and 
pley shoes. Address K392, care Boot and Shoe 
ecorder, 127 Duane St., New York City. 


MENS. wee shoe a has = few 
or responsibl les representatives. 
Only men enh established trade considered. All 
replies treated confidentially. Address (C425, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
WANTED— Experienced live wire salesman, 
y men’s mahoousy. calf 
tem a gh cent for Chicago, 
ive experience, a; 
Write Ogden Shoe 


























Company, Milwaukee, Wis. 
GALESMAN WANTED—Experienced oe 
an for our popular- line of chil- 
Seceetisie an't cathe Y gor ent on A stock 
oposition on a commission 
Brat: Sa best line of novelt; "oe out of Roches- 
mples are now rea Address Flexible 
Shoe jon a Rochester, N- ¥. 








Live Salesmen 


Wanted 


carry our advertised specialty line of 
ifanta® and children’s 


*“Peek-a-Boo’ ° Shoes 


ih Wisconsin; oy Dakotas, Iowa, 
Nebraska, Missouri and Northern ichigan. 
If you are interested in a snappy line with an 
attractive commission pepaatien, write us. 
Can be carried as a side li 


S. FREIBURGER & BRO. CO. 
Fort Wayne, Ind. 











WANTED—Sie line salesman ome © | a .~ 
h-grade men’s or women’s s 
ft of high-grade children’s and eet 

Tameery —_ Indiana, Okla- 

_ ——agy e eeees, wy 

Kansas and Michigan wonder line. dress 

C433, care Boot and Shoe Recorder, 609 Powers 

Bldg., Rochester, N. Y. 


flexible 5 waite. 
Ar 


HOE MAN—Eight years’ experience; capable 
of managing; trim attractive windows; thorough 
knowledge of ee appliances and fitting of 
re feet. ishes to locate in the Sou 
Address C446, ‘am Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


AN WANTED--A pros WITH A CAPITAL O 


prosrensive manufacturer can 

secure the services of a man who is Le ape ge don = fa- 

miliar with shoes. Intensive wholesale an 

wil cong Especially fitted for executive work = 
os road offer. Easily adaptable to new 


Possesses energy and initiative. College 
earnestness and de- 











Case Lot Salesman Wanted 
Tannery to Dealer 


We are building four distinct lines of 
shoes in four separate factories. All shoes 
are made from our own upper and sole 
leather. Men’s dress welts, men’s work 
shoe welts, boys’ and gents’ McKays in 
two grades. Only men with established 
trade considered. Straight but liberal 

i All ications will be 
treated in strict confidence. Address 
C439, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











‘‘Guaranteed Not To Rip”’ 
35 Samples 


Biggest selling line of play shoes on the 
market. Large commissions, must work 
territory close and have established trade. 
Several 
references in first letter. 
Address C448, care Boot and Shoe Re- 


corder, 127 Duane St., New York, N. Y. 


territories opened. Give full 


Manufacturer. 








Salesmen in all territories, to handle 
popular priced line of Infants’ and Chil- 
dren’s Square-edge Turns, sizes 1 to 8. 
Stock proposition. One day service. 
Commission 6 per cent. Address C398, 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








WANTED 


A good live salesman to sell our line of 
men’s medium priced shoes, in the State 
of Pennsylvania. We have an established 
— this State and this is an excellent 
h - grade "Give 

ve 


letter. Address C413, care Boot st Shoe 
Recorder, 207 South St., ee ass. 








24. assure 
pendaaity Address K391, care Boot and Shoe 
ecorder, 127 Duane St., New York City. 


POSITION AS SHOE BUYER—Man 35 years 
of age, now bina ee as shoe buyer, desires to 
communicate with a live —- Part had 16 


this 
time has been actual Ey, experie: 





mce. Thor- 
oughly familiar with shoes, shoe go and 
factory costs, consequently knows shoe values 
and where to ty e ce in the 
detail of buyin, oes in large volume and mer- 
chandising. Address C436, care me and Shoe 
Recorder, 207 South St., Boston, M ass. 


goog 4 TRIMMER—High-class expert on 
shoe windows, 12 years’ e: mce. S. Fisher, 
128 N. Wells St., Room 305, Chi 1. 


TANNERS 


Do You Want the Services of a 
Capable Young Man? 


I am very desi of iating myself 
with the leather business. I have had wide 
experience as assistant merchandising 
manager in another tine of business. I am 
willing to start at the bottom and win my 
own way by hard work, perseverance and 
loyalty. Salary is not my primary object. 
Opportunity is ‘the big thing. Best of 
references furnished. Address C440, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















Do You Want a 
Buying Agent for France? 


I am established in Lyon, France, as a 
buying agent for various English and 
Australian firms, dealing in all kinds of 
silks, plain and fanc » ribbons, laces, etc. 
and any article of French manufacture. 
I have had 15 years’ experience with the 
silk trade and am well known by all the 
best manufacturers here. I would be also 
pleased to accept the representation of any 
American firm for the sale in France of 


France. 


. 








No matter what policy you may pursue 
in selling to the shoe trade, n: 

you need the “BOOT AND SHOE 
RECORDER ” all the time. 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only Pongal but “right”; sold for the right purpose, to 
the right wearer, in the right fitting, = the right price, at the right profit. This is the great problem of the retail 
shoe merchants, The chief purpose of ‘*The Boot and Shoe Recorder is to hel solveit; for this is the basic ye 
which d ds the progr of the entire allied industries relating to shoes and leather; their production and distribu 
Annual Subscription in the United States, $5.00. Per copy, 25 cents. Canadian, $6.00. Foreign, $10.00 
No Sutscription Accepted for Less Than One Year. 
Member of the Associated Business Papers, Inc. Member of the Root Newspaper Ass’n. Member of Audit Bureau of Circulations 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. Entered ai the Post Office, Boston, Mass., as second-class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
Cable Address BOOTRECO 














PUBLISHED WEEKLY IN THE INTEREST 
FOR SALE FOR SALE OF THE RETAIL SHOE MERCHANT BY THE 
BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 


Shoe Factory For Sale ai 








Completely equipped for making men’s, boys’ and youths’ welt and nailed G. PE 
shoes and children’s Goodyear stitchdowns. Glass and concrete building, 

40 x 228, two stories with basement in the rear, facing three streets. Cheap 
electric power. Apply Zimmerman-Degen Shoe Co., Seattle, Wash. THUR D. ANI 


SWAIN, CARPENTER & NAY, Counsel 


101 Tremont St. 
Sr STORE FOR SALE—In desirable neigh- WANTED TO PURCH ASE 
borhood. Staple stock and new fixtures. ill ‘ 
sell at. $1500. Address E. R., 186 Patchen Ave., gc, DETHUR D. ANDERSON, Editor 
Brook: } ie OWEN A. THOMAS 


yn, N. 
OR SALE—Two (Singer) Leather Workin HELEN M. HANEY 
F Button-Hole Side In # w. i Associate Editors 


Frazier, 17 Second Ave., Albany, 





























PUBLISHERS’ NOTICE 


ee subscription 
and Shoe Recorder is $5. obs 
eae which {prudes postage in the inte 
States, Cuba, Hawaiian Islands, Philippine 
Seek cad Mecien The price for Canada 
is $6.00 a year, including postage. 
oe SUBSCRIPTION—The price to all 
‘oreign countries yn Be the above is $10.00 
Ror veer year, including pos 
subscriptions are poy in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





LINE WANTED 


LINE WANTED—Can you use a live-wire sales- 
map covering New England by machine? 
Ten years’ experience, married, age 3€. If you 
want a man out of the mediocre class, a man 
that can produce results bemeg oF ne ey earnest 
effort, you need me. Address Boot and 
Shoe Recorder, 207 South St., Boston, ag | oe 


LY E WANTED—SHOE MANUFACTURERS 

ATTENTION!—Are you getting the real 

volume you should from the jobber, the mail 

order house, the or ye store and the large 

retailer? If not, I the man you want. I am 

29 years old, married, and have covered this trade 

for eight years. Can ‘produce good results through 

intelligent and capable endeavor. Let's talk it 

over. Address C444, care Boot and Shoe Re- 

corder, 207 South St., Boston, Mass. 

Wrvove direct t of shoes - women, rr 
ys direct from manufacturer to sell on 

commission in Mexico. Have been selling in this 459 Broadway, New York, N. Y. 

district, for bP aoe and know all chee yo Telephone Canal 9597—9598 Telephone 2425 Canal. 

perfectly. References guaranteed. Address tens cherie tetk 280 Ec 

Tare Boot and Shoe Recorder, 127 Duane St., MIMI LEMON © MMT © MTCC Oe fee fe ee ee 


New York City. HAVERHILL OFFICE: Chafber of Commerce 


Highest Cash Prices Paid a ig National Bank Bldg. Geo. 
A >» Manager. 
Ne ae dee stan. eantiin ae ais CINCINNATI OFFICE: 501 First National Bank 
MISCELLANEOUS ooo ae om Short term leases taken off Bldg. B. C. Bowen, Manager. Telephone 
oe, Wire t. dime e us. Correspondence Main 655. 
CARRIER BASKET for retail shoe store— confidential. Esta ed 1890. ee il Seg 609 Fevers Bide. pine 
Four, lete with sone and wires. Now GLAUBERG & CO. So ae oe ae See =r 
in gon , ene a ton aoe it oak 296 Church St., New York, N. Y. sentative Telephone Stone 6314. 
.-. The Madden Shoe Stare, 624 Madison We also purchase ——, *- hats, furnishing LYNN OFFICE: Fred A. Gannon. 
ve., Covington, Ky. goods, etc. Phone Canal 4119 MILWAUKEE OFFICE: B. C. Bowen, Manager 
PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
The NEW YORK EXPORT bard, Manager. 
SHOE STORE / é ' LONDON OFFICE: John C. Curtiss, Manager. 
PURCHASING CORPORATION Mansion House Chambers, London, E. C. 
CH Al RS AUSTRALIAN OFFICE: 430 Lit. Collins St., 
515-517 Broadway, New York City, N. Y. Melbourne. G. Jervis Manton, Manager. 





Le TTTITITITTT ite Tit TTT} 


We Buy for Cash 


rhedons J Jobbers’ i my 
amen Surplus Stocks, 

NO QUANTITY TOO LARGE 
We also purchase —. stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, en, Mangser 








OFFICES IN 
me yg OFFICE: 224 Moraine St. Geo. W. 
Hill, Manager. Telephone 507. 
cuacae OFFICE: i West Madison St. Tele- 
phone Main 1089. B. C. Bowen, Manager. 
ST. LOUIS OFFICE: 1627 Locust St. B..C. 
wen, Manager. 


NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 





eT Me Me MIT © MMT TTT e] 





























SETTEES CONTINENTAL OFFICE: William Salzman, 


Manager. Wasagasse 2, Vienna, Austria. 
Slow ey FOR ARGENTINA: Buenos Aires, Rivadavia, 2721 
| ark ag tocks CASH P. Sabazzini, Gerente. 
eocks BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 


DO YOU CONTEMPLATE CHILE; Santiago, Las Rosas 1123-1127. Otto 


WINDOW DISPLAY FIXTURES | | reganforsveoutotberinert | cus, Me eg oa cae 


stock 
The Ss . K E Co. Leases ha’ ashort term to run taken over. Editor, 20 Fuencarral, M 
OSCAR ONKEN Eetablished 25 years. MEXICO: Gerente, Jose Basne, Ave. 5 De Mayo 


1154 4th St., CINCINNATI, OHIO I. OLENICK 27, Mexico, D 


413 Broadway, New York. Tel. 9531 Canal J APAN ESE OFFICE: Yokohama, J. F. Wagen, 
- anager. 
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Algier Shoe Co., Brooklyn, N. Y.......... 
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Balter Shoe Co., Boston 
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Brandau Shoe Co., Detroit, Mich 
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Reynolds, Wm., Jr., Providence, R. I 
Standard Show Card Co., Chicago... .... 
United Lace & Braid Mfg. “o., Providence, 


United States Rubber Co., New York City 
Vanity Novelty Works, Brooklyn, N. ¥.... 
Whitcher, Frank W., Co., Boston 


Wizard Foot Appliance Co., St. Louis, Mo. 
2d Cover 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
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oe Footery looks as good from the back 
as it does from the front. 

To casual observers who judge Fox Slippers, 
Pumps and Oxfords in their toe-on position 
they seem like amazingly fine footwear. 
And to the expert, skilled in examining 
shoes from every angle they are a triumph 
in design and shoemaking. 

Dealers. who are merchandising experts, 
will testify to Fox Footery selling speed. 


Charles K. Fox, Inc. 
Haverhill, Mass., U.S.A. 


CHICAGO: GREAT NORTHERN BLDG. BOSTON: 54 
LINCOLN ST. NEW YORK: MARBRIDGE BLDG. 
BROADWAY & 34TH ST. ROOM 632 





Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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Out Of A Recent 11,100 Pr. Order 


CREESE and COOK 
LEATHERS 


Were Specified As Follows: 


TonyRed Cresco 
Cet  § 8c 
8600 Pairs 1000 Pairs 


Thus more than nine tenths of the entire order 
called for Creese and Cook leathers. 





We%naturally take this as a real The retailer who placed this 
order is taking no chances of 
his customers being satisfied 
with the leather in the shoes he 
sells them. 


appreciation of the quality 
standards which Creese and 
Cook leathers follow. 


I OO SE ON 


Creese and Cook colors—*Stay put.” 
Only pure aniline dyes are used. 


CREESE &COOK CO 
ton 


W CALF LEATHERS 


pednlinst ieundieartesatanersitietaaiaaioeet eee 


TANNERIES hg Mommy  SALESROOMS 
DANVERSPORT MSE . Wey" 95 SOUTHST.BOSTON p 4. HENRY & CO. 
706 BROADWAY, CINN., O 


WOLFENSTEIN ; SHANAHAN Noe 
Lae LEATHER TRADES BI DG. 
39 SPRUCE STREET : ST. LOUIS, MO. 
NEW YORK 
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No. 225—(Medium) Russia Calf, Mara- 


thon Strap, Welt, 144-in. Military Heel, 


92 Last 


B, C and D te 


No. 227—Brown Side, 


1 
3 


44 to7% PRICE 
$5.75 


to 7% e 
to 7% Net 





Trixie Strap, Eng. 


Welt, 1%-in. ae Heel, 93 Last 
AK. ; 


Pe aes 


Louis Heel, 88 dewone 
AA.. 


A. 
B, Cand D.. 


4% to8 PRICE 
$4.50 


oh tee 


No. 228—Brown Kid, Brown Suede Insert, 
Marcelle Strap, Imitation Turn, Baby 


'..3 to8 Net 







44% to 744 PRICE 
4 to 


ae 


7 4 $5.75 
to 7% Net 





i 226—Brown Kid, Princess Strap, Welt, 


-in. ae Heel, 90 en. 


Ste 


mt 
.3% to8 
3 to8 


8 

to8 PRICE 
$6.00 

Net 


HOLTERSHOES 


FOR WOMEN 


7, x 
~ HOLTERS comea™ 


FOUR _. 
NEW STYLES FOR 
SPRING 


READY TO SHIP 
MARCH TENTH 





The four new styles shown here are the 
latest creations of our designers and are 
confined exclusively to the “HOLTER- 
SHOES” line. 

They are presented in the popular shades 
of the brown family in both calf and kid. 


The individuality as to style coupled 
with our well known standard of Quality 
Footwear practically assures a ready sale. 
The popular prices at which they can be 
retailed (with a handsome profit to you) 
will stimulate buying at once. 

Send in your order for a line of sizes on 
any one or all of these styles. As soon 
as you receive them display them in your 
windows. 

Shipments will be made promptly on and 
after March 10th. Add ten cents a pair 
to prices quoted for less than six pair of 
a style. 


The Holters Company 


Cincinnati, Ohio 


St tows 
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Are YOU Ready To 
Catch the Easter Trade ? 


You can't order shoes for Easter from every manu- 
facturer NOW. Most of them are busy making 
up Summer footwear. 


If you want three snappy, stylish, well-made, 
sure selling children’s numbers, however, we can 
give them to you. And at reduced prices, to boot. 


They're In Stock, all of ‘em. Wire immediately, 
telling us just when you want them, and we'll see 
that you get them. 


ee ee Better send your order right away, if you expect 
A od RR to put 3W’s LENOX SHOES to work drawing in 
the Easter crowd. 











Instep ee ae Leather— rene ‘eke’ — 
+e 1.75 6100—l1% to 2........... $2.35 
$1. See 06 to th... evs. 2.10 

1.50 61 85 


_ on) | Meer: Cree e— s to 8 1. 





Weimer, Wright & Watkin Co. 


Manufacturers 
35 S. SECOND ST. - - PHILADELPHIA 
New York Salesrooms: Bush Terminai Sales Building, 42nd and Broadway 
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“FOR THE RETAILER” 
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IN STOCK 


THE DORIS 


No. 41—Tan Boarded Calf Two Strap, 
Cuban Heel, Welt, Imitation — 
7 


No. 43—As Above in Gray Buck Leath- 
er, Cuban. AAA-C $9.00 


FOR MARCH 25th DELIVERY 


Gray Buck One Strap, Light Welt, 
Covered Louis. AAA-C. 


No. 28—High Louis 
No. 34—Baby Louis 








Write for ‘ dae ” of Sure Sellers 
for Spring—Endorsed by our Stores 
and Agencies. 


I. Miller & Sons 


(Incorporated) 
One Carlton Avenue 


Brooklyn °. N. Y. 


Factory and Stock Dept. 
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What Sells 
Harrisburg Shoes? 


In the cutting room of our factory are many men at work. 
With a few deft flourishes of their knives, the initial step 
in making a pair of Harrisburg Shoes is executed. 
The sole leather room is a veritable bee-hive for action. 
Here stock fitters perform their duties with speed and ac- 
curacy. Thus trimmers, sorters and temperers consum- 
mate the second move in Harrisburg production. 
An incessant droning and humming rises from the Har- 
risburg stitching room, where feminine fingers guide 
facings, vamps, foxings and stays through perforating 
and stitching machines. 
At last the shoe loses its flabbiness and begins to assume 
definite shape. The lasters ‘“‘pull it over’’ skilfully, and 
by a master move beautifully form the toe. A few more 
operations and the shoe is ready for the next process. 
The workers of the making or bottoming department 
quickly lay the soles, attach the heels, scour and stain 
the new additions, and the shoe is nearly ready for wear. 
_Finishing is soon over—blacking, polishing, wheeling and 
buffing. The treeing done, ironers remove creases and 
ungainly wrinkles. 
Finally, the packing department inserts laces, fills up 
any minute crevice which may appear on the surface, in- 
spects the finished product, packs it and sends it on its 
way. 
a briefly and roughly, is the story of a Harrisburg 
oe 
Now you ask, of course, ‘‘What has this to do with selling 
the shoe?”’ 
We answer you by saying that it has everything to do 
with selling the shoe. Any one among the Harrisburg 
workers could either wilfully or unknowingly ruin a 
whole case of shoes. This is carefully guarded against, 
because SATISFACTION is the guiding spirit of Harris- 
burg Shoemaking. 
So we say: SATISFACTION sells Harrisburg Shoes. 


Che Rarrishurg Shoe Mfg. Co. 


of Harrishurg, Pa. F 
WOMEN'S SHOES MISSZS SHOES CHILDRENS SHOES ; ef 
OF VALUE 
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No. 972—Chocolate Elk 
Outing Bal, heavy % 
double sole, nail fas- 
tened, grain leather in- 
sole, all leather heel. 
Sizes, E only, 


Boys’, 24%4-5...... 2.15 
Youths’, 11-2..... 1.85 


No. 973—Smoked Elk, 


same as No. 972. Same 
price. 
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Elk Outing Bals 


In Stock at $2.50 


Here’s a winner for your work shoe trade 
—the trade that buys shoes carefully 
and appreciates quality. 


It’s a repeater and good-will builder— 
fully sustaining the Mayer Honorbilt 
reputation for quality and long wear. 


The Outing Bal season is nearly here. 
It’s the ideal shoe for spring ploughing. 
Order No. 972 Chocolate or No. 973 
Smoked Elk. 


F. MAYER BOOT & SHOE CO. 
Milwaukee, 


New York and Export Office 
130 West 42nd St. 
New York City 
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Walk Croft 


FULL 
BROGUE 


No. 21—F ul! 
chrome, fine ma- 
hogany calf. 
Heavy fair stitch- 
ed sole. 10-8 
Military heel. 
Pinked and perfo- 
rated vamp, fox 
and real outside 
wing tip. 

Price $4.00 























S s : No. 10—Blumenthal’s No. 7 Brown Kid 
ald. ente pF ns Hing song Meee o ie in 9-inch, 34 Fox Lace. Plain toe, single flex- 
4 ible sole, blind eyelets, leather-Louis heel. 

ss 4% 7. 8 5- New last. $3. 
C—214-614) : 3%- 


-8 
7,4-7 
D—2%-6, 34-7, 4-7 


Prices 
TO CLOSE OUT 





TERMS 
2% 10 days, Net 30 


Numbers 1, 2, 9 and 12 
as follows 


Sold only in even dozens 
on a width in the follow- 
ing size runs 


A—4-8, 4-8, 444-714 


SERN 


SS a 


So 


D—214-8, 314- 744. 3-7 











No. 1—Black Kid 8%-inch, 3% Fox Lace. 

No. 12—Black KidJ8'%4-inch, 4% Fox Lace. Fudged edge, perforated vamp and. tip, 
Perforated vamp and tip, blind e elets, blind eyelets, 14-8 Cuban heel. New last. 
black fairstitch, 10-8 military heel. iis 50 
street last No. 2—Same as above in Brown Kid 4.00 
No. 9—Same as above in Fine Russia Caif 

with white fairstitch -00 


apgamoorst’ BANCROFT WALKER COMPANY “aan sors 
MAKERS OF SMART SHOES FOR WOMEN NEWYORK OFFICE: 
We invite you to try a dozen. We pay ezpress if unsatisfactory. 110 W. Mth STREET 
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Unvarying 


Shoe Quality 


No. 1073 


Our No. 1073— 
Brown Boarded 
Veal Blucher, 
White Fibre Mid- 
dle Sole, 4% Wing- 
foot Rubber Heel, 
Adams Last. To 
special order only. 












Our No. 985—Gun 
Metal Bal, % 
Wingfoot Rub- 
ber Heel, Spark 
Last. Carried in 
Stock. 


MILWAUKEE, WIS. 





Fifty Years of 














When Grant 
was President— 


the first B-P shoes were made. Then, as now, the aim 
of this institution was to produce an article which 
would faithfully reflect its honesty and character. 


We realized that our customers’ good will could be 
gained and kept only by giving just a little more than 
they expected—in value—in quality, and in service. 


And it is no exaggeration—just the simple truth— 
to link the name of Beals-Pratt with “Fifty Years of 
Unvarying Shoe Quality.” 


In no other way can this truth be more strongly 
emphasized than by the fact that our business rela- 
tion with a large number of Beals-Pratt customers 
dates back many, many years. 


They placed their confidence in us because of our 
willingness to deal fairly. That is how we expect to 
gain yours. 

Very sincerely, 


Beals-Pratt Shoe Mfg. Co. 


By 


Vice-President. 





<2 


BEALS-PRATT SHOE MFG. CO. 


WATERTOWN, WIS. 
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The insistent demand for this 
suede finished cabretta induced 
us to multiply the production of 


LEVOR BUCK 


in the prevailing popular shades. 


Grey and Brown 


now ready for 


Immediate Delivery 


G.UEN ns of aera ~ 


a2 YORK MILWAUKEE 


Feb. 26, 192] 
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Stock No. 679—Regent Last. Brown Cordovan Varsity 
Oxford. W ing Tip. Sizes and Widths: AA, 7 to 11; A Stock No. 580—Brogue Last. Gallun’s 26 Brogue Ox- 
B, 6 to 11; C, D, 5 to 11. ford. AA, 7 to 11; A and B, 6 to 11; C and D, 5 to 11. 


PRICE $7.85 PRICE $6.85 


IN STOCK 


BUSINESS BUILDING BROGUES 
EVENING DRESS OXFORDS 


These shoes have repeatedly proven an inducement for business and the continued 
patronage of many men who are careful in making their footwear purchases. 





Stock No. 587—Brogue Last. Gallun’s 4 Norwegian 
Brogue Oxford. Rawhide Slip Sole. 


PRICE $7.25 FENWAY LAST 
Stock No. 693—Brown Cordovan Oxford. Rawhide Slip Patent C. S. Oxford. 3 Bevel Edge. Flexible Sole. Sizes 
_ Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; C, and Widths: AA, 6% to 11; A, B, 6 to 11; C, D, 5 to 11. 
, 5 to ll. 
PRICE $8.25 PRICE $6.50 


The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Buildiog 
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EASTER NOVELTIES! 


Every Pair on the Floor 


READY TO SHIP! 





Style 310 











301—Black Satin 1 Strap, 2 Buttons, Cov. 
Full Louis Heel, Turn. A-D $5. 
302—Black Satin 1 Sap, 2 Buttons, Baby 
Cov. Full Louis Heel, Turn. A-D. 5.00 
305—Black Suede Gite ay 1 Button, Cov. 
Full Louis Heel, T A-D 
310—Black Kid 1 Strap, 1 + Motion, Cov. Full 
Louis Heel, Turn. D 5.00 
311—Hav. Brown Kid 1 Strap, 1 Button, Cov. 
Full Louis Heel, Turn. A-D 5 





Style 211 











211—Dull Kid Colonial, Cuban Heel. A-—D. .$4.00 
212—Same in Black Kid. A-D 

209—Same in Patent. 

210—Same in Patent, Black Buckle. 


a Kid Colonial, Covered Full Louis 
eel. A-D $5 


PERS se in Gray Kid. _A-C 
De Kid Colonial, Leather Louis Heel. 


207—Same in Dull Kid. A-D 
206—Same in Patent. A-D 
200—Same in Patent. A-—D. 


217—Same in Patent, Black Buckle. A-D.. 


Stock Folder on Request 


One Straps in Satin, 
Suede, Kid and Patent 


One and Two Button 
Effects 


Theos — Girdles 


Cut-outs and Colonials 





Style 381 











381—Black Suede Strap, 2 Buttons, Cov. Full 
Louis Heel. B-D $6.00 
=e y= Sue, 2 Buttons, Cov. 
1 Louis Heel. B-D 
383— Beaver ay Sum 2 Buttons, Cov. 
1 Louis Heel. A-D 
eas Kid Strap, 2 Buttons, Cov. om 
Louis Heel. B-D. 
385—Black Kid Strap, 2 Bettens, Gus. ie 
is Heel. B-D 5.50 
365—Dull Kid Strap, 
Louis Heel. A-—D 
364—Patent Strap, 
Louis Heel. 


Buttons, Leather 
4.50 


2 Buttons, Leather 
D. 4 





me «3 1 2 Buttons, Cuban 











IN-STOCK 
MARCH Ist 


309—Patent Vamp, Gray Suede Quarter, 1 
Strap, 1 Button, Full Louis Heel. A—D.. $5.50 

327—Gray Nubuck Cutout Soe. 
Cov. Full Louis Heel. 

326—Brown Suede Cutout ae 
Cov. Full Louis Heel. A 

303—Brown Satin 1 Strap, 2 Buttons, Cov. 
Full Louis Heel. A-D 5 

325—Black Suede Cutout =. 2 Buttons, 
Cov. Full Louis Heel. A-D 


, 2 Buttons, 
5 





Style 247 














Style 231 











——s Kid Theo Tie, Leather Louis Heel. 
$4.2 


204 ey in Patent. 
109—Same in Black Kid. 





WITH CUBAN HEEL 

AP a Kid Theo Tie. A-D 
110—Same in Black Kid. 

261—Same in Patent. A-D 











Get Our Prices 
Send for Folder Today 


THE BOARDMAN SHOE COMPANY 


| 564 ATLANTIC AVENUE, BOSTON (9), MASS. 














“Decidedly Thompson”’ 


FAMOUS CORDOVANS 
QUALITY COUNTS 


Samples on Request 





S-630 
Price $8.00 
Brown Cord. Ox., Admiral 
Last. Widths AA-D. 
Code Word—NAT 


S-640 
Price $8.50 
Brown Cord. Wing Tip Ox., 
Vandyke Last. Widths” 
AA-D 


‘Code Word—NEW 


S-624 
Price $8.75 
Brown Cordovan Bal, 
Whole Quarter Pattern, 
Admiral Last. 
Widths AA-D 
Code Word—NEATEST 


S-628 

Price $9.50 
Brown Cordovan Brogue 
Bal, Perforated Wing Tip 
and Heel Foxing, avs 
Single Sole, Stitch Around 
Heel, Thompson Brogue 

Last. 

: Widths A-D 

No. S-628 = $e Code Word—NEARER 





8 a aapinccipaeis BROS .SHOE (0 


FINE SHOEMAKERS 


BROCKTON 


MASS. 
US.A 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communicalions to Brockton (Campello), Mass. 
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A Men’s and Boys’ line 
of Goodyear Welts that 


merit your favor. All 


styles carry the famous 


‘“Wingfoot’’ Heel 


TRADE-MARK REG. 


—— MANUFACTURED BY —— 


D S BARROWS 


(ESTABLISHED 1858) 


FACTORIES, MIDDLEBORO, MASS. 


BOSTON OFFICE - - - 181 ESSEX STREET 
























Feb. 26, 1921 








7171c _— = os 














rc 
A 





eee oer soso Se Se Se Sc ese Se se See Se SeSeoeoehe SeseseoeSeoe'sasesr 


12 525c4 





eee ee eee Soe oreo or 5 oe o roe oe Se Se5e5e52525° eee eae ee ge oer oe oe oe oeSeSe $2525252525e eee oor o oor ge Se Se5e5e5e5e5: 














BROWN CALF AND WHITE BUCK 
GOODYEAR WELT 
VAUGHAN’S IVORY SOLE AND HEEL 





OTHING SURER THAN THAT SPORT FOOT- 
WEAR IS IN FOR ANOTHER BIG RUN 
THIS SPRING AND SUMMER. 


OUR 
OUT O’ DOOR LINE 


AFFORDS VARIETY—-GRACEFUL DESIGN-—ExX- 
CLUSIVE PATTERNS—ALL AT: VERY REASON- 
ABLE PRICE. 





DONN D. SARGENT CoO. 


WOMEN'S WELT AND MCKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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is is recognized the world over as 
ft / the standard of excellence for 
i Spring and Summer shoes for 

men, women and children. Pliable and strong, this leather is pleasing to the eye and 


comfortable on the feet. Aztec Calf will be offered in the coming season’s fashionable 
shades. 


A strong grained mellow calf- 

K N L, skin that is moisture-repellent. 

This leather does not peel or 

chip and is especially adapted for a high-grade shoe. Viking Calf is favorably known 


and universally used by discriminating shoe manufacturers. It takes a brilliant polish 
and is offered for the coming season in five colors and black. 


NORWEGIAN VEALS 83s 


leathers—a heavy, rugged, high-grade leather that is the first choice of high-grade 
manufacturers for the popular brogue shoe. Norwegian Veals are suitable for both 
men’s and women’s shoes and are produced in two colors and black.., 


MANDARIN SIDES ssi: 


in glazed and boarded finish and offered in two colors. Mandarin Sides are strikingly 
attractive and of the highest integrity. They are designed to meet the call for fine 
shoes that can be sold at prices demanded by the great majority. 





A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. 
‘~H. A. ELY, Manager, 11 EAST ST., BOSTON, MASS. 
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—is your name on the list ? 
to receive an early copy of our 
SPRING STOCK CATA- 
LOG, which will soon be off 


the press. 


We think you will be particu- 
larly interested in this book 
because it is— 


—somewhat different 
from anything of this kind we 
have ever issued—you'll be glad 
to have a copy on your desk. 
It shows — 


our complete low cut line 
of styles carried in stock — 
you can buy them at $5.00. 





“the warrant of value 
that makes you sure” 


z 
= 


- Williams Clark & Company 


Women’s Welts Exclusively 
LYNN, - MASS. 
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6918—Men’s Mahogany Calf 
Oxford—Biltmore Last—Sole 
Leather Box Toe and Coun- 
ter—Oak Grain Insole—Extra 
Prime Oak Outsoles. 


$5.50 


7914—Men’s Nut Brown Calf 


Oxford—Crillon Last—Sole 
Leather Box Toe and Coun- 
ter—Oak Grain Insoles—Ex- 
tra Prime Oak Outsoles. 


$5.50 


MANUFACTURED BY 


E.B. PIEKENBROCK AND SONS 
DUBUQUE, IOWA 
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We can scarcely venture to hope that the average shoe 
jobber or retailer will ever go deep enough into the technical- 
ities of shoe manufacturing to become impressed with the 
vital importance of welting. 





We make no bid for his patronage, nor do we attempt in 
any way to suggest that he “‘specify’’ our welting when 


placing his shoe orders. 


But we do believe that you, Mr. Shoe Manufacturer, will 
inspire confidence in the lasting qualities of your shoes, if 
you can educate your retailer through your salesman to the 
importance of this almost hidden part of your shoes; if you 
can let your salesmen tell their trade, that when it comes to 
welting you have incorporated the utmost in quality—that 
your shoes are made with the “‘recognized standard of excel- 











lence.’’ 


BARBOUR GROOVED 
ENDLESS WELTING 


MFRD. BY 


Brockton Rand Company 


BROCKTON, MASS. 
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“YOUR Shoes Made 
and Shipped 


Two Weeks After You Order! 


The Old Not only shipped but made. 
Burt & Packard Get the full importance of that? 


Line of 
‘“ 9 Made according to your own specifications, 
Korrect Shape with your own special markings, no restrictions of 
any kind. Send us lining number, if of our make, 
or a sample of any shoe you wish. We will dupli- 
cate it as nearly as possible and have your order 
on the way to you in two weeks. 
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Order only what you need as you need it and 
when you need it on our famous 


Field & Flint Co. Emer LENCY 
Quick Delivery 
Service 


(Note. Months of careful planning are back of this plan for meeting the emergency that exists today. No time has been 
saved in those processes of manufacture of which time is an element. The shoes stay on the lasts the required number of 
days. They are as high quality in every respect as they would be were they in the making for several months.) 


FIELD & FLINT CO. 


SUCCESSORS TO BURT & PACKARD COMPANY 
MONTELLO STA. BROCKTON, MASS. 
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VGrrect Dodge- 
FOR ALL OCCASIONS 


IN STOCK . 


——- DROW Nae 


Do you need shoes? 


Others of our customers have 
tried these, sold them and re- 
ordered! 


Don't lose a possible opportuni- 
ty to make sales. 





Stock No. X377— Code, “PRINCESS.” 
Bronze Kid “Eleanor.” 24-inch Full Louis 
Heel, Genuine Brown Kid Quarter Linings. 
AA to C. May also be obtained at the 
Kansas City and San Francisco Depots. 
i, , Rr $7.50 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 





STOCK DEPOTS 


MONTGOMERY, ALA, ' BOSTON, MASS. 
Depot at 223 First National Depot at 179 Lincoln Street. 
Bank Building. H. N. Wheeler, Raymond A. Gillette, Manager. 


anager. 
, SAN FRANCISCO, CAL, 
KANSAS CITY, MO. Depot_ at 770 Mission Street. 
Depot at 215 Sheidley Building. Solly Schweitzer, Manager. 
H. W. Drake, Manager. ; 
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ONCENTRATION of our efforts has enabled us 
to offer that which the times and the trade 


require. 


° ° ° ° ° 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 


other way. 
° ° ° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 


HALDEN fo 





This illustration represents one of the styles that can 
be delivered promptly, in black and russia calf. 





BOSTON OFFICE 


FACTORY ° 
ABINGTON, MASS. 10 HIGH STREET 


\ 
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M-C. McKAYS 


Never was the demand so great for stylish moderately-priced 
footwear. It can be said truthfully that the bulk of Spring 
sales will be made through such shoes. Women, who actually 


do, or influence 85% of all consumer buying in the United 











States, will determine your Spring receipts. 


We offer you fashionable, well-made, medium priced McKays. 
You, in turn, can offer your customers nothing better than 


M-C McKays, considering the prices they are willing to pay. 


MITCHELL-CAUNT CO. 


Boston Office: 72 Lincoln Street Factory: Lynn, Mass. 
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Your Easter Novelties Are Here! 
The Big 4 In Straps 


Peggy Two Strap 


A two strap pattern with plenty of 
perforations. Goodyear Welt. Broad- 
way Last. 
No. 765—Black Kid with Dull Calf 
Straps, 13-8 Cuban Heel $4.75 
No. 766—All Cocoa Caif 

Widths AA to D 


La Mode One Strap 


The last word in strap models; one of 
the snappiest and daintiest styles 
shown for Easter wear. Made with 
single sole to imitate a turn, and with a 
covered 16-8 full LXV heel. 
No. 630—Black Suede with Dull Calf 
Trimming $6.00 
No. 631—Brown Suede with Cocoa 
Calf Trimming. $6.00 
No. 632—Gray Suede with Patent 
$6.00 


No. 633—Black Kid with Black Suede 
Trimming $5.50 
No. 634—Brown Kid with Brown 
Suede Trimming $5.75 
Widths Ato D 
Sizes: A, 4% to 8; B, 4 to 8; C, 3 to 8; 
D, 2% to 8 








MAIL YOUR 
ORDER AT 
ONCE ON 
ANY OF 
THESE 
NUMBERS 
SO THAT 


YOU CAN 
HAVE THEM 


FOR THE 
EASTER 


TRADE 








READY 
TO SHIP 
ABOUT 
MARCH 15th 








Nouvelle One Strap 


Made on our Fifth Avenue Last, with 
covered LXV heel and with single 
sole. 

No. 635—Patent Vamp, Gray Suede 
Quarter $5.00 
No. peas Vamp, Black Satin 
Quarte: $5.00 
No. €37—-Patent Vamp, Gray Kid 
Quarter $5.00 
No. 638—All Tan Calf.......... $5.00 

Widths A to D 


Peggy Two Strap 


No. 7 Black Suede, Dull Calf 
Straps, Welt, 13-8 Cuban Heel. .$5.50 


No. 763—Brown Suede, Cocoa Calf 
Straps, Welt, 13-8 Cuban Heel. .$5.50 


No. 764—Gray Suede. Patent Sess 
Welt, 13-8 Cui oe eae 
AA to , 


No. 616—Black Kid. with Suede Strap, 
peas, Full Covered Bab 


No. 617—Same in Brown Kid. . .$5.50 


No. 618—Black Suede Full Covered 
Baby Louis Heel $6.00 


No. 619—Brown Suede. 
Ato D 


Thomson-Crooker Shoe Co. 


18 Station Street :: 





Boston 20, Mass. 


Feb. 26, 192) 
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Shoes made of P & V Leathers possess 
character, quality and style to a consider- 
able degree. P & V Leathers are the result 
of three generations of careful study of the 
best standards of leather, especially its ideal 
adaptability to shoes. 


Merchants who sell shoes made of P & V 
Leathers can feel confident that they are 
offering to their customers a perfected prod- 
uct, having utmost value. 


Pfister & Vogel Leather Co. 


Milwaukee, U. S. A. 
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To secure the utmost in desirability and value 


Specify LAWRENCE'S WHITE NUBUCK 


A leather of surpassing durability and 
surface beauty—easily cleansed 


A. C. Lawrence 
‘161 South Street 


NEW YORK PHILADELPHIA ROCHESTER 
CINCINNATI CHICAGO ST. LOUIS 
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‘Lawrence Leathers Are Reliable Leathers’’ 


GUN METAL CALF and SIDES 
WEILDA and NUBUCK 
BLACK DIAMOND 





= 
= 





















Women Have Unmistakably Expressed 
Their Preference for White Footwear | 






The Beauty of White Leathers 
Lies in Their Whiteness 






N White Nubuck, we have accomplished the utmost in obtaining a clear, 


clean, pure white. 






Moreover Nubuck has a finish which can be readily and satisfactorily fresh- 
ened, by the cleanser which we have prepared specially for it. 






All lovers of white shoes of character—find Nubuck the,ideal white leather. In 
finish and in qualities that make for service and satisfaction in service 
—it always measures up to expectations. 







Prepare for a strong white trade this season and make sure that this business 
is done on a basis guaranteeing customer satisfaction, at the first and to the 
last, by specifying NUBUCK, (originated by Lawrence). 









Leather Company 


Boston, Mass. 
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Copyright 1921, by The Goodyear Tire & Rubber Co. 





























DURABLE - WATERPROOF 








From a Leader in the 
Industry 


Tue Potter SHoe Co. 
16-20-22-24 Weer Friern Staecr 
Cincinnati 

















The Goodyear Tire & Rubber Coe, ; 
Cine innati, : 
Attention - Mr. Furstenan. 







Gentlemen: - 








We are more than pleased with the fevworrs le 
comments, and evidences of satisfaction, our patrons 
have expresged relative to Neolin Soles. 












During 1920 we sold in excess of 3600 pairs 
Men's, Women's, Boys’ an@ Children's Shoes, in a range 
of qualities from the lowest to the highest grades, 
and resulte,we are pleased to say, have been uniformly 
satisfactory. 


We know you will be interested to learn 
that we used between 2500 and 3000 pairs of Neolin 
Soles in our Repair Department, where they gave uni- 
formly excellent results. 
















Despite the strong guarantee which we 
extended to wearers of Neolin. Soles, we received 
only three requests for adjustment. We can furnish 
no better evidence than this as to the ay sh and 
integrity of Neolin. 


We have given Sie quite some St cee 
thru newspaper and window display, thereby endeavoring 
to co-operate with the really excellent street car 
advertising you are doing in Cincinnati. We are well 
pleased with the results obtained. 


Our business relations with you have been 
more then pleasant, and we expect to contime emphasiz- 
ing Neolin Soles, am doing our utmost to stimulate 
their sale more during the ensuing year than ever. 


















Yours very truly, 
THE POTTER SHOE CO. 


FP Onn 


oles 


COMFORTABLE 






 JPO/L 
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Announcing KREIDER SPORTS 


FOR BOYS —_ FOR GIRLS 
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seecaieli 
hese shoes fail to give you longer service 
I . a ye atone recto a — wokes = . ween moe 
them to the 
i an at need, (ACCOMPANIED BY THIS TAG and new 
Nein Soe asp GOODYEAR WELTS 
Neolin Soles will be app 
DO NOT LOSE THIS TAG Cin 
with the above guaraneee 6-8 84-11 1136-2 
Ke must nccompany them whea they are fecurned to the dedler a MD es 
it must 
UBBER CO. 
THE GOODYEAR TIRE p% Ly ae 
(Over) 10-1314 3 
s $2.15 $2.40 $2.60 


MCAS Kw Co, 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON, MASS. ST. LOUIS, MO. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 1408 Washington Aye. 
PITTSBURGH, PA. PHILADELPHIA, PA. 
123 Penn Ave. 51 North Third St. 


Annville id Lebanon No. 2 
Lebanon No. 1 P, Elizabethtown 
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Patent Leather 


MARY 
JANES! 


Patent Leather 


MARY 











tec = JANES!! 


| Janes Like 


Lyons and 
Hershenson 


Patent 
Lea t her WE KNOW that our capacity is fast being “‘sold 
up. 





daed KNOW you will need MARY JANES—at least 


as many, if not more, than last year. 





We had to disappoint many last season. 


MARY 


J A N E S ON’T BE SORRY later.on. Order NOW and be 


sure of having the shoes when the demand comes. 











Lyons & Hershenson Inc. 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 
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There is only one truly orthopedic 
shoe for the whole family 





Besides all the other advantages think of 
the saving in time to the retailer who can 
buy men’s, women’s, boys’, misses’, chil- 
dren’s and infants’ orthopedic shoes of one 
maker, on one type of last and carried as 
a stock proposition. 





Think also of the tremendous amount of 
advertising this shoe has enjoyed for many 
years. 


That means the sale to the consumer is 
more than half made before he enters the 
retailer’s store. 


Retailers who sell Educators know the 
value of shoes that customers repeat on. 


Caan 
SHOE® 


REG. US, PAT. OFF. 


Rice & Hutchins, Inc. 
10 High Street, Boston, U.S.A. 
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